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Columbus Bolt Works, 





Columbus, U. 
factory Bolts, 
—s Washers 
mee Be Turn . 
Buckles, 
> Arms Bridge and Roof Rods 
rf == Bolt 
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“Sampson 


vcc~ PURE<ASPHALT ROOFING 


‘ ¥ Planet Brand Tarred Ready Roofing, Slaters’ Felt 
Never Dries Out or Cracks. Building Papers, Roofing Cements, Paints, Etc. : 


Bewses. J. L. PERKINS & 60., *cuicaco™ 


We make a full line of 


Stove Bolts, Stove Rods, 
Machine Screws, 
Pointed Pins, 
Threaded Wires, 
Rivets, 

Special Bolts, 
Mica Bolts, 
Cold Pressed Nuts. 


Atias Bott & Screw Co. 


CLEVELAND, O. 
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A good time to learn about 
(Independent 
( Registers } 


( Is Right Now. ) 
| OO%sizes. 

( Prompt Shipments. y 

Write us. ) 


Independent ) 


l2 Register Co., 5 


4 158 Champlain St., 


CLEVELAND, OHIO, 








A UNIVERSAL REMEDY FOR 


LEAKY ROOFS. 


The valuable qualities of a good roofing cement are firm adhesiveness and elastic: 
ty. These qualities the 


AMERICAN SEAL BUILDERS’ AND ROOFERS' 


ELASTIC OIL CEMENT 


possesses. It will adhere firmly to Slate or Metal and will not crack orcrumble. It is 
especially recommended for repairing leaks around chimneys, dormer windows, sky- 
lights. scuttles, firewalls and any place that requires fixing on a roof, either Slate, Tin 
er Shingie. 


This Cement will answer to repair a roof when Solder can not be used. 
MANUFACTURED BY 


Wm. Connors Paint Mfg. Co. 


TROY, N.Y. 


WESTERN ACENTS-J, L. PERKINS & CO., 
241 Lake Street, - . »=  CHICACO, ILL. 


STOCKHOFF SUPPLY CO., ST. LOUIS, MO. 


Trying --to -—do— business -- without— adver- 
tising —is - like--winking--at—-a—girl—in— 
the — dark; —you— know —-what—-you— are— SA 
doing —but—nobody—else— does. ‘ 


BRADLEY 
SHELF 





Strong, Light and All Right. 
ATLAS MPG. CO., New Haven, Ct. 








Also Massachusetts and Phoenix 
BRACKETS. Brands of Sash Cord. 


Samson Cordage Works, Boston, Mass, 





Twelve 
Medals 
Awarded, 


Ot Any. 








Black Diamond Files and Rasps. 


PERFECT—ALWAYS 


At 
International 


Expositions. 


CG. * H. BARNETT CO., 


Black Diamond File Works. PHILADELPHIA. PA, 








THEIR RESP 










NICHOLSON, 
KEARNEY & FOOT, 
AMERICAN, 
ARCADE, 

GOLD MEDAL, 


Wwe 
MANUFACTURE 
DAILY AT 


TORIES THE FOLLOWING 
BRANDS OF FILES AND RASPS;: 





OLSON FILE CO. 


ECTIVE FAC- 


GREAT WESTERN, 
J. B. SMITH, 
McCLELLAN, 
EAGLE, 









I., U. s. A. 
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“TABASCO” 
Water Heaters. 


‘ sredertecidiel uo 
-FEED 
A Postal Card from you will we valuable, ‘seid = SHAKING ; 
information in regard to the best, most comprehensive, GRATE 
strictly modern line of these goods, Small gr lences 


scries.teuy A MERICANRADIATOR (COMPANY Ess 


Flats, Hetels, 
Baptisteries, 

Philadelphia, St. Louis, 

Buffalo, Minneapolis, . 

a ia heaton, Lake and Dearborn Sts., CHICAGO. 





ai. 
Al" 





AAS 


Bath Houses, 

any place a supply 
of hot water is 
needed. 





CUTTER GT 


SEND FOR 
CATALOGUE. 


» Kewanee 
BEER, TIAA Boiler | 

MILK CAN, = Compa’y 
OIL CAN, ts antl Cawerien, te 
CREAM SEPARATOR 151 Bane a 


FAUCETS. 


Various Sizes and Styles, 
MANUFACTURED BY 


CLARK NOVELTY CoO., 
lu ROCHESTER, N. Y« 
The “‘OMECA,” 2-3 Size. Also Mfrs. of The CLARK Kerosene Oil System 
To attach to bottom of can. for Heating Soldering Coppers. 








cy at aaa 

















“The Illinois” 
“Eagle” Brand Copper Rivets and Burrs. METALLIC SKYLIGHTS 


STANDARD FOR QUALITY. (Lake Superior Copper.) fice known bn over] Stair, Hire siond Ge tot 
——MANUFACTURED BY —— Complete Skylight, Cornice and Finial Catalogue 


THE PLUME & ATWOOD MFG. CO., | °°". 1. sones, mtr. 


29 Murray St., NEW YORK. 196 Lake St., CHICAGO, ILL. Lock Box 33. STREATOR, ILL 


Largest Vari. §=1902 will be a 
Latest Improvements. 


Lowest Prices, Record Breaker 
Most Reliable and 
Economical 


Heating... — 
Apparatus 


Furnaces, Hot Water and 
Combination Steam Heaters. 


Al Postal Card will bring to you full descriptive 
Catalogs, Price Lists and Discounts. 


Che Boynton Furnace Co. 


207-209 Water Street, NEW YORK 147-149 Lake Street, CHICAGO 
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Gasoline Stoves. 
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“Quick Meal” Evaporating Stoves, with their German Silver 
valve points and their indestructible burner drums, have stood the 
severest of tests. 

“Quick Meal” Evaporating Burners, with their subflames, have 
proved themselves to be the only successful evaporating burners 
in use. 

‘“‘Ouick Meal’ Evaporating Stoves, with their late designs, their 
large assortment, their simple and durable construction, are the 
stoves that will build up a good trade and increase your business. 

“Quick Meal” Giant Burner Stoves are easy to regulate and easy 
to repair, as they have the well-known ‘‘Quick Meal” Lever Valves. 

“Quick Meal Junior” stoves also use the “Quick Meal” Lever 
Valves and are in every way worthy of the name “Quick Meal.” 

A well-assorted line of ‘(Quick Meal’ Gasoline Stoves will give 
you the largest variety and the easiest selling line of Gasoline 
Stoves on the market. 


| ; ® Louis 
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YOU CAN DEPEND ON IT. 


The Standard Wickless 
Blue Flame Oil Stove 


For Coal Oil or Gasoline. 





The original and most successful Wickless Oil Stove. 


That’s what it is, the “Standard’—Standard in name, the 
Standard in quality, the Standard in perfect operation. Four 


years of continued success and it still leads. It’s the Standard of 


excellence. 
Sold by the following Jobbers: 


EASTERN JOBBERS. WESTERN JOBBERS. THE NORTHWEST. 


FP. [. Borden & Bro., Philadelphia, Pa. Cook & Van Evera Co., Chicago, 11. Farwell, Ozmun, Kirk &Co., St. Paul, Minn. 
Eugene Munsell & Co., New York, N.Y. Morley Bros., Saginaw, lich. 


The S. I". Howes Co., Boston, lass. Townley Stove Co., Terre Haute, Ind. PACIFIC COAST STATES. 
; F. Tiemann Stove & Hdwe.Co., St.Louis, Mo, Holbrook, Merrill & Stetson, San Francisco, Cal. 


Townley [etal Co., Kansas City, lo. 
SOUTHERN JOBBERS. A. C. Raymer, Omaha, Neb. DOFPUNION OF CANADA. 


W.B. Belknap & Co., Louisville, Ky. lr. P. Borden Stove Co., Denver, Colo. The Thos. Davidson [lfig. Co., Montreal, Quebec. 


“ Standard Lighting Co., 


CLEVELAND, OHIO. 
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| Jewel Gaasolene Stoves 


Beat All Records. 
See Our Old Friend’s Kick, | 4 Y 
Jewels “Wear Out too Quick” in | Cars 


Ranges 


W. W. Montague & Co 
San Francisco . Los Angeles 











1888 and during that time has on 
had to buy one new generator 








Yours truly, 
(Signed) W. W. Montague & Co., 
per L. A. Kimble. 
Mgr. L. A. Branch. 





We made stoves this way 14 years, 
Yes, 20 years ago. 
We make them the same way and 
better, now. 
These STEEL GASOLENE RANGES 
our 1902 leaders. 


WRITE FOR CATALOG. 


George M. Clark 
and Company 


71 Lake St., CHICACO. 
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Reliable Vapor Stoves and Ranges for 1902. 

















Dealers who are seeking a strictly high grade line of Vapor Stoves and Ranges that are standard 
the country over, cannot afford to overlook our line. **RELIABLE”’ stoves have the NAME and FAME 
as being the best and most successful to handle. 

















There are NONE better. A few are claimed as good. None as well and favorably known. Our 
reputation will not permit of our making any inferior goods. If you wish to control the Vapor Stove 
business of your city, secure the agency of the **RELIABLE.”’ They have proved profitable and 
satisfactory to thousands in the past, and will to you. 

Our line for 1902 is larger and finer than ever. Send for our latest catalogue. It is yours for 
the asking. 

Made by 


The Schneider and Trenkamp Company, 


Cleveland 
Chicago 
San Francisco 
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| SO at 
The 


Twin Burner? 


Line for the New Year is far and away 
ahead of anything yet shown in 


Gasoline and Oil Stoves 


GET OUR CATALOGUE. SENT FREE. 


Twin Burner ~ 
Vapor Stove B 


Co., 


206-210 South Seventeenth St., 
ST. LOUIS, MO. 


CHICAGO AGENCY: 


Jacob Retterer, 


167-169 LAKE ST. No. 480. 




























I 





Our New No. 480 can be used for Gasoline or Coal Oil. 


F) National 
== Stoves 


Lorain, Ohio. Chicago: 104 Lake St. 


Insurance 


SALES AGENTS: 








\ 
law fels 


WE ay yptt Marys lt this 
F 


Only 
Safe 





(iasoline Eugene [lunsell & Co., - - - New York. 
F. M. Borden & Bro.,_ - . - Philadelphia. 
Stove Prescott & Co., a Boston, Mass. 
Butler & Johnson, - - - - Syracuse, N. Y. 
Made Pacific Stove Co., - - - Los Angeles, Cal. 
A. C. Barler Mfg. Co., - - - Chicago, Ill. 






H arper « Mclntire Co. rors sss 


Ottumwa, lowa. 






ab Ape he — ms 


Stoves and Ranges 


ARE THE FUEL-SAVING LINE. 





















The Best Constructions ever 


offered for the money. 


Have You 
Tried Us? 





We Use the Best Soft Coal 
Grate ever made. It is patented, 


and used exclusively by us 


Why Can’t We 
Do Business 
With You? 





Our Special Low Net 
Price List on our entire 


Steel and Cast 





line of 
Ranges, Cooks and Heaters 
can be had for the asking. 


Don’t overlook this. 





Thomas White 
Stove Co. . 


QUINCY, ILL. 
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For Weight, Strength, Finish, 
Beauty, Economy, Simplicity, 
Water Heating and Perfect 
coal Baking. 

red TheM&Dis 
——— ee SCti—C J neural lec 
Hotel Ranges, Low Broiler Gas Ranges, 

. Double Oven Ranges, Double Oven Cas Ranges, 
Family Ranges, Cas Broilers, 
Combination Ranges, Charcoal Broilers, 

High Broiler Gas Ranges, Steel Laundry Stoves, 
We build the 
largest line of 
Steel Ranges in 
the World. 
Write for 
catalogue and 
, discounts. | 
y ————— 





Mi & D Range Co. 


96-98-100 Lake St., cor. Dearborn, CHICACO. 














STOVES & 
RANGES 





The Key to Convenience and one of 
the Distinctive Features of 


MOORE’S RANGES 
is tte Swinging Key Plate 


It is easily raised by a simple chain and pully attachment, and when in place. 


affords splendid opportunity for feeding or laying the fire, and for broil- 
ing or toasting. 


JOLIET STOVE WORKS, Joliet, Illinois. 
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There's a me 


In the Steadily Increasing Popular 
Demand for 


fe National 

Air-Tight 

:: i Heaters. 
oi 3 IT MEANS 

















For Beauty, 
For Finish, 
For Quality, 


For Good, Honest 
: Construction, 
‘For Good Talking 
@z 
Points. 


National Air Tigh iyeatere 


Made Exclusively by 


Excelsior Stove and 
Mfg. Co., 


QUINCY, ILLINOIS, @es—eeaG 
U. S.A. (909,10 oF FO eee 


That the people appreciate the 


superior features found only in 


Air-Tight 
Heaters 


Secure the agency at once; 


don't pass up a good thing. 


. NATIONS NG 
STOVES ERANGES| 
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ASK YOUR JOBBER FOR 


The “New Century” Nestable Oven. 


In our “New Century” Oven we have reached the “Acme of perfection.” It is 
undoubtedly the best ar icle now before the trade, being full-flued and of almost equal 
baking capacity with the ordinary one-burner oven now in use, yet it is the simplest and 
easiest put together, there cong, only three distinct parts with no nuts, bolts or screws 
required to assemble it. The heat-deflecting plate is double and lined with mineral 
wool, and a band of several inches of asbestos on each side of the oven ensures an even 
distribution of the heat. It requires a minimum amount of beat, bakes more quickly 
and as evenly as the larger size ovens. It will take a pan measuring 9x 12 inches. 

: We pack three “New Century” ovens in a tight wooden box, the parts nesting so 
nicely that they make a package but slightly larger than a single oven. 

We make the largest Jine of Portable, Knockdown and Nestable ovens. 





See 


sa Send for illustrated circulars. 
The one your trade wants. 


A. Geisel Mfg. 


Maker of Tinware and Sterling Enamel Ware. 


Co., 


ST. LOUIS, MO. 





Sun Stove Company 


MANUFACTURERS OF 
The Celebrated Sun Stoves, 
Gasoline, Oil and Gas Stoves, 
Air Tight and Hot Blast Heaters, 
Gasoline Lamps, Torches and Ovens. 
a. > 1305 to 1319 Bellevue Ave., 


DETROIT, MICH. 















MANUFACTURED BY 


The Fanner Man- 
ufacturing Co., 


CLEVELAND, OHIO. 

















@ambria, \is., writes: “ Dicase diseon- ¥ 
: Dtinue my ade. in the want eolumn of g 
@merican Artisan or | shall have to engage a stenographer’ ¥ 








Richmond Stove 











WESTERN BRANCHES: 


Chicago Heater & Supply Co., 
Chicago. 


Rumsey & Sikemeier, 
St. Louis. 
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The New Schill Steel Range 


7 | “ee aos! The Most Modern and Up-to- 
: | ‘ieeag _ Date Range Made Today 


Possessing several special and novel 
: B22 (OM features not found in any other line. 
: royal : It must be seen to be appreciated. 


The Schill 


7 —— we o& am 


_ FO w 


} 
5, Bros. Co., 


CRESTLINE, O. 


THE NeLson-Bouguet Hpw. Co., Minneapolis, Minan., 
Northwestern Agents. 


J. C. SHANKS, 1547 Wazee St., Denver, Col. 


H. A. PotTer, 35 New Montgomery St., San Francisco, Cal. 
Cuas. H. GREENE, 5050 Kensington Ave., St. Louis, Mo. 


“TY Reems? 








A Fuel Saver. 


Experienced Stove’ and Furnace men well know that tbe true principle ot 
heating is by circulation. This is the only appliance made entirely on this principle 
Being open at both ends, the cold air is taken in at the bottom, coming in contact 
with the heated inner tubes, passing out at the top, thereby producing a constant 
circulation of heated air, which equalizes the temperature. This can be utilized 
with any kind of fuel. It is as easily cleaned as a joint of pipe, and does not affect 
the draft. It is made of refined and planished iron, very neat in appearance. In 


S438N1L SJYOWS 


adjusting it is only necessary to move one joint of pipe. It is very compact, and 
saves a great per cent. of the heat otherwise wasted. 


A. C. Selleck, 


;\& 755-757 W. Madison St., - - CHICAGO, ILL. 


r Sale by Wm. Frankfurth Hardware Co., Milwaukee, Wis. 
C. Sidney Shepard & Co., Chicago; Wells & Nellegar 
Co., Chicago; Morehouse & Wells Co., Decatur, Ill. 
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Pi es ee 2 @ 


meee “Please discontinue insertion of my ad~- ZZ 
m. a 9 WRITES: vertisemeut in THE AMERICAN ARTISAN, VD 
as tt has done its work wonderfully well. WY 


fort Dodge, Fa., >> I have had quite a number of replies.” QW? 
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Champion 
Steel Range 


Has the only double flue Hot Blast con. 
struction and is guaranteed to give satis- 
faction with any kind of fuel. They are 
finished in Japan and polished steel or 
Russia iron. 


CHAMPION 
STEEL RANGE CO. 


CLEVELAND, OHIO. 





We are represented by the following houses: Lee- 
Glass-Andreesen Hdw. (o., Omaha, Neb.: — Graham & 
Son, San Francisco, Cal.; Michigan Distributing Co., Lan- 
sing. Mich ; J. M. Litchfield, New York, N. Y.; Kettlesen & 
Degetan, Chihuahua, Mex.; Moore-Handley Hdw. Co., Bir- 
mingham, Ala.; Richards & Conover Hardware Co., Kansas 
City; Chicago Stove and Range Co., Chicago, Ill; Jacob 
Retterer, Chicago, Il].; Corbett, Failing & Robertson, Port- 
land Ore.; Palmer Hdw. Co., Savannah, Ga. 











Tlonogram Stoves and Ranges 


| 
WRITE AND SECURE THE ACENCY AT ONCE. 







Range last season pronounced it the 
largest and best range they had 
ever had on their floor. There 
are none Better. | 


Our reputation will not permit | 





of our making any inferior goods. | 
| 
Send for our Catalogue. | 


| 
™ Quincy Stove Mfg. Co. 


QUINCY, ILL. 


C. J. WORMNEST, Agent for Michigan, 
Grand Rapids. Mich. | 
Have | 


You Registered? 


Write and find out about the best HOT AIR REGISTER on Earth. m | | 


| 









































TOLEDO, OHIO. 
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We Protect 


Who handle Burton’s 
Fuel Economizer. 





vince you. 


W.J. Burton & Co. 


Manufacturers, * 
164-166 W. Larned St., Detroit. 

















3 Send for Catalogue: 
+ The Philadelphia 


Henry & Scheible Co. 


SUCCESSOR? TO T. EB. HENRY. 
10 Long St. CLEVELAND, O. 





ALL SIZES—ALL STYLES 
OF FINISH. PROMPT SHIPMENTS 


Quality and finish unexceiied 








SEND FOR CATALOCUS 








Registers ana | 
Ventilators. 
> FA Full Line, Unique Designs. 


* 


Quality and finish unexcelled. All styles 
+ of finish, from Japanned to Gold Plated, 


+ Hardware and Mal- 


leable iron Works 
t Philadelphia, Pa. 


OPOP OP OP OP OP OO OPO OS® 


© 








RUFUS SLOTHOWER, Shulls- 


| burg, Wis., writes: “1 consider 


your manuals of inestimable value 


' tothe craft and notinner can afford 


to be without The American Arti- 
san.”’ 
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‘CATALOGUE SHOWING 
Gas Ranges Cast Cooks 
Steel Ranges Cast and 
Cast Ranges Steel Heaters 
Steel Cooks Hot Plate: 


WILL BE FURNISHED POR THE ASKING BY 


. Enterprise Stove Co. 


a ao. tno, 


the fire box in any steel range on the market. Then weigh that in the 


Willard Steel Range 


and you will find it is far heavier. This places the weight where it is most 
needed and makes this range very durable. Every dealer should write and 
secure the agency for this popular range. 


(Ym. G, (Gillard, Hp)anutacturer, 


619-621 1. Fourth St. D. Fourth St. += eeee $t. Louis, Mo. 
hot water and steam heaters. 


BRAND STOVE CO, === 


eee ee MILWAUKEE, WIS. 
‘Faultless Steel Ranges 


Made of malleable iron, where others are made of gray iron. 















































We make largest line of cook« 
ing and heating apparatus, 
cast cooks, cast ranges, steel 
coeks, steel ranges, hotel out- 
fits, heating stoves, furnaces, 








Pouch-Feed—no smoke 
and no soot in the room 
when putting in coal. 

Can have water front. 

Only pouch-feed range 
made that way. 

Encased Copper Reser- 

voir. Can be removed. 

You Water heated by con- | 
tact—no “damper.” 

Asbestos lined. 

Ccal and wood indicator. | 


“Faultless” 
Wins— 
Are 








With 
Tells all the time just | 
Us? how the grate is set. | 
‘‘Faultless” in operation and in construction. Lower closet door | Ohio and U. S, 


same width as oven door. Main fire-box, draft-opening and ash-pan | 


door frame all one malleable piece. | pt Ranges 


in all the world no range like this. 





We are pioneers in steel range business; 
old in experience yet adopt modern up 
to-date methods. Write for our catalog 


F auttless Manufacturing Company  isaenne Seed Riees Co. 


617-621 Austin Ave., CHICAGO. CLEVELAND, O. 














Ce ee 
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Double Radiator, All Cast turnace. Kor Wood or Coal. 
aailion P-TO-DATE ik 


DEALERS HANDLE 


MUELLER 


FURNACES «> BOILERS 


BECAUSE THEY ARE 


THE BEST. 


EVERYTHING IN THE HEATING LINE 
Get Our Special Register Offer 


191 Reed at. eid a. MUELLER FURNACE CoO. Milwaukee, Wis. 


Ig Absolute! y 

a ALL STEEL Safe. 
Fi CAS AND SOOT urnace 
CONSUMING z 

The Heaviest Steel Furnace Made. 


Absolutely gas and dust tight. 
A great heat producer, but a fuel saver. 


MADE IN TWELVE SIZES. 


‘<The Handy Furnace Pipe”’ 


The saving of labor in putting it up really makes it the 
cheapest hot air pipe on the market. 


Manufactured by 


» Meyer Furnace Co. 


Weir Furnace. Send for Catalogue. PEORIA, ILL. 


THE JUDGE’S 
MANSION 


and the widow's cottage both require 
heating, but the same furnace would 
hardly do for both. The successful fur- 
nace dealer is one who handles a line like 
the Floral Gity which embraces warm air 
and combination heaters for any class of 
work or any kind of fuel. 


Monroe Foundry 
& Furnace Co., 


MONROE, MICH. 


Emperor 
Furnaces 


——— For Wood === 
Simple. Safe. Durable. 


The Best and Cheapest 


Line of Wood Furnaces. 
Furnished for Either Brick or Galvane 
ized Iron Casing. Send for Catalogue. 


Ken7 titer 1M, 


Neenah, Wis. 



























Handy Pipe. 
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Smith Water 


Heaters. 


A Combination of hot air and 
hot water is the best method of 
heating a residence and the 
only method that gives a supply 
of fresh air. 

Smith's Hot WaterSpecialties 
have a national reputation. 
They can be placed in any kind 
of hot air furnace, steam or hot 
water boiler. 

A Combination will make your 
house comfortable; will save 
fuel. 

Many houses have rooms the 
don't heat, in these our Combi. 
sation can be uséd to increase 
the capacity of furnace, steam 
and water boiler. 

Any live dealer wanting busi- 
ness can get it by talking Com- 
bination, =. 

Every home needs hot water 
in the kitchen. 
You can’t afford to experi- 
ment with jointed coils or at- 
tachments. ‘ 

Smith’s Specialties have no 3 
joints. 

There are thousands of them 
in use. They are always satis- 
factory. Hundreds of the best 
dealers handle them. 


Send for Catalogue Giving Dimen- 
sions, Capacities and Ss. 


Chas. 
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Hero Cast Iron 
Furnace 


(Made in five sizes) 


Is the Best for a 
Cold Climate. 


Has deep ash pit, cup joints, 
corrugated fire pot and dome. 
With reversible flue, heat 
passes around the radiator 
twice, and saves fuel. 


Smith’s Triangular 
Revolving Grates 


have great strength. Each 
bar is looped separately. 
The replacing of any bar is 
an easy matter. 

Always satisfactory. 

Thousands in use. 

There is no furnace that 
will give better satisfaction 
than the “Hero."’ 

Suitable for hard or soft 
coal. 

Write us for descriptive 
matter. 





MANUFACTURED BY 


Smith Company 


122 Lake Street, CHICACO. 





The Robinson 


Tubular 


Warm Air Furnaces 


give the greatest 
; amount of heat from 
‘the smallest amount 
of fuel. These fur- 
naces contain many 
special features not 
found in other heat- 
ers. These features 
are original with us 
and are fully pro- 
tected by letters pat- 


ent. 


Write for catalogue. 


Robinson Tubular Furnace for Hard Coal. 


are constructed to 





Double Doors on Robinson Tubu- 
lar Furnace. 


Chicago, 


Robinson Furnace Co. iit 
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Gilt Edg 
Furnace 


Low Down Radiator Pattern. 

Without or with Air Blast At- 
tachments. 

Vesigned for the purpose of 
burning hard or soft coal or 
block wood. 

Unquestionably the best Soft 
Coal Furnace made. 

It has made an enviable record 
with this fuel. 

It will pay dealers to push its 
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Patented. The Key- 


stone Joint used on Gilt 
Edge Furnaces is the 
only permanent gas 
tight steel and cast iron 
joint on the market. 





sale. 


R. J. Schwab 


& Sons Co., 


MILWAUKEE, WIS. 
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Lennox Manufacturing Company, 


Cor. oth Ave. & Frederick St., MARSHALLTOWN, IOWA. 


™ Torrid Zone Furnace 


will make you more money than many | 
others. 
First, because it gives your customer | 
satisfaction. | 
Second, it is easily set up and cased. 
Third, it has points of merit that others | 
do not have to point out to the customer. 
Fourth, the price is right. We give you 
your choice between a castiron and brick 
lining at the same price. 
Write for catalogue and prices on Hot 
Air Furnaces and Combination Heaters. 





FOR THE 
STREET 


What “M. & M.” 


Lamps Do 


Established 1874. 
The largest and most 
reliable Foundry 
Supply House in the 
world. 

THE 


S. Obermayer Co., 


CINCINNATI, OHIO. 
CHICAGO, ILL. 
manufacturers 

“Everything You Need 
in Your Foundry.” 
Importers and refiners 
PLUMBAGO GRAPHITE, 
Catalog Sent on Application. 





can FOR THE 


MARK 


THE M&M Licht | 4) STORE 





What “M. & M.” 
Lamps Save 


They give a whiter, stronger, 
steadier light than the electric 
arc. Operate easily, safely, satis- 
factorily. Save money—actual 600 
Candle Power at a cost of one-half 
cent am hour. Think of it! . 

The money they save adds to 
your profits. Everybody likes 
them but the gas and electric light 
companies. Write for circulars. 
GOOD AGENTS will find this a 
splendid proposition. They sell 
fast on pure merit. 


Acorn Brass Works, 


Dept. 4, CHICAGO, ILL. 


The Barrett Hardware Co., 
Joliet, Ill., write : 

“Gasoline and supplies for six 
‘“‘M. & M.”’ Lamps cost us $45.4 
last year, an average of 60 cents a 
month per lamp. e believe we 
had as good a light as though we 
had six electric arclamps at a cost 
of $360.” 


No wonder that over 30,000 
““M. & M.”’ Lamps are in daily use 
all over the United States—they 
kill big gas and electric light bills. 
’Twill pay you to investigate. 

Write for circulars to-day. 


Acorn Brass Works, 


Dept. 4, CHICAGO, ILL. 











CALL A SPADE 
a Spade 


And call the House Warming 
Manual the latest and most up- 
to-date heating-book published. 

It contains 7he American Ar- 
tisan $300 Prize Competition 
Essays. 

For sale by all bookseller: 
at $3.50 per copy, or by the 
publisher 


DANIEL STERN 
69 Dearborn St. 





e CHICAGO 


_—,. 














Blalolaly 
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Kruse & Dewenter 


Manufacturers of 


Annealed Steel and Cast Iron Warm Air 


FURNACES 


427-4290 East Washington St., 
INDIANAPOLIS, IND. 


Write us for complete catalogue and prices. 
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REGARDING 


Boomer Steel Ranges. | 


We want to state in 
strongest terms possible 
that if you want the 


Heaviest, 
Most Durable, 
Most Economical 


. of Furnace or Steel 
_— ‘ Range, buy a Boomer. 
Boomer Furnace. 


Neither time nor money is spared té make them 
the Best. Buy Boomers and save your coal © 
aw bills. We invite investigation.> 


THE HESS-SNYDER CO.,- 


lanufacturers, MASSILLON, 0. Boomer Steel Range. 








You Make R. W. Brokopp, 


COLUMBUS, WIS., 
WRITES: 


no mistake when you secure an agency for the 
Phoenix furnace. It is simple in construction and 


moderate in price. The fire pot is scientifically . . 

constructed and the grate is Palmer's triangular PM og yp ot re | ee wl 
revolving hollow bar grate. Write us for prices. Wanted, I have accepted a job at 
Monroe, Wis., where I wish you to 
send my paper hereafter. I shall 
never be without The American 


Phoenix Tron Works | § Aris sesia! Wishing you further 


success, I remain.” 
UTICA, N. Y. 





They will interest you. 
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In the expansion of business now bringing profit toso many manufacturers, 


- 2 . se f : : 
Persistence in Advertising sr mse Sines seh pone a epee 

















Every stove dealer has a large 
and important asset in the cus= 
tomer who comes back satisfied 





Some of those customers 
buy ranges. 

You can always be sure 
that they have bought 
the best and most 
satisfactory range if you 
have sold them a 


Round Oak. 
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You depend upon them 

for other trade. 

The range you sell 

them should be a 

good advertisement. 

If it is not you shut 

yourself out from 

business that ought 

to be yours. 

You cannot talk the 

advantages of the 

Round Oak ranges until 

you are thoroughly familiar with them. It is our business 
and our pleasure to make you familiar. Write us. 


Estate of P. D. BECKWITH 
Dowagiac, Michigan 
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MAKERS OF GOOD GOODS ONLY 


























ESTABLISHED 1880. 


Representative ofthe Store, Gin, P\ardware, B\cat- 
ing-and Bentilating |nterests. 


PUBLISHED EVERY SATURDAY. 


Terms of Subscri nm in the United States, their Possessions, and Canada, 


(inva in advance): One Year, Postage Paid, $2.00. 
in Foreign Count » Except Canada, One Year, Postage Paid, $4.00. 


Address all Letters, communications and remittances to 


DANIEL STERN, Publisher and Proprietor, 


69 DEARBURN STREET, CHICAGO, ILL. 


Entered at the Chicago Post Office as Second Class Matter. 


This Paper is a Member of the Chicago Trade Press 
Association. 


CHICAGO, FEB. 22, 1902. 














ArcHEer Brown, of Rogers, Brown & Co., has 
estimated that between 65 and 70 per cent of the pos- 
sible pig iron production of the United States during 
the present year has been sold. 


THE total German wheat crop of 1901 was 1,342,- 
314 tons, or 35 per cent below that of the previous 
year. The crop of oats was an average one, the total 
yield being 7,053,153 tons, against 7,091,930 tons in 





Tue Chicago Record-Herald has interviewed « 
number of Chicago real estate owners and manufac- 
turers and has found that a large percentage of them 
have been able to abate the smoke nuisance. 








Tne Czar has authorized the city of St. Petersburg 
to issue $15,000,000 in bonds for municipal improve- 
ments, including the extension of the telephone system, 
the building of a dam near the Troizki bridge, and two 
new bridges over the Neva. 





One cent postage has long been before the people 
as a proposition, but it has never seemed to attract so 
much attention before as it does at present. It is re- 
ported in press dispatches that Representative Smith, 
of Illinois, will present, in support of his bill to es- 
tablish one cent postage, a petition signed by more than 
300,000 bankers and business men, representing 20 
states, and that there will be also available personal let- 
ters from 500,000 people asking for the. adoption of 
his proposition. 








Ir appears that the plan of the French government, 
outlined some time ago, to establish schools for the 
education of French students in the United States has 
been further developed by the French representatives 
in the course of their visit to the United States. They 
have decided to recommend to the French government 
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the establishment of two schools, one for educating 
French engineers, to be located at Pittsburg, and an- 
other for the training of French students in political 
science, to be located in New York. 








THE large number and destructiveness of the con- 
flagrations occurring since the first of the year, those 
at Waterbury and Paterson holding first rank because 
of the virtual wiping out of the business centers of 
those cities, have naturally freshened interest in the 
subject of fire insurance in general, in the building of 
fire-proof or, rather, of slow-burning constructions, and 
in possible additional aids to the controlling and mas- 
tering of future conflagrations when they occur. 








“A PICTURE on every page” is the term by which 
an enthusiastic student of statistics describes the “Sta- 
tistical Abstract of the United States,” just issued by 
the Treasury Bureau of Statistics. While solid columns 
of figures are not perhaps looked upon by the average 
citizen as especially picturesque, an examination of the 
pages of the publication above mentioned, the Statis- 
tical Abstract, presents some interesting, if not abso- 
lutely picturesque, facts. It is interesting, for instance, 
to observe by one of its earliest pages that the gross 
area of the United States, exclusive of Alaska and 
Hawaii, has grown from 827,844 square miles in 1800 
to 3,025,600 in 1900; and the population meantime 
from 5,308,483 in 1800 to 75,693,724 in 1900. 








“COMMERCIAL Japan in 1900” is the title of a 
monograph just issued by the Treasury Bureau of Sta- 
tistics. It is based upon the latest commercial report 
of the Japanese government, just received by the Treas- 
ury Bureau of Statistics, and shows the commerce of 
Japan with the world and especially with the United 
States, and the commerce of the United States with 
Japan and its remarkable growth. It shows that the 
foreign commerce of Japan, which in 1878 amounted 
to less than 60,000,000 yen, was in 1890 about 500,- 
000,000 yen. The progressive spirit of the Japanese is 
also shown by the fact that her own people are rapidly 
incresing their proportion in the trade of Japan with 
foreign countries. In 1890, only about 12 per cent of 
the foreign trade of Japan was conducted by Japanese; 
in 1900, 37 per cent of the foreign commerce of Japan 
was conducted by her own citizens. 








Senator Hanna has this to say concerning the 
meeting of the executive committee of the National 
Civic Federation in New York, Feb. 19: “As to the 
results of the meeting I am highly gratified. It shows 
an increasing interest in our work. The fact that thirty 
out of thirty-six members were present, many coming 
from a great distance, shows but one thing, and that 
is that labor and capital are closer to an understanding. 
Among those present the greatest enthusiasm prevailed, 
and all seemed imbued with the same purpose. 

“As to permanent results? Well, I am not able 
to say anything as to that. All I can do is to hope. 


The repeatedly futile efforts to bring labor and capital 
to an understanding make one doubt any new plan. In- 
dividually, however, I have every confidence in the ef- 
forts of the National Civic Federation, and as yet I 
see nothing that should discourage us.” 
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RANDOI1 SKETCHES. 





BY SIDNEY ARNOLD. 





It is by the persistent efforts of the various Retail 
Hardware Associations that the various hardware manu- 
facturers and jobbers of the country have been forced 
to declare themselves with considerable distinctness on 
the subject of trade protection, and many of them, real- 
izing the futility of longer trying to straddle the situa- 
tion, have either declared themselves as willing to fully 
protect the retail trade or else have boldly intimated 
that retail hardware dealers as a class could go to blazes. 

The word protection is a very broad one, and while 
there are a number of manufacturers and jobbers whose 
intentions in this regard are most excellent, and whose 
friendship for the retailers is sincere and steadfast, yet 
through the looseness of their business method they 
often do an unintentional injury to some of their cus- 
tomers owing to the inaccuracy of the trade lists they 
employ. 

S. Y. Buckman, who is an old time metal man, and 
who is in charge of the St. Louis office of the Berger 
Mfg. Co., with headquarters at 19-21 South Main street, 
that city, has devised a card index system which gives 
his customers the amplest protection, and he was good 
enough to explain the workings of this system to me the 
other day while I was visiting his office. Something 
over a year ago, Mr. Buckman sent out a postal card in 
which the following questions were asked of all dealers 
in the southwestern territory: 

1—Do you handle any of our goods? 

2—Shall we place your name on our mailing list? 

3—Do you handle metal ceilings? 

4—Do you handle tin plates and metals? 

5—Do you handle tin plate and galvanized sheets ? 

6—Do you handle roofing, siding, etc. ? 

%?—Do you handle lanterns? 

As Mr. Buckman received replies to these postals, 
he carefully classified them so that a dealer who handled 
lanterns, but did not handle metal ceilings, would be 
placed under a certain special list,so that while he would 
receive the latest lantern quotations, he would never re- 
ceive any quotations on metal ceilings, and vice versa, 
the dealer who handled tin plates but did not handle 
lanterns would receive all sheets sent out by this house 
giving tin plate discounts, but would not get any of 
their lantern literature. Mr. Buckman has been greatly 
pleased with the working of this system, as it has saved 
him the trouble of answering a great many kicks from 
his customers. 

Where firms are careless about sending out quota- 
tions, and where their mailing list is a sort of omniwm 
gatherum of hardware, iron and metal men, it fre- 
quently happens that a dealer who handles hardware 
exclusively secures quotations on metal ceilings, and if 
he desires a ceiling for his own house and goes to his 
brother metal man, in the same town, who has an ex- 
clusive agency for ceilings, he is able to call the turn 
on the latter to his discomfiture on account of his fa- 
miliarity with quotations which he has no business to 
know. 

Mr. Buckman in further elucidating the works of 
his scheme of trade protection that he has devised for 
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the benefit of his customers stated that when a hardware 
dealer who handled lanterns, a lawyer, doctor, butcher 
or any one else not a regular dealer in metal ceilings 
wrote to their firm for quotations, he always made these 
outside dealers a quotation out of courtesy, and at the 
same time he sent the legitimate dealer in metal ceil- 
ings in the town from which the query came a copy of 
the letter he had received asking for quotations, and the 
price made to the outsider. This price he always placed 
high enough, so that the local dealer could get the 
business. In cases where in spite of this preliminary 
protection the order for goods was sent by the consumer 
directly to his house, and filled there, the legitimate 
dealer in the town would be accorded the profit made 


on this sale. 
Bd +” ~~ 


Some inventive farmer in Palouse county, Wash- 
ington, has discovered that barb wire, even without 
insulation, makes a good conductor for electricity. Ac- 
cordingly telephones are being purchased in great num- 
bers by farmers in that locality, who connect their 
homes with those neighbors and with stores in nearby 
villages. When there is a break, caused by a road, the 
farmer merely passes a stretch of barbed wire over the 
highway by means of poles, and connects with the fence 
on the other side. As many as a dozen farmers some- 
times use the same wire. As there is nq hello girl in 
the system they have a varying number of rings to sum- 
mon each other. One of the longest stretches is just 
across the line in Idaho, in Palouse county. The line 
there is 20 miles long, and works capitally in dry weath- 
er. Wet weather or snow interferes somewhat with the 
line. Ordinary batteries are used. 

 . 


I was interested in a recent article in a New York 
paper on the extent of life insurance gambling in Great 
Britain. The threatened epidemic of smallpox is one 
of the favorite risks upon which bets are freely made 
and, should it come, the insurance people will be heavy 
losers. Every company, so far as has been learned, 
is ready and anxious to accept premiums on policies 
based on the uncertain appearance of such an epidemic, 
and thousands upon thousands of pounds sterling have 
already been wagered on the event. 

But it is with the coronation itself that the most 
extensive insurance gambling is being done. The Lon- 
don shopkeepers are laying in immense stocks of goods, 
from which they expect to realize heavily during the 
coronation epoch; and, if King Edward should die or 
any other untoward event should postpone the cere- 
mony, they would suffer very extensive losses. So they 
are insuring the King’s life until the coronation is over. 

Even the government budget has been brought into 
service by the gamblers as an insurance risk. Protec- 
tion is assured them against an increase in the income 
tax that is threatened by the expenses of the Boer war, 
at a premium of 55 per cent; against a further import 
duty on sugar, at 70 guineas; against a duty on tea, 
at 50 guineas; and against the possibility of a duty on 
grain at 20 guineas; and on petroleum at 8 guineas. 
The whole insurance service is thus honeycombed with 
the gambling element, which is surely not a creditable 
state of affairs in staid, old, moral England. 
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Indiana Stove Works, Evansville, Ind., have in- 
creased their capital stock from $100,000 to $150,000. 


The Kirk-Latty Mfg. Co., Cleveland, Ohio, have 
increased their capital stock from $75,000 to $150,000. 


The Board of Classification of the United States 
General Appraisers rendered a decision Feb. 13 to the 
effect that furnace sand was entitled to free entry. 


The Reading Stove Works, Reading, Pa., and 153- 
159 South Jefferson street, Chicago, are sending their 
friends in the trade a check protector which guards 
against alterations. 


The American Brass Novelty Co. have decided to 
remain at Grand Haven, Mich., in spite of the fact that 
the city of Holland, Mich., offered them $10,500 to 
remove to that town. 


H. C. Christy has been elected president, Isaac 
Kirk vice president, John C. Shook general manager, 
W. J. Masters secretary-treasurer and Wm. Wallace, 8. 
B. Craig and H. C. Chrstie executive committee of the 
Warren Hardware Co., Warren, O. 


The Parrot Stove Co., Carthage, Mo., manufac- 
turers of the Parrot stove, will start their foundry at 
once, and run it to its full capacity. They are having 
marked success with their stove, which is made on the 
direct over and under draft principle. 


The Damascus steel story which at intervals has 
bobbed up in central Iowa has come to light again, it 
being reported that S. R. Dawson of Des Moines, Iowa, 
has arranged for the manufacture of Damascus steel at 
that point on an extensive scale. 


The trade will learn with regret of the recent death 
of Valentine Clad of the firm of V. Clad & Sons, 
Inc., at Philadelphia, from fatty degeneration of 
the heart. Mr. Clad was in his 75th year ‘and had 
built up a large business in the manufacture of French 
ranges and other cooking utensils. 


R. H. Suettinger, Two Rivers, Wis., sends a copy 
of one of the handsome calendars he is distributing to 
his customers. This shows a pleasing contrast, as the 
border is composed of roses, violets and other flowers, 
suggestive of the joyous days in June, while the center 
picture shows a picturesque farm house surrounded by 
heavy banks of snow. 


The Ringen Stove Co., St. Louis, Mo., are manu- 
facturers of the popular Quick Meal evaporating stoves, 
which are equipped with German silver valve points, 
and indestructible burner drums. The Quick Meal 
evaporator burners with their sub-flames have proved 
very successful. Quick Meal Giant burner stoves are 
easy to regulate, and easy to repair, as they have the 
well known Quick Meal lever valves. These valves are 
also used on the Quick Meal Junior stoves. 


The M & D Range Co., 96-98-100 Lake street, Chi- 
cago, claim to build the largest line of steel ranges in 
the world. Their line leads in weight, strength, finish, 
beauty, economy, simplicity, water heating and perfect 
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baking. Their line includes hotel ranges, double oven 
ranges, family ranges, combination ranges, high broiler 
gas ranges, low broiler gas ranges, double oven gas 
ranges, gas broilers, charcoal broilers and steel laundry 
stoves. This firm would be pleased to send the trade 
catalogue and prices on application. When writing for 
same, kindly add: “Saw it in THe AMERICAN ART- 
ISAN.” 


The Chicago Stove Works, Blue Island avenue and 
Twenty-second street, Chicago, are manufacturers of a 
very complete line of stoves and ranges. Among the 
popular features of the Grand Gold Coin steel range, 
with six holes, family size, for hard coal, soft coal or 
wood, are the large oval fire box, interchangeable grates, 
high square ovens, large and deep ash pit, large flues, 
broad tops (flush over reservoir), and handsome nickel 
oven door panel, nickel oven door shelf, nickel front 
door panel, nickel steel edge on top plate, nickel band 
on top shelf, nickel ring on hearth, nickel tea pot 
stands, nickel towel rod, knobs, etc. This firm has had 
phenomenal success this year. 


Chas. A. Rusco, manager of the western branch of 
the Abram Cox Stove Co., with offices at 15-19 West 
Lake street, Chicago, sends us a batch of circulars de- 
scribing various of their stoves and ranges; also a num- 
ber of picture cards showing a lady cooking on various 
of the popular cook stoves of this company. The Ma- 
jestic Novelty has a reversible collar so that the smoke 
pipe can be attached to the top or back of the range. 
The top oven plate is thickly coated with insulating 
cement, to insure an evenly heated oven. The ribbed 
covers are made to last. The special duplex grate is a 
wood and coal grate all at the same time. The Splendid 
Novelty steel range has a roomy firepot and a duplex 
grate, which when turned completely over forms an 
admirable wood grate; when the grate is so turned, and 
the rear firebox lining is removed, wood can be easily 
burned. Other features are a large clean-out door, 
quick revolving damper, thick asbestos board securely 
bolted to top oven plate, grate and frame easily removed 
through wood door and heavy durable firebox linings. 
Mr. Rusco would be pleased to send samples of his trade 
literature to dealers on application. When writing for 
same, kindly add: “Saw it in THe AMERICAN AR- 
TISAN.” 


-* 


MEETING UNITED STATES STEEL CORPORA- 
TION STOCKHOLDERS. 








The United States Steel Corporation held its an- 
nual meeting Feb 17th, in the offices of the Hudson 
Trust Co., in Hoboken, N. J. It was attended by about 
170 stockholders out of a total of 42,000. The follow- 
ing directors were elected for two years: 

Francis H. Peabody, Charles Steele, William H. 
Moore, Norman B. Ream, Peter A. Widener, James H. 
Reed, Henry C. Frick and William Edenborn. 

The following directors were elected for three 
years: Marshall Field, Daniel G. Reid, John D. Rock- 
efeller, Jr.; Elfred Clifford, William E. Dodge, Na- 
thaniel Thayer, Abraham S. Hewitt and Clement A. 
Griscom 
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NEW CENTURY KNOCK-DOWN, NESTABLE 
OVEN. 





The A. Geisel Mfg. Co., St. Louis, are placing on 
the market the “New Century” oven, which is made of 
American blue steel, all except the back, which is lined 
with tin plate. It has improved turn key with wood 
handle, heavy wire top handle and deep door. It is 
full-lined, the heat passing up both sides and into the 


cup is so constructed htat the small amount of gasolene 
which it contains burns blue. In half a minute it is 
nearly consumed, then the lighting valve is opened and 
its blue flame serves to heat the generator. No heating 
flame comes in contact with any of the needle points; 
there can be no deposit of carbon. 

The Jewel Smokeless Generator range No. 70 has 
Jewel smokeless generator and burner caps 334 inches 
in diameter. One set of burners in the oven supplies 





New Century Kuock-pvown, Nestable Oven. 


inside of the oven through the top of the lining and out 
through the ventilated door. The heat deflecting plate 
is double and lined with mineral wool, and a band of 
several inches of asbestos on each side of the oven 
ensures an even distribution of the heat. It requires a 
minimum amount of heat, bakes more quickly and as 
evenly as the larger size ovens, it is claimed. It will 
take a pan measuring 9x12 inches. 

This firm pack three “New Century” ovens in a 
tight wooden box, the parts nesting so nicely that they 
make a package but slightly larger than a single oven by 
itself. 


oo 


JEWEL GASOLENE STOVES. 








George M. Clark & Co., 74-76 Lake street, Chicago, 
send us a handsome catalogue describing the Jewel gaso- 
lene stoves. The cover is made in a pretty imitation 
of an oaken door, which is unlocked by the “key to 
comfort.” 

The firm offer two new steel ranges with and with- 
out high shelves which are modeled after the Jewel 
pressed steel never-break gas ranges which had a 
phenomenal sale as soon as brought out by them last 
year. They apply to these the old and tried Jewel 
Smokeless Generator and similar burners to those used 
on their No. 85 range. They have two burners on the 
step so that a wash boiler can be heated rapidly. The 
spring-balanced drop doors are strong and stable. 

Their well-assorted line of seven smokeless Gen- 
erator stoves, five Generator stoves, seven Acme stoves 
and three Evaporator stoves meets every reasonable 
demand. 

After the burner is once lighted, the “cut-off” can 
be moved to one side, switching the flame beneath the 
burner plate, where it can be turned low, and consumes 
only one cent’s worth of gasolene per day, the sub-flame 
being sufficient for slow boiling or baking, and also to 
keep the Generator making a gas supply for the oven 
or top burners. It can be instantly thrown over to a 
full flame. By using an additional ell, covered by a 
shield, a blue flame is secured for lighting. The drip 





heat for baking in the upper oven and for broiling or 
roasting in the lower oven at the same time—a feature 
of great economy—and yet there is no waste heat if 
either is used alone. It has absestos-lined ovens, gal- 
vanized steel top of body and galvanized steel tray 
under top burners; two burners on top, two on the step; 
raised grates ; step at convenient height for wash boiler ; 
spring-balanced oven drop doors, with hardwood han- 
dles ; flue connection at the rear, ebony finish and nickel 
plated door plates, door handle-plates and hinges. 

One of these catalogues will be forwarded the trade 
on application. When writing for same kindly add: 
“Saw it in THE AMERICAN ARTISAN.” 


ALUMININE STOVE POLISH. 





The accompanying illustration shows the new pack- 
age of aluminine offered by the Aluminine Paint & 
Polish Co., 701 West Lake street, Chicago. It is a 
6 ounce friction top can, packed one dozen in neat paste- 
board carton, which enables the merchant to display 
it to good advantage on his counter or show case. 




















Aluminine Stove Polish. 


Aluminine gives the stove a bright, silvery finish, and 
it is claimed to be fire-proof. 

The stove manufacturers use this article extensive- 
ly for finishing ranges, gas stoves, ovens and oven doors. 
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The Hardware Record. 





American Hardware Sane 
ation. 

Pres., nie R. Plumb, Phila- 
delphia. 

V.-Presidents, Samuel Nicholson, 
Providence; C. S. Van Wagoner, 
Cleveland. F. S. Kretsinger, Fort 
Madison, Ia. 

Secy-Treas., F. D. Mitchell, Pitts- 
burg. 

Ex. Com., Robert Garland, Chair- 
man, Pittsburg; Henry B. Lupton, 
Pittsburg; N. Gladding, Indiana- 
olis; W. S. McKinney. Dikcohene. 

a.; Samuel Disston, Philadelphia; 
C. E. Adams, Cleveland; ?._— 7. 
Kelly, Alexandria, Ind.; J. C. Birge, 
St. Louis. 


Arkansas Retail Hardware Dealers’ 
Association. 

Pres., John M. Pitman, Prescott. 

Ist V.-P., J. F. Maxey, Ozark. 

2d V.-P.. T. B. Stewart, Newport. 

Secy-Treas., J. A. Plummer, Mari- 
anna. 

Ex. Com., H. Williams, Hot 
Springs; J. H. Boicourt, Little Rock; 
J. W. Lee, Fordyce. 

Chicago Retail Hardware Dealers’ 
Association. 


Pres., D. McLaughlin. 
V.-P., H. E. Gnadt. 
Sec., 'G. R. Lott. 
Collector, ohn Hora. 
Treas., J. L. Smith. 

Hardware Merchants’ and Manu- 
facturers’ Association of Phila- 
deiphia. 

Pres., William C. Peters. 

V.-P., Thomas Devlin. 
Sec.-Treas., T. pages weraley. 
Directors, ‘5 upplee, H 

Caffrey, E.S a W. Cc. on 

S. Disston, E. Fisher, J. H. Ritter, 

T. Devlin, T. J. Fernley. 


Illinois Retail Hardware Dealers’ 
Association. 


erg H. G. Cormick, Centralia. 
-P., D. Holder, Bloomington. 

} Cd H. Clark, Rockford, 

Treas., F. F. Porter, Chicago. 

Ex. om, H. Cormick, Cen- 
tralia; tiokdere Bloomington; Be 
H. Clark: Rockford; Porter, 
Chicago; 'Z. T. Miller, Biooiin ton; 
W.T.Gormley, anaes SS ; ur- 
phy, Galesburg; C auer, Bast St. 
Louis; R. G. Scheurer, Vandalia; 
F. W. Siecke, Freeport. 

Indiana Retail Hardware Dealers’ 
Association. 

eee W. F. Lewis, New Albany. 

V.-P., Jas. L. Hutton, Portland. 

pg and Treas.,M.L. Corey, Argos. 

Members Ex. Com., I. A. Sib ey, 
South Bend; E. M. Bush, Evansville: 
W, H. Weed, Vincennes. 


Indian Territory Retail Hard- 


ware Association. 
Peet, So. W. Mowbray, Tulsa. 
[st , J. G. Smith, Canadian. 


aaV. P. Fred Parkinson. Wagoner. 
Treas., Sam R. Frazee, Vinita. 


lowa Retail Hardware Dealers’ 
Association. 

Pres., W. A. McIntire, Ottumwa. 

V.- P.. E. G. Penrose, Tama. 

Sec., W. H. Keating. Ottumwa. 

Treas., Geo. Lister, Manchester. 

Ex. Com., A. C. Heyman, Miles; L. 
Lindenberg, Dubuque; F. S. Narum. 
Waukon; E. G. Penrose, Tama; W. 
A. McIntire, Ottumwa; L. H. Kurtz. 
Des Moines; H. A. Cole, Council 
Bluffs; Harry Vincent, Ft. Dodge; 
W. H. Miller, Cherokee; M. W. Kea- 
ting, Afton; Jacob Seither, Keokuk. 


Kansas Hardware Dealers’ Ass’n. 


Pres., Oscar Roehr, Topeka. 

V.-Pres., E. J. King, Logan. 

Sec’ y- Treas.. J. A. Cole, Topeka. 

Ex. Com,, F. W. Bartlett, Kansas 
City; T. H. Kiniry, Beloit; J. M. Wal- 
ters, Robinson; } H. Hamilton, Ar- 
kansas City; T. J. O’ Neil, Osage City. 


Kentucky Retail Hardware and 
Stove Dealers’ Association. 

Pres., Geo. Dehler, Louisville 
[st V.-P., J. S. Ogden, Ashland. 
2nd V.-P.,Chas. D. Winn, Paris. 
Sec., Pau] Wagner, Louisville. 
Asst. Sec.,Wm. Dehler, Louisville. 
Treas., Henry Heick, Louisville. 


Michigan Hardware Association. 
Pres., H.C. Minnie, Eaton Rapids. 
V.-P., Geo. W. Bruske, Saginaw. 
Sec’ y- -Treas., H.C. Weber, Detroit. 
Assistant Sec.. C. A. Day, Vetroit. 
Ex. Com., Samuel Winchester, 
Jackson; Fred S. Cook, Fowlerville; 
E. Pipp. Otsego: A. a: 
Delray; A. J. Scott, Marion Cit 
= . Potter, Alpena; Jno. W 
ochin shpeming: Robt.G. Chandler. 
Coldwater: John Popp, Saginaw, F. 
Carlton, Calumet. 








Minnesota Retail Hardware Ass'n. 


tp .. W. H. Tomlinson, LeSueur. 
, H.S. Cleveland, Minneapolis. 

Sec . 2 McCracken, sampenpens. 

Treas., G. Evanson, St. Peter. 

Ex. Com., H. Hunt, Red Lake 
Falls; B. J. 4 St. Paul; 
Julius Schmidt, Wabasha; W. H. 
Tomlinson, Lesueur; A. C. Hatch, 
Battle Lake; $ am Mason, St. Peter; 
Chas. F. Ladner, St. Cloud; S. R. 
Nelson, Owatonna; E. H. Loyhed, 
Faribault. 

Missouri Retail Stove and Hard- 
ware Dealers’ Association. 

Pres., Tayler Fuer, Louisiana. 

V.-P., Ed L. Wachter, St. Louis 

Sec.- Treas., F. N. Neudorff, St. 
Joseph. 

Ex. Com., J. W. Poland, Carrol- 
ton; F. A. Kannsteiner, St. Louis; 
Frank Mayer, Macon. 

National Hardware Association. 

Pres., R. A. Kirk, St. Paul. 

se Fee er eemaes. 


2nd V + Brace Hayden, San 
Pipaciogs. 

Sec.- Treas., T. James Fernley 
Philadelphia. 


Ex.Com., W. K. Belknap, Louis- 
ville: Samuel A. Bigelow, Boston; P. 
E. Strauss, Boston; J. D. Moore, 
Birmingham; R. M. Dudley, Nash 
ville; W.S. Wright, Omaha 

Advisory Board, W. W. Supplee, 
Philadelphia; H. H. Bishop, Cleve- 
land John Bindley, Pittsburg; R 
W. Shapleigh, St. Louis. 


National Retail Hardware 
Dealers’ Association. 
Pres.,W P.Lewis, NewAlbany, Ind. 
V.-P., Geo. Hubbard, Flint, Mich 

Sec., M. L L. Corey, Argos, Ind. 
Treas., H. T. Helgeson, Milton, 


Ex. Com. Z. T. Miller, Blooming- 
ton, Ill.; Fred Neudorff, St. Joseph, 
Mo; 1. A. Sibley, South Bend, Ind.; 
H. A. Cole, Council Blufts, la.; H. 
G. Cormick, Centralia, Ill. 


North Dakota Retail Hardware 
ers’ Association. 
Pres., H. N. Joy, Hamilton. 
V.-P.. H. F. Emery, Fargo. 
Sec., C. N. Barnes, Grand Forks. 
Treas., W. H. Pinkerton, Lakota. 
Ex. Com., H. Harrington, Fargo; 
Ww. W. Jamieson, Wahpeton; Anton 
Enger Cooperstown; rank Lish, 
Dickinson; H. F. Strehlow, Cassel- 
ton; I. L. Newgard, Grafton. 


Ohio Hardware Association. 
Pres., O. M. Scott, Marysville. 
V-P., W.P. Bogardus, Mt. Vernon. 
Cor. Sec., Geo. Gray, Coshocton. 
Fin. Sec.,WillC. Jones, Columbus. 
Treas., H. G. Woodward, Sidney. 
Ex. Com., Geo. B. Meyer, Cac 

nati; Geo. V. Guyton, Ada; F. 
Rahe, Cleveland; | 8 AB 
Akron; A. H. Strome, Warsaw; 
Frank Winters, Lancaster; James B. 
Carson, Hamilton; J. W. Brown, 
Washington Court House. 


Pygnagtventa Retail Hdw.Ass’n. 


Pres., + sad . Moore, Brownsville 
V.-P., Fer J ‘Rudolph, Pittsburg. 
Sec’ y, i , Charleroi 

Toe, aggine Braddock. 


Ex. oe 5 L. Casselbury, Pitts- 
burg; E. E. Lyon, Greensburg; C. N. 
Savage, California; B. A. Maggine, 
Braddock; C. O. Shroyer, Dawson. 


Philadelphia Hardware Ass'n. 
Pres., Julius ff. 
gl F. Geissler. 
Sec., T. B. Hendricksen. 
Treas. , Edward H. Shannon. 
Trustees, Frank Schmidt, Aaron 
. Sanson, Jr., Lewis C. Glading. 


St. Louis Stove Dealers’ Ass'n. 
Pres., F. A. Kansteiner. 

Ist V.-P., Aug, Steinmeyer. 

2d V.-P., Aug. Gruendler. 

Sec., A. F. Geschwindner. 
Treas., L. J. Boehi. 

Southern Hardware Jobbers’ Ass'n. 
Pres., J. D. Moore, Birmingham, 
ist V-P., F. A. Heitman, Houston, 
2d V.-P., Bruce Keener, Knoxville, 
Sec., C. B. Carter, Knoxville, Tenn. 
Ex. Com., W. M. Crumiey, At- 

lanta, Ga.; O. B. Barker, Lynchburg, 

’a.; Chas. H. Irelaud, Greensboro, 

N. C.; B. F. Eshleman, New Orleans. 
Texas Hardware Jobbers’ Ass'n. 
Pres., F, A. Heitman, Houston. 
Ist V.-P., J. C. Bering, Houston. 
2d V.-P., Ed. Strauss, Waco 
Sec.-Treas.,Kobert Eikel, Houston 
Ex.Com., Jas. Moroney, Dallas; R. 

F. Bell, Weatherford; W. L. Sanford, 

Sherman; A. E. Goeth, Austin. 
Wisconsin Hdw Dealers’ Ass’n. 
Pres., O. Schlafer, Appleton. 
V.-Pres., L. Findiesen, Green Bay. 
Sec’y-Treas , C. A. Peck, Berlin. 
Ex. Com., J. Kornelly, Milwaukee; 

E. H.Ramm, New London; A. Noll, 

Chilton; H.L.McNamara, Janesville. 


— 


The Kaufman Shovel Co. are a new Summitville, 

Ind., concern. 
J. Burke has bought a hardware business at 

Sterling, Neb. 

W. C. Beers has just embarked in the hardware 
business at Alexandria, Neb. 

W. S. Young has purchased the hardware stock of 
2. MeMillen & Co., Sac City, Iowa. 


_ 
i. 


W. R. McMurray has succeeded the hardware firm 
of McMurray & McKay, Ada, Mich. 


M. Hirsch & Co., Naponee, Neb., have their new 
hardware store nearly ready for business. 


The nickel plating plant of the Stover Mfg. Co., 
Freeport, Ill., was visited by fire recently. 

Fred J. Hays has sold his hardware stock at Kala- 
mazoo, Mich., to Mrs. Elizabeth Waterman. 


Raymond & Son have sold out their hardware store 
at Port Sanilac, Mich., to Frank Carter. 

W. H. Herman has sold his hardware business at 
Carkson, Neb., to Frank Krahulik of Beemer. 

J. C, Plane, of Independence, Iowa, was in Chicago 
last week looking up joblots in hardware and sundries. 


A. O. Officer, of Sparta, Tenn., will in a few days 
open up a full line of hardware in his own building. 

Mr. Fench, Alma, Neb., will move to Trenton, 
Neb., and engage in the hardware business with a son. 


The firm of Matlock & Hopkins has been dissolved, 
at Sparta, Tenn. Mr. Matlock will continue the busi- 
ness. 

Abram Wing, Hillman, Mich., grocer, has discon- 
tinued that line of business, and will put in a stock of 
hardware. 

It is said that the Sloss-Sheffield Steel & Iron Co., 
Birmingham, Ala., shipped 47,500 tons of iron in Jan- 
uary last. 

It is said that the Champion Rivet Co., of Cleve- 
land, Ohio, will erect a $200,000 rivet plant at Par- 
nassus, Pa. 

The Crawfordsville Wire & Nail Co., Crawfords- 
ville, Ind., have increased their capital stock from $50,- 
000 to $100,000. 

Moore & Ellis, Beaver City, Neb., have disposed 
of the remnant of their grocery and hardware stock to 
A. E. McDermott. 

Modern Iron Works, Quincy, Ill., have been in- 
corporated with a capital of $50,000 to manufacture 
plumbers’ supplies. 

G. L. Johnson and J. L. Taylor are among the in- 
corporators of the Johnson Hardware Co., Newman, 
Ga., capitalized at $14,000. 

R. P. Biles & Smith are opening up a large stock 
of general hardware, seeds, farming implements, ma- 
chinery, ete., at Sparta, Tenn. 

Wm. S8. Longwill, Marquette, Neb., will take pos- 
session of the hardware store the first of the month. O. 
T. Gyeer will remain with him. 
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J. B. Ring, of J. B. Ring & Sons, Lincoln, Neb., 
has sold his interest to N. J. Westcott, who, with C. 
A. Ring, will continue the business. 

J. B. Fettus, of Oelwein, lowa, has admitted J. H. 
Campbell as a partner. The firm hereafter will be 
Feltus & Campbell, hardware, stoves, etc. 

The hardware store of Geo. Coate, Hills City, 8S. D., 
was destroyed by fire recently. The loss is $10,000, 
and the insurance is reported as $2,500. 


A change will be made this week in the hardware 
firm of Danford & Mills, Blockton, Iowa, Mr. Mills 
having sold his interests to Asa Terrill. 


W. W. Hull, manufacturer and dealer in stoves, tin- 
ware and housefurnishing goods, at Sparta, Tenn., has 
recently moved into his new brick store. 

J. R. Downing, the hardware merchant of Westgale, 
Iowa, is now fully settled in his new brick building, 
one of the neatest in the state for a small town. 


James A. Cunningham, A. H. Trego and Wm. 
Moore are the incorporators of the Hoopeston Horse 
Nail Co., Hoopeston, IIl., capitalized at $2,500. 


The Beech Novelty Co., Mansfield, O., manufac- 
turers of mop wringers and pails, have increased their 
facilities so that they are now prepared to fill all orders 


Sarah H. Humphrey, Julia H. Herrick and Cora 
H. Wheeler are the incorporators of the Humphrey 
Hardware Co., of Lincoln, Neb., capitalized at $30,000. 


C, A. Sykes, Manilla, Iowa, has leased the east half 
of C. C. Gleiser’s double store and will put in a general 
hardware stock with pumps, windmills and plumbing 
supplies. 


W. H. Herman, Howells, Neb., has disposed of 
his hardware and implement business to Frank Krenu- 
lik of Beemer. The business is now in charge of its 
new owner. 


R. A. Brace, D. F. Conable, and J. A. Cross are 
the incorporators of the Fultonville Mfg. Co., Fulton- 
ville, N. Y., capitalized at $7,000, for the manufacture 
of hay carriers. 

Pete Horst, Naper, Neb., has sold his interest in 
the firm of Serr, Horst & Heuff to his partner and is 
going into the hardware and lumber business with his 
brother in Butte, Mont. 


The Peninsular Milled Screw Co. has been in- 
corporated at Detroit, Mich., with a capital stock of 
$34,000 by Heman J. Conn, Wm. E. Currie, Jno. A. 
Mercier, and Wm. A. Caswell. 


The property of the Atlas Tack Corporation was 
sold at auction, at Boston recently, and was bought in 
by the bond holders for $65,000. The original value 
of this property was $500,000. 

The Wilcox Hardware Co. is a new Marion, S. C., 
corporation, capitalized at $10,000. H. M. Wilcox is 
president, E. W. Wilcox is vice president and Arthur R. 
Craig is secretary and treasurer. 

The Omaha Bee of Feb. 10 states that the hardware 
jobbers of Omaha are looking forward to the greatest 


business during the coming season of any since the 
first store was opened on the Missouri river. 

A portion of J. A. Pence’s hardware store at 
Schuyler, Neb., caught on fire from some gasolene that 
ignited from a match one of the employers used to 
ascertain the contents of a jar. No serious damage was 
done. 

I. H. Fox, Z. T. Klinger, W. F. Flickinger, Samuel 
Noa, E. EB. Clark and John O. Wilson are the incorpora- 
tors of the Bradford Gas Engine Co., Camden, N. J., 
capitalized at $50,000, for the manufacture of gas en- 
gines. 

Samuel R. Frazee, Vinita, Ind. Ter., who was 
elected treasurer of the Retail Implement & Vehicle 
Association, of the Indian Territory at the meeting in 
Muskegon April last, has lately been appointed secre- 
tary also, to take the place of Dick Miller of Poteau, 
who has moved out of the territory. 


A leading Eastern hardware firm are advertising 
for sale under the caption Hardware Business, care THE 
AMERICAN ARTISAN, 69 Dearborn street, Chicago, a 
long established hardware business in a city of 50,000 
in central southern New York. They are prepared to 
make advantageous terms with an immediate buyer. 


The M. 8. Benedict Mfg. Co., Syracuse, N. Y., have 
been incorporated to manufacture silver-plated ware 
and metal goods. This firm includes the M. 8S. Bene- 
dict Mfg. Co., Hamilton Mfg. Co., Benedict-Clark 
Silver Co. and Benedict-Dunn Co. With their in- 
creased facilities they will be enabled to manufacture 
on a larger scale than ever before the two well-known 
brands of “Benedict” and “Hamilton” silverware and 
each line will be represented by its own force of sales- 
men. The officers of this company are M. 8. Benedict, 
president; E. H. Banker, first vice president; John D. 
Allan, second vice president; Harry L. Benedict, sec- 
retary and treasurer, and M. 8. Benedict, Harry L. 
Benedict, E. H. Banker, Thomas Dunn and Fred K. 
Stickle as directors. 

FINE KNIFE FREE. 

H. W. Beegle, 69 Dearborn street, Chicago, is hav- 
ing an unusually large trade in the goods made by the 
Rochester Stamping Co. and the Robeson Cutlery Co. 
The Rochester Stamping Co. manufacture large lines of 
triple nickel plated copper ware, rust proof ware, and 
heavy tinware; while the Robeson Cutlery Co. occupy 
four factories for the manufacture of high quality lines 
of pocket knives, razors, shears, scissors, butcher and 
kitchen knives and carvers. 

Mr. Beegle has the utmost confidence in his goods, 
and in order to further introduce them to hardware 
dealers in Chicago, northern Illinois and Indiana who 
do not handle them, he is making a very liberal offer, 
as he will send them a sample pocket knife free and 
will advise them how he can help them to build up a 
large business in cutlery. Besides his up-to-date 
method of pushing cutlery sales, Mr. Beegle has a com- 
plete system of increasing sales of tea kettles, coffee 
and tea pots, ete., which he would be pleased to com- 
municate to the trade on application. When writing 
for same kindly add: “Saw it in THe AMERICAN AR- 
TISAN. 











ce the 


Te at 
e that 
ed to 
e was 


muel 
pora- 
= 
s en- 


was 
hicle 
g in 
cre- 
eau 


> 


sing 
[HE 
, a 
000 
| to 





a Sega 


ABAD Se cco 


Annual Meeting Missouri Retail Hardware 


THE AMERICAN ARTISAN AND HARDWARE RECORD 


Dealers’ Association. 


TUESDAY MORNING SESSION. 

The fourth annual meeting of the Missouri Retail Hard- 
ware Dealers’ Association was held in the Mercantile Club 
rooms at the corner of Seventh and Locust Streets, St 
Louis. 

The meeting was scheduled for ten o’clock, but it was 
10:30 before President B. F. Naylor, of Marshall, called the 
meeting to order. 

An informal roll-call showed these dealers to be present: 

B. F. Naylor, Marshall. 

N. Neudorff, St. Joseph. 





R. H. Meyers, St. Louis. 

F. A. Kansteiner, St. Louis. 

Cunningham & Hamel Mer. Co., De Soto. 
Emil Wachter & Son, St. Louis. 

P. E. Harney (Joplin Hwd. Co.), Joplin. 

J. B. Best, Palmyra. 

A. F. Geschwinder, St. Louis. 

Aug. Steinmeyer, St. Louis. 

O. W. Johnston, Marshall. 

T. L. Watson, Chicago, III. 

J. W. Poland, Carrollton. 

M. C. Post, Brookfield. 

F. H. Mayer, Macon. 

Ben Morris, Memphis. 

C. P. Bodine, Shelbina. 

G. L. Phillips (Bethany Hdw. Co.), Bethany. 
A. D. Stubbs (Bethany Hdw. Co.), Bethany. 
J. E. Hollow, Jr., Cuba. 

J. W. Keyes, Frederickstown. 


Theo. C. Wirtz, St. Louis. 
M. Nauerth, Slater. 

Taylor Frier, Louisiana 
Walter T. Shoop, Richmond 
I. L. Russell, Troy 

Louis Hering, Jr., Blackburn. 
G. A. Pauley, St. Louis 

L. J. Boehl, St. Louis. 

A. H. Grundler, St. Louis 
Yates Bros., Pattonsburg 

T. J. Noone, Kansas City. 

J. F. Bannon, St. Louis 

Ed J. Fox, St. Louis. 

J. A. Bergh, Warrensburg 





President, Taylor Frier, Louisiana. 


F. L. Schaub, St. Louis. 

Ferris & Cauthorn, Mexico. 

J. G. Weber & Son, St. Louis 

C. C. Newman & Co. 

Jenkins & Bro., Slater. 

Webb & Son Hdw. Co., St. Louis. 
H. J. Dickbrader, Washington. 


President B. F. Naylor of Marshall, then read his annual 


report as follows: 


PRESIDENT’S REPORT. 
HERE TO REVIEW AND PLAN 
I esteem it a privilege to address this party of business 
men on this, the fourth anniversary of our organization, You 
are here to review the work of the past and plan for the 
future of this association, which demand of us our very best 
effort, if we are to succeed. Most of you are familiar with 
the object and purpose of our organization, therefore I 
shall not reiterate them here 
ONE OF NATURE'S FIRST LAWS 


Self-preservation is one of the first laws of nature, there- 
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fore we naturally turn to that which offers us help in the 
accomplishment of a given purpose, for protection from dis- 
aster of whatever character; all this and more is contem- 
plated in and through the Missouri Retail Stove and Hard- 
ware Dealers’ Association. This being true, then, she should 
command the very best of our services and energies. We 
have made some progress during the past year, and through 
the untiring energy of our Secretary the work of our Asso- 
ciation is well in hand. As to the best method of enthusing 
the dealers in the State, we leave to your wisdom. 
CO-OPERATIVE INSURANCE. 

Co-operative insurance is in successful operation in some 
of the States with quite a saving to the members; I there- 
fore recommend this feature of insurance to your consider- 
ation, believing it would be a source of strength to us. I 
would further recommend the committee, whose duty it will 
be to look after bills now pending before Congress affecting 
our interests and in conjunction with the National Associa- 
tion, secure their defeat. 

PROGRESS OF NATIONAL ASSOCIATION, 
We note with much satisfaction the progress of our Na- 





Secretary-Treasurer, F. N. Neudorff, St, Joseph. 


tional Association; through her efforts much good is prom- 
ised; with the loyal support of all the State Associations, 
she will be a tower of strength in righting evils now per- 
plexing us 

THANKS FOR TRADE PRESS. 

In conclusion, we wish to express our appreciation of the 
help rendered us by the Trade Press; they have been our 
strong ally in our work 

On motion the address of the President was received 
and filed 

Secretary F. N. Neudorff then read his report, as fol- 
lows: 

SECRETARY’S REPORT. 
EXTENUATING CIRCUMSTANCES. 

Your Secretary frankly confesses that, viewed from the 
standpoint of increased membership, his administration has 
not been what he desired. Numerous as have been the 
causes to make necessary this admission, he feels that person- 
ally he has not done all, nor used every means in his power, 
to achieve the success that would be a source of self-gratifi- 








cation. Especially does he feel this because of his frankness 
in criticizing the former Secretary. There are some extenuat- 
ing circumstances, however, for this state of affairs, which 
it is necessary to mention in explanation of the absence of 
some of the adjuncts of an annual meeting. 

These are: 

CAUSES HAMPERING THE SECRETARY'S WORK. 

Ist. Absence of minutes of previous meeting held in 
Kansas City. These he has never seen and is ignorant of 
their existence. Repeated and continued requests for same 
have always resulted in same barren results. 

2d. No knowledge of the Association’s wishes as con- 
tained in these minutes as a basis of action 

3d. No list of officers or committees, except as found 
in the press and there is doubt as to the completeness of 
that list. 

4th. No copy of Constitution or By-laws, nor knowl- 
edge of its requirements. 

sth. Delay in receiving the few books and papers of 
the Association, until the natural enthusiasm for active work 


had almost been exhausted 





F. A. Kannsteiner, St. Louis, Member Executive 
Committee. 


6th. The incomplete and impractical condition of these 
records leaving him in doubt as to the actual membership, 
and their proper addresses. 

7th. No list of dealers throughout the state. 

8th. Riding the hobby of personal solicitation as the 
only practical means of increasing the membership. 

oth. Insufficient funds and the reluctance caused there- 
by to attempt any large scheme of operation. 

10th. Inability of the National Association to furnish 
him with sufficient bulletins to send to every dealer, and 
especially to every member in the state. 

11th. Disappointment caused by the failure of others 
to carry out arrangements looking to increasing the mem- 
bership. 

WORK OF THE SECRETARY 

If he has overlooked any other divisions of the text 
you will pardon the oversight and apply the remedy. It 
is but just to utter and to claim this fact, that the work of 
the Secretary, while seemingly of no great results, are stil} 


very arduous and laborious. He has answered and written 
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Springfield, Mo. 


some hundreds of letters, sent out fully 1,500 circulars, has 
made a new and complete, as near as possible, list of mem- 
bers of 1901 to date, has a complete list of hardware dealers 
in the state, has given advice regarding insurance and other 
matters, has traveled and given up his time freely to aid 
Association work, has been asked and has tried to answer 
letters upon our birth, growth and present status for which 
he had no items, and if you will bear with him, will in 
detail try to show just what he has done. 
AN ATTEMPT TO SECURE LADY SOLICITORS. 

At some date in February the annual meeting was held 
in Kansas City. The Executive Committee tendered me the 
position of Secretary. I accepted, for two reasons, because, 
first, 1 believed I could be of assistance in building up the 
organization. Second, because former Secretary was, as I 
understood, anxious to be relieved. As Secretary it be- 
came my duty to represent the Association at the meeting 
of the National ‘Association, which was accordingly done, 
and whether I did so worthily I leave to Mr. McCormick, 
who represents that Association here. While in Chicago 





J. W. Poland, Carrollton, Member Fxecutive Committee. 


at the meeting I used every means to ascertain the best 
means of increasing membership, and the general conclu- 
sion was that personal solicitation was the best. I then 
entered into negotiations with Mr. Baldwin, President of 
the Chicago Brush Co., makers of the Palmetto Fibre 
Brushes, who employ lady canvassers or solicitors and 
thoroughly cover every part of the state, visiting each town, 
city and village. I believed that with a good strong letter 
or indorsement from our state office, a lady could not only 
materially increase our membership, but do much better 
work for her employer. Mr. Baldwin agreed with me, but 
when we got ready to act it was too late to utilize his 
help. One of the reasons for this delay was to await advice 
from the Iowa organization, who wished to submit a plan 
lcoking to joint action. Nothing, however, could be done 
in this connection. 
AN ATTENDANT AT GROCERS’ MEETING 

In July the President of our Association and the Secre- 
tary were inviied to attend the annual mecting of the Mis- 
souri Retail Merchants’ and Grocers’ Association held in 
At the convention they wished us to urge 
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that the retail grocers cease selling hardware, about which 
we had received numerous complaints, and to arrange joint 
action in soliciting membership. The President could not 
go and requested my attendance, which I did and was 
pleased to meet Mr. Geschwindner of St. Louis there to 
assist me to represent the retail hardware interests. At 


this convention arrangements were made with the publisher 


of the Chicago Grocer to thoroughly canvass the state for 
both associations jointly. Due, however, to the dilatory 
methods of that association nothing came of that 

WINTER IN KANSAS CITY 

I was again urged by the President of that association 

to meet with their Executive Committee in Kansas City in 
November, and as a result of that meeting the Chicago 
Grocer sent Mr. Elisha Winter of Boston to organize the 
state. However, the President of that association traveled 
with Mr. Winter and no effort was made to do us any 
good, Mr. Winter finally securing permanent employment 
by the retailers of Kansas City to represent and organize 
them. 

A FRIENDLY JOBBING HOUSI 


I joined in hearty accord with their aims and objects 


in both state and local work, but have always contended 





M. A. Wengert, Kansos City, Member Committee on 
Trade Abuses. 


that their association put the cart before the horse and 
that to do effective work each line should be organized 
separately so that individual troubles could be attended to, 
and through and by representatives in a central body, look 
after matters affecting the general interests of all retail 
merchantdom. During the month of June I visited St. 
Louis, and there heard through the local association of 
retail hardware men that the Norvell-Shapleigh Hardware 
Co. has decided to open a retail department. I visited Mr. 
Norvell and acquainted him with the views of the St. Louis 
dealers in opposition to that action. I found them more 
than fair in their treatment of the different aspects of the 
question, and was more than gratified for the sake of our 
St. Louis members to receive word from Mr. Norvell in the 
month of December that his firm had concluded to heed 
the wishes of the St. Louis retail hardware dealers and 
would remain strictly a wholesale concern. Had they not 
acted in this manner the competition between these giant 
concerns of St. Louis would have materially injured the 
retail hardware intcrests throughout the entire territory. In 
this connection I desire to say that overtures were made 


to the officers of our Association to enter a syndicate buy- 


ing concern, but that we felt that the elimination of the 
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hardware jobber was not our aim nor object; that we were 

fighting for the many against the few, and believe this to 

be the highest type of action in promoting universal pros- 

perity. 

NATIONAL HARDWARI ASSOCIATION ENDORSES RETAIL ORGANIZA 
TION WORK. 

The trade papers have been very solicitous of our wel- 
fare and have done all in their power to aid us. Unfor- 
tunately conditions were such that your Secretary could not 
always give them satisfactory information desired. As Mr. 
McCormick, Treasurer of that National Association, will 
be with us and will explain some of the results of the work 
of the National, I will not dwell upon the great results 
accomplished, but will only call attention to the letter and 
resolution passed at the last annual meeting of the National 
Hardware Association where they cordially endorsed our 
work, offered us every influence in their power and for self- 
preservation are assisting us in our battle against the com- 
mon opponent. As to the future efforts to build up the or- 
ganization suggest the following: 





B. F. Naylor, Marshall, Ex-President. 


FAVORS PERSONAL SOLICITATION. 

Personally I have not changed my views in claiming 
that the only real valuable method of securing membership 
is by the means of personal solicitation, which I still believe 
can be satisfactorally arranged—the facts are we can not 
expect Missourians to be loyal in membership or contribu- 
tion if they are not shown some of the results of Asso- 
ciation work. Owing to the poverty of the National Asso- 
ciation, having less than $400 to expend, we could not 
expect them to send the bulletin containing this informa- 
tion to .our membership, nor could we locally aid them 
to any extent because of our weakness in membership, not 
giving us the influence we cught to exert. If these two 
things can be remedied and arranged and a committee on 
trade abuses named who will actively work and send such 
a letter as we used locally in St. Joseph to every merchant 
in the state, I believe self-interest will be awakened and 
our Association grow to be the power it deserves to be. 

A LOCAL ORGANIZATION LETTER. 

This letter adapted to our necessities would read as 
fcllows: 
“Dear Sir: 


The Retail Hardware Association is desirous of doing 








yourself and all its members and the city all the good 
within its power, and as a means to that end numerous 
working committees have accepted the responsibilities to 
practically carry on its work. 

The Committee on ‘Trade Abuses’ are anxiovs and 
e2ger to be of special service to the individual merchant 
and especially ask you to bring to their notice at your earli- 
est opportunity all complaints of the past, present and 
future which have or may trouble you in conducting a 
legitimate business, assuring you that a proper effort will 
be made in ail cases to eliminate and neutralize all such 
bad effects 

In unity there is strength, and we need your assistance 
now so that we will be able, when possible, to aid you. 
Make all your wishes in writing, addressing the same to 
the Secretary of the Association and we assure you prompt 
and careful attention. 

Yours for better Trade Conditions. 
Committee.” 
Permit me in conclusion to thank one and all for good 





P. E. Harney, Joplin, Kx-President. 


will shown me in my shortcomings, and believe me solicitous 
for your future welfare. 

Tayior Frier of Louisiana next read the following 
paper: 


ASSOCIATION LOYALTY. 


FIDELITY THE MOTIVE POWER. 

Having just crossed the threshold of this, the greatest 
century of history, so fraught with its possibilities and 
probable achievements towards which we look so expect- 
antly, and as our minds turn backward and we consider 
the causes which have made possible the great undertakings 
of all ages and in all avenues cf life, which have prepared 
the way for this twentieth century, we are impressed with 
the fact that the motive power of all successful effort in the 
religious, philanthropic, educational or business world is 
fidelity or faithfulness on the part of individuals. Faithful- 
ness is a foundation virtue—it underlies all life and even the 
existence of society. 

In every relation in-life is a trust committed, and loyalty 
to that trust, whether it be a trivial or a greater one, always 
has and always will be absolutely necessary, if the goal of 
satisfactory fruition is reached. 

















. THE LOYAL RANK AND FILE. 

: Great leaders, wise generals and brave captains will 
S always be needed, but all their wise planning and leading 
, and directing would be of no avail were there not the loyal, 
: true, faithful rank and file, on whom they can depend to 
; fulfill their plans and follow their leading. We used to 
i sing in an old song “Surely the Captain may depend on 
7 me.” Dependable people, because of fidelity in service and 
' loyalty in duty—how valuable they are in any of life's 

issues 


IN UNION THERE IS STRENGTH. 
There is an old saying that “In union there is strength,” 
but if this be true, there must be a proportionate degree 
of strength in the unit and no organization can be effective 
or accomplish its aim, that does not possess in its units or 
individuals the quality or characteristic that produces the 
desired effect. 
LOYALTY APPEARS TO BE LACKING IN COMMERCIAL LIFE. 
If there is any one characteristic that we Americans, 
as a nation, take pride in, it is our loyalty—loyalty to 
country, to flag and the principles it stands for, and there is 





R L. Hixson, Hannibal, Ex-Member Executive 
Committee. 


no accusation that so hurts a true man as to be accused 
of disloyalty, or of being false and unfaithful. But is it not 
true that sometimes because of indifference or ignorance 
of existing conditions, or even because of our possible in- 
herent selfishness, we appear to lack in our commercial 
life, that element that is so vitally necessary and that we 
so admire in other avenues of life; namely, loyalty. 

This Association stands for certain principles and we 
retailers, who constitute its membership, can not afford, 
from any cause, to be disloyal or untrue to those principles 





and its interests. 
IT MAY MEAN PERSONAL SACRIFICE. 

Loyalty, like any other commodity, usually costs some- 
thing, and association loyalty may mean personal sacrifice 
of means and ease and time, but are we going to betray the 
trust placed upon us and be found wanting because we are 
afraid of that test of a good soldier, or trade mark of a 
faithful follower, endurance of hardship, or sacrifice? 

MEN NFEDED 

My friends, the business world needs men, and the 

Missouri Retail Stove and Hardware Dealers’ Association 
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its share of them, just as surely and as keenly as does thi 
church or state or school. It needs true men and faithful 
tewards to whom can be committed vital interests and 
principles, without danger of betrayal \re any of you 
buying of a manufacturer or firm who ignores your Asso 
ciation or its principles? If so, would it be too much of a 
test on your loyalty to ask you to buy of those who are in 


hearty sympathy with you, even though you may pay such 


a Gne a little more than you would the former? 
THE PROMISED REWARD OF LOYALTY 

But even though association loyalty may demand sacri 
fice, and does demand hearty co-operation and manly serv 
ice, by upholding the constitution, which declared that “the 
manufacturers and jobbers who sell direct to the customer 
shall not enjoy the patronage of the retailers,” does it not 
also promise abundant reward in the consciousness of duty 
well done; in the satisfaction that comes to every faithful, 
loyal spirit who gives his influence and service for the ad 
vancement and strengthening of any good cause? And 
further than this, while we cannot expect to revolutionize 
business methods in a day, we are certainly, though slowly, 





J. MM. Kenyon, Maitiand, Ex-Member Executive 
Commilttee 


gaining ground and are constantly being benefited through 
association channels, and as we all together stand for right 
and justice and the establishment of a legitimate dealing in 
the distribution of stoves, hardware, etc., we are bound to 
accomplish that which we could never have done individ- 
ually and which will be of great material benefit to each 
dealer; and standing shoulder to shoulder, fighting a com- 
mon enemy, we will unconsciously, but surely, be brought 
closer together and thus becoming more helpful to one an- 
other, we will take our place in the great brotherhood of 
man. And who can measure the power of the retailer thus 
amalgamated for protection and action? 
SUCCESS 

Some one has said “Fidelity is seven-tenths of business 
success.” How we love the word success, and how we 
covet it. Are we willing to pay the price of that real suc 
cess that is the effect or result of fidelity or loyalty to 
righteous principles? If we are, let us get into line, and 
remember that we are living in an age of organization 
But the success of the organization depends on the inter- 


ests and loyalty of the individual member And let us als: 
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remember that this is an age of action, where strenuous 
lives are the rule—whose keynote are vigor, progress and 
active service and whose watchword is “to act that each 
tomorrow find them farther than to-day.” 
EACH INDIVIDUAL MUST BE PERMEATED WITH PRINCIPLES OF 
ASSOCIATION 

And if the Retail Stove and Hardware Association oi 
Missouri is to accomplish its aim in existing and is to 
grow in members, strength and influence, it will be because 
each individual is permeated with the principles enunciated 
by our State and National Association, and is determined 
to share in the useful] activity of the age and do his full 
duty, by rallying in every possible way to the help of the 
Association, by buying his goods from those who are known 
to sell to legitimate dealers only, by attending conventions, 
and thus encouraging our leaders by his presence and influ- 
ence, and in fact playing well his part in this twentieth 
century movement that is slowly but surely working out 
the salvation of the retail hardware business. And then 
having done our best, let us continue to do it and not 
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jobber and retailer are identical, what is to the interest of 
one man is to the interest of all. There is no reason why 
the profession of the retail hardware merchant should not 
occupy a pre-eminent place among merchants. I am here 
to help the Association, and I hope we can further the objects 
of the Association, weed out the obnoxious weeds and culti- 
vate a feeling of common brotherhood.” Mr. Best’s remarks 
were followed by applause. Later Mr. Best took the floor 
and urged the appointment of a committee to revise the 
By-laws. Mr. Best, of Palmyra, Mr. J. W. Poland, of Car- 
rollton, and F. A. Kansteiner, of St. Louis, were appointed 
such a committee. Mr. Poland took the floor and urged 
the importance of every member being on hand at 2 o’clock 
and not being lured away during the sessions of the con- 
vention. The convention adjourned at 11:55 to meet at 
2 p. m. 
TUESDAY AFTERNOON SESSION. 

The Tuesday afternoen session was called to order at 
2:20 p. m. and President E. F. Naylor asked for remarks 
on the good of the order. 

Frank Mayer, Macon, said: “This is my first meeting, 





H. G. Cormict, Treasurer National Retail Hardware 
Dealers’ Association. 


grow weary, even though the conditions we would like to 
see are not in sight. Knowing that every sowing time is 
followed by a reaping, and that in due season we, too, shall 
reap if we faint not, but continue faithfully loyal to the end. 

J. W. Poland of Carrollton called attention to the 
advisability of having a placard appended to the placard 
in the corridors of the Lindell Hotel, giving the location 
of the meeting place of the Association. 

A number of members made remarks concerning the 
advisability of the Association holding banquets in the 
future. 

August Steinmeyer of St. Louis was called on for his 
paper on “Co-Operative Buying,” but he stated that he 
thought it was best to postpone the reading of his paper 
until the convention went into executive session. 

John Best, of Palmyra, gave a short talk to the mem- 
bers, in which he said: ‘We do not wish to antagonize the 
manufacturers and jobber. The retailer, after all, is the 
great factor in the distribution of manufactured goods. This 
is not a one-sided affair as the interests of manufacturer, 


Z. T. Miller, Ex-Presidcut National Retail Hardware 
Dealers’ Association. 


but I feel a deep interest in the success of the Association 
and will do all in my power to help it along.” 

President Naylor next said: ‘We have present an en- 
thusiastic member in O. W. Johnston, of Marshall, who is 
my competitor, and I would be glad to have him say a 
few words.” 

O. W. Johnston of Marshall said: “I am glad to say that 
I am interested in association work. I find that there are 
trusts on almost every article on our shelves. Labor is 
also organized and if we organize we will eventually meet 
with success if we are loyal to each other.” 

F. A. Kansteiner next read the following paper on the 
Evolution of the Hardware business, 1850 to 1902, writ- 
ten by his brother, W. Kansteiner of St. Joseph, Missouri: 


HARDWARE TRADE FIFTY YEARS AGO. 


VAST CHANGES IN FIFTY YEARS. 
Fifty years is quite a space of time, and to review some 
of the events, even mentally, is like rewinding a grand pan- 
orama. The future history will record the vast changes 














that have taken place during the last half century in me- 
chanics, art and science, which are almost incomprehensible. 
We will take St. Louis, for instance; 55 years ago a city of 
about 50,000 inhabitants, without means to light streets, rapid 
transit consisted in three ominbus lines, north, west and 
south, propelled by horse power and not always very reliable. 
No street railway; electric pewer was not even dreamed of; 
no telegraph; no railroad, at least not in Missouri, very 
little in Illinois; all commerce depended on steamboats and 
canalboats; the interior civilization had to depend on the 
peddler’s wagon and other vehicles, not to forget the noble 
ox-team; traveling besides steamboats had to be done on 
foot, horseback and stage coach; transportation of merchan- 
dise consumed a great deal of time. St. Louis merchants 
would consider themselves fortunate if they received ship- 
ment of heavy goods from the far East (as it was called), 
inside of two months. 
TRANSPORTATION IN EARLIER DAYS. 

The transportation, commenced by sailing vessels down 

the Atlantic coast to New Orleans, from there by steamboats 





c. E. Cotty, Cameron, Mo., Ex-Member Executive 
Committee. 


up the Mississippi river. Light goods would come by canal 
from Philadelphia to Pittsburg, then down the Ohio river by 
steamboat; another route was by the New York canal to 
Buffalo, thence by lake to Chicago, down by canal and steam- 
boat on the Illinois, reloading the same four times. This 
inland transportation would consume about four weeks at 
least. This would only do, though, in warm weather. When 
the canals, rivers and lakes would close with ice, then the 
trade had to go in winter quarters, so to speak. The writer 
has seen Main street, which was then the wholesale part of 
St. Louis, in the latter part of January, almost deserted. 
The retail merchant had to have sufficient stock to carry him 
through the winter, especially in the hardware trade. It 
was not customary to buy so frequent as now. Traveling 
men were not known. The merchant doing business away 
from these wholesale centers would make one or two trips 
a year to buy goods sufficient for a certain time. 


MORE PLEASURE IN BUSINESS FORMERLY. 


This mode of business would be very unpleasant and 
inconvenient now. At that time people would take life more 
easy. Business had more pleasure. Customers would wait 
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a month or longer for certain articles and not become im- 
patient. Prices were steady, there being very little fluctua- 
tion. Nearly every article was bought and sold at a net 
price, no strings of discounts to figure 
FEW CHANGES IN PRICES 

For fifteen years the price list on wood screws did not 
change one cent, the discount remaining 25 to 30 per cent, 
according to place of purchase. Goods could be bought 
cheaper in Cincinnati than in St. Louis, and cheaper in New 
York than in Cincinnati, but transportation, exchange and 
mail would more than equalize the price in small shipments. 
In ten years the price on nails dropped from $2.75 base to 
$2.62% base, and so pretty much in the whole line, very little 
change in prices. If stock got low, we would buy to keep 
up the assortment, no need to figure prices or being afraid 
goods would soom be cheaper. Very little change in style 
or make of goods took place. The assortment was very 
limited, about one-tenth of what it is now, except in cutlery, 
which trade was left entirely to the hardware dealer. In 
edge tools, about four kinds of axes, eight kinds of saws, 


W. E. Benghauser, Fulton, Fx-Member Execuiive 
Committee, 


but a full line of tang firmer chisels and socket framing 
chisels, wooden braces with a whole lot of small bits, a full 
assortment of old time bench and moulding planes, would 
make a good stock of tools. Free delivery and delivery 
wagons were not known until 1855 or 1856, and then only 
for the retail groceries. When the goods had been sold, 
then further expenses were all charged to the buyer, namely 
package, cartage and freight, and this rule regulated both 
wholesale and retail business. 
BEFORE THE DAYS OF CUT PRICES. 

Trade was more pleasant and more sociable, there being 
no such sneaking selfish actions. “Live and let live,” that 
motto had a meaning then and was practiced. A dealer that 
would offer his goods below the recognized market price, 
with the object of stealing a customer, would be looked upon 
as a man with small principle, to say the least. But this 
has changed, and the writer is sorry to remark it. From 
1861 to 1865 moral and honor became too shaky. Most 
everything has changed since that period. Many pleasant 
improvement have taken place. Mentally compare the inte- 
rior of a retail hardware store fifty years ago with an up-to- 
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date hardware store at the present time. We then had no 
gas or electric light, not even coal oil lamps, depending 
wholly on lard oil, fish oil and champhine, which was the 
most dangerous of all artificial lights. 

INTERIOR OF HARDWARE STORES IN THE PAST. 

There were no such nice fixtures, as shelving, counters, 
showcases, etc. The goods on the shelves were wrapped in 
paper, tied with strings, there being no exceptions to this. 
All kinds of tools, from a gimlet to a hand saw, from a 
razor to a butcher’s cleaver, were all likewise tied up. There 
were no such nice boxes, and if the package had been opened 
half a dozen times or more, this being possible, one article 
left, you can imagine how things looked, if you compare 
the appearance of carriage bolts, now, with every other shelf 
article, you have an example of how the goods tied up in 
paper looked then. It is impossible to describe the kind 
and finish of hardware fifty years ago. Very little was home- 
made, 90 per cent being imported. Scotch T hinges, English 
sad irons, blunt pointed wood screws, hook hinges, door 
locks, etc., all more or less in poor finished condition. No 
nice polished garden tools, shovels or spades and other im- 
plements, and in addition our store rooms were in keeping 
with the times—small, with low ceiling, poor light and de- 
fective show windows. These were all characteristics of the 
hardware trade fifty years ago. 

August Steinmeyer of St. Louis here announced that 
the Secretary was in the anteroom for the purpose of issu- 
ing tickets for the night’s banquet. 

The following paper by Louis Hering of Blackburn 
was next read by the Secretary: 


STORE CHARACTER. 


A STRANGE COINCIDENCE. 

Some months ago an eccentric woman published in 
Chicago an open offer to business firms and corporations, 
a prize of $1,000 for any firm who could prove that they 
conducted their business honestly for thirty days. She was 
next heard from at Kansas City. It is with no reflection 
upon the business men of these two cities that they are 
particularly mentioned, but simply as a strange coincidence. 
I do not believe this offer was open to hardware men—had 
it been I am sure none of us would have trifled with such 
a small matter as a $1,000 prize. We could not waste the 
time, nor be interfered with for so small a margin. 

NO MAN SHOULD TRIFLE WITH HIS CONSCIENCE. 

Has this woman’s query had any sound reason for the 
making? or, is it a fact that the words of Barnum are true 
that the public like to be humbugged? or, is that other 
common statement true that a fool is born every minute, and 
is the average of this class so well divided up between the 
retail dealers that we all catch our share of the average and 
thereby, despite all our troubles, vexatious annoyances, eke 
out a fairly substantial result? There is plenty of reason and 
argument to back that assertion, yet, for myself, I do not 
hold to that view of the question. I firmly believe no suc- 
cess permanent or otherwise comes to any man in any line 
who trifles with his conscience. 

BRING THEIR SURE PUNISHMENT, 

Emerson rightly says, no man can steal unless he steals 
from himself; none can lie unless he lies to himself—all 
departures from the straight and narrow path of business 
rectitude bring their sure punishment. I can never forget 
the advice and words of him whom I have considered the 
greatest hardware man I have even known, who said that 
no man could ever remain in his employ who lied or mis- 
stated even by indirection; he also is author of the saying 
now so well known that the “recollection of quality remains 
long after price is forgotten.” Speaking of my personal 
experience, would say this: 

NO ARTICLE TOO GOOD FOR HIS CUSTOMERS 

In the conduct of my own business, which has been 
moderately successful, I have made this a rule, that no 
article is too good for my customers—under proper restric- 
tions, no goods are too good, none too high-priced for our 
house to sell. One of these restrictions is the matter of 
exclusive sale. 

President Naylor called on J. W. Kenyon, of Maitland, 








L. Hering, of Blackburn, J. W. Poland, of Carrollton, W. 
T. Shoop, of Richmond, and P. E. Harney, of Joplin, for 
remarks. 

Mr. Harney said: “Let us be friends and let us get 
together. The manufacturers and the jobbers get together. 
The other day a case came up of an article which we had 
sold at $8.50 a dozen for years. The trust making this 
article went to work to crush competition and cut the price 
to $4 per dozen. It cost 50 cents for the manufacturer for 
freight on this article to a certain town. Yet there is a 
hardware dealer in that town who sells these articles for 
$4.50 a dozen. There is no money to be made under such 
methods. Let us get together. The only way to get 
together is through an association. Last year it was urged 
that we should put in a canvasser. It is better to put up 
$10 and accomplish something than to put up $3 and accom- 
plish nothing. Let us conduct our business with brains, 
otherwise it will prove unprofitable.” 

The Committee on By-laws, through Chairman John 
Best, of Palmyra, asked for an extension until Thursday 
morning. 

The question of co-operative insurance was next taken 
up. 

The President said: “It gives satisfaction and has saved 
35 per cent in one state for hardware dealers. The lumber- 
men have an insurance system that works satisfactorily.” 

J. W. Kenyon, of Maitland, said: “The Western Retail 
Implement and Vehicle Dealers’ Association of Missouri 
and Kansas meets every year in Kansas City. They organ- 
ized reciprocal underwriters five or six years ago. It has 
saved me 30 to 40 per cent in my insurance every year. 
Secretary Garvey, who is located in Kansas City, is a thor- 
ough insurance man, and he makes a charge of 15 per cent 
of the premiums for taking care of the business. The 
surplus is returned to the policy holders, and amounts to 
33 I-3 per cent yearly on an average. The number of mem- 
bers are nearly 200. I do not think the Missouri Retail 
Stove and Hardware Deaiers’ Association is strong 
enough to take charge of this as it would take 100 members 
to start it, and the Association would also have to pay a 
man to take charge of it.” 

Secretary F. N. Neudorff, of St. Joseph, here read a 
circular issued by the Minnesota Hardware Dealers’ Asso- 
ciation, which stated that its members had been saved 35 
per cent on insurance the past year. It said an insurance 
policy is an asset and a manjs credit is compromised without 
it. The hardware men do not have to pay any outside losses 
on miscellaneous property. Hardware stocks and stores 
are among the safest risks known. The policies are writ- 
ten for one year, and at the end of the year you know 
what you have saved. The association charges no more 
than the board, and the policies are taken for sums of not 
less than $500 and not more than $3,000. The risks are 
well scattered. The Minnesota people received many flat- 
tering testimonials from dealers who have taken out this in- 
surance. During four months in 1901 they wrote $700,000 
of insurance, the premiums on which were $15,524. 

L. Hering, of Blackburn, said: “I do not think the 
Missouri Stove and Hardware Dealers’ Association is strong 
enough to launch a scheme of co-operative insurance—an 
insurance company should have money to pay at least one 
loss. The Missouri, Kansas and Oklahoma Lumber Dealers’ 
Association have had mutual insurance for fifteen years. The 
scheme is to put in $10 for insurance as a reserve fund at 
the start. The dealers also pay the regular board rate of 
insurance. At the end of three years they get the benefit 
and now they only pay 35 to 40 per cent of the premium 
of the old line insurance companies. The lumbermen 
started out small. In the first place they placed the limit 
of the insurance which one man could take out at $1,000, 
then $2,000, then $3,000, and it is now at $4,000 or $5,000, 
and is self-sustaining. Only one or two risks are allowed 
in small places, and the risks are better than those of the 
old line companies.” 

F. A. Kansteiner, St. Louis, Mo., said: “If we had 
75 or 100 members who were willing, we might go into 
such a scheme. Men go into a scheme of insurance like 








this gradually, waiting until their old line policies expire.’ 

L. Hering, of Blackburn, said: ‘The Western Imple 
ment Association has 1,200 members, but only 300 take ad- 
vantage of the insurance, so we would have to have a very 
large increase in our membership before we could go into 
such a scheme as this.” 

President B. F. Naylor, of Marshall, said: ‘When this 
co-operative insurance matter is taken up by the National 
\ssociation, it will prove to be very successful.” 

Fred Haus, of Iberia, 
under the Rules hold good now that held good in 
the time of Moses. 


said: “There is nothing new 
sun. 
Moses had a commandment to gather 
his people, men, women and children together, that they 
might hear and learn. People are easily interested if they 
can be brought to see that it is money in their pockets. 
When Joash repaired the temple there was need of money. 
subscribed the 


He made the people interested and they 


money. I have spoken to dealers on my rounds through 
the state, asking them why they did not join the associa- 
tion. They all said, ‘it’s a good thing, but we will wait and 
People like this are of the kind who want 


You'll need an 


see if it pays.’ 
religion tree. organization, and to get an 
organization you'll need an organizer. It is the old story 
The mountain would not go to Mohamet, and consequently 
Mohamet had to go to the mountain. If the members will 
not come into the organization, you should send an organ- 
izer out after them. Be honest with yourselves. If $3 are 
not enough dues to carry on the work of the association, 
make it $5, and if $5 is not enough to carry on the work 
If tke association shows 


House to 


of the association make it $io 
itself to be a good thing others will help you 
house visitation is the way to get membership.” 

R. W Norvell-Shapleigh 


Co., was called on and said: “I am surprised at being called 


Shapleigh, of the Hardware 
on to-day, and confess to a slight unpreparedness on that 
Your President made a slight error in introducing 
National Hardware 
October, 


account. 
Association, 
1901. It is 
Missouri 


me as the President of the 
as | held that 


gratiiying to me to see so 


have not office since 


many representative 


merchants here to-day. This city and the jobbers of this 


city are to be complimented by your presence. The put 


poses of this organization are excellent, and the growth of 
hardware 
that 


value to their 


the retail association movement, in which the 


associations have acted as an advance guard, shows 


these associations possess merit and are a 


When 100 merchants gather together and form 
best 


membership 


personal acquaintances, and when they discuss the 


methods of conducting business in executive session, all who 
attend be benefited No one 


the details of his business, 


must person can know all 


and all can benefit by coming 


in contact with those from different sections of the state. 
The benefit one receives from these meetings is not meas- 
ured by dollars and cents; one idea caught in a meeting of 
this character will pay several years’ expenses of the mem- 
bers. These meetings bring together men in the same line 
of business, and as a result rivalry will lose its vindictive 
character and will bring men to the plane of legitimate and 
tend 
friendship, less competition, and a higher plane of business 
Direct 


after each meeting, as it 


level competitioh. These meetings towards greater 


methods results cannot be expected to follow im- 
takes years to get all 
Year after year shows 
The Retail 
Association take as 
Missouri, ‘United we stand, 


mediately 
that you plan for in the beginning. 
some point of advantage gained Missouri 
Hardware 
its motto, that of the State of 


fall,’ as it is a motto that will 


Stove and Dealers’ should 


div ided we succeed We 
welcome you here and hope that your stay will be a pleasant 


and profitable one—we will do ali that can to make it so. 


A. Gruendler, St. Louis, said: ‘“‘When we started out 
to organize the St. Louis Association, we secured 150 mem- 
bers, we had some good meetings, but in course of time 
some dealers acted as gentlemen and resigned and others 
allowed the payment of their dues to lapse and were dis- 
from the Fifty good 


better than 500 bad members. If you work the field you 


missed organization. members are 


get the members; they will not stay unless they have the 


good of the association at heart.” 
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F. A. Kansteiner, of St. Louis, said During the first 
yeat the St. Louis Stove Dealers’ Associati Was organized 
I was not an active member During the second vear I took 


' : 
an active part, and I wish to say that the membership fell 


off because many were enrolled who were not hardware men 


in fact, such as locksmiths Many of these men did not 
pay their initiation fees. I believe that if we had a fund 
and a competent organizer, who could show hardware men 
where their interests lay, we would be very successful. The 
insurance plan is a large factor, if not the key to the situa 
tion, as there is much complaint over the high rates 


charged by the old line insurance Very few 


hardware stores are injured by 


companies 
fires occurring on the prem 
ises. If you could interest hardware men in a co-operative 
would get a low rate of insurance.” 


When I see the 


association 


insurance scheme they 
John F 


the early 


Jannon, St. Louis, said 


faces of members of the including 


the first and second President, I teel comforted, but I am 


sorry there are so many absentees. Two years ago I read a 


paper on the ‘Purposes of Organization.’ Harmony, peace 


organizations 


Other organizations have been successful. Why should not a 


and good fellowship make a success of all 


be successful ? It is due to lack oft 


hardware organization 
Our organization was 


When, however, we 


journals of other associations, we cannot feel 


unity and symmetrical conditions 


started on a substantial footing read 


in the trade 


that we have done our duty unless we equal the missionary 
work done in other lines. Our membership should be larg¢ 
is this association bids fair to be one of the strongest 
and best in Missouri. I am at a loss to know why you 


should take any retrograde steps—jealousy and envy must 
be laid aside and we must have unity The tendency 

toward better prices and there is less anxiety to secure the 
ragged end business. Some people ask as little money as 


possible for their goods and get less and when a man’s 


business becomes poor, he thinks his competitor gets it. In 


these days we use electricity and all up-to-date appliances 


and we need better prices for our goods to cover advanced 


expense. We must put our shoulders to the wheel and 


stay by our business. There is more stove pipe made than 


formerly and more tin roofing is sold. This is because the 


manuiacturer has cheapened the price at the expense of 
good goods \ fool can not be a hardware man as brains 
are needed in the business I cannot see why the associa 
tion should be a failure It is certainly not on account of 
business sense, and can only be due to a lack of harmony 
If we stand together as a unit, we get our share of legitimats 
business at a living price We, however, often lose heart 
too easily. The other day a man came into my store and 
wanted to buy a certain saw on which I made a price of 
75 cents. He said, ‘I can buy a better saw on Broadway 
ror 05 cents.” He went down there and I took the trouble 
to look the matter up and found he paid &5 cents for a 
saw that was no better than mine We need missionary 
work in behalf of the association [he salesmen can help 


us by getting our competitors to join the association. In 


business we should take care not to advertise our 


Some 


doing 


competitors time back I was chairman of the Griev- 


ance Committee and I wish to say the manufacturers wert 
very courteous in their dealings with me as a representative 
of this association. The manufacturer is the last man who 
will antagonize the association purposely. We should have 


We need all the 


have 


strength to demand respect members we 


can get in the association, and once we them in we 
need to keep them in The man who is outside the asso 
ciation will get hard treatment in meeting with the jobber, 
while the man who is inside of the association will be 
handled with gloves and given a good cigar.” 
Barclay, of the St. Louis Credit Men’s Asso 
House Bill 


274 now pending before the Missouri Legislature for th 


George E. 


ciation, next addressed the meeting in behalf of 


regulation of the purchase and sale of goods in bulk, as 


1 
1O1LLOWS: 


NEEDED CREDIT LEGISLATION. 
\N UNUSUAL PRIVILEGI 


unusual 


I am duly mindful of the fact that 


privilege in being allowed recognition on this floor and it 
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will be my aim to be very brief in presenting the subject 
to which | bespeak your kind consideration. 
CO-OPERATION OF ASSOCIATION ASKED. 

As a representative of the St. Louis Credit Men’s Asso- 
ciation I have been delegated to ask of this convention 
their co-operation and moral support of a matter which I 
feel sure you will all admit is vital to the best interests of 
every merchant and manufacturer in our state. It is a 
measure to regulate the purchase, sale and transfer of 
stocks of goods, ware and merchandise in bulk. That I may 
make the matter entirely clear to you, permit me to read 
the text of the bill presented at the last meeting of our 
State Legislature, just about one year ago. 

MUST MAKE A WRITTEN STATEMENT. 

Section 1. It shall be the duty of every person who shall 
bargain for or purchase any stock of goods, wares, or mer- 
chandise in bulk, for cash or on credit, before paying or 
delivering to the vendor any part of the purchase price 
therefor, to demand and receive from the vendor thereof, 
and if the vendor be a corporation, then from the managing 
officer or agent thereof, a written statement under oath 
of the names and addresses of all the creditors of said 
vendor, together with the amount of indebtedness due or 
owing, or to become due or owing, by said vendor to each of 
such creditors; and it shall be the duty of such vendor to 
furnish such statement. 

DUTY OF THE PURCHASER. 

Sec. 2. Thereupon, it shall be the duty of the pur- 
chaser, at least five (5) days before the completion of said 
purchase, or the payment therefor, to notify personally or 
by registered mail, each of said creditors, of the said pro- 
posed sale, and of the terms aid conditions thereof. 

WHEN SALE IS PRESUMED TO BE FRAUDULENT. 

Sec. 3. Whenever any person shall purchase any stock 
of goods, wares or merchandise in bulk, and shall pay the 
price or any part thereof, or execute or deliver to the vendor 
thereof, or to his order, or to any person for his use, any 
promissory note or other evidence of indebtedness for said 
purchase price, or any part thereof, without having first 
demanded and received from said vendor the statement 
under oath, mentioned in section one of this act, and without 
first giving to each of said creditors the notice provided for 
in section two, hereof, such sale or transfer shall, as to any 
and all creditors of the vendor, be conclusively presumed 
to be fraudulent. 

GUILTY OF PERJURY. 

Sec. 4. Any vendor of a stock of goods, wares or mer- 
chandise in bulk who shall knowingly or wilfully make or 
deliver, or cause to be made or delivered, any false state- 
ment, or any statement of which any material portion is 
false, or shall fail to include the names of all his creditors 
in any such statement as is required in section one, of this 
act, shall be deemed guilty of perjury, and upon conviction 
thereof shall be punished accordingly. 

WHERE ACT WILL NOT APPLY. 

Sec. 5. Any sale or transfer of a stock of goods, wares 
or merchandise out of the usual or ordinary course of the 
business or trade of the vendor, or whenever thereby sub- 
stantially the entire business or trade theretofore conducted 
by the vendor shall be sold or conveyed, or attempted to be 
sold or conveyed, to one or more persons, shall be deemed 
a fraudulent transaction or transfer in bulk in contemplation 
of this act: Provided, that nothing contained in this act, 
shall apply to sales by executors, administrators, receivers, 
or any public officer under judicial process. 

ENDORSEMENT OF CONVENTION ASKED. 

Owing to the fact that this bill was not presented until 
the last of the session it was not possible to give it the 
attention due such an important measure, and on this ac- 
count it, with a large number of other bills, was obliged to 
go by default simply because it was a physical impossibility 
for our legislators to give them proper consideration. We, 
however, are not discouraged and propose to have this 
measure presented to the Forty-second General Assembly 
and will endeavor to bring it before that honorable body 
in ample time to insure its receiving a fair hearing. We 





feel that it will upon its merit have the support of every 
senator and representative having the best interests of his 
constituents at heart. We ask of this convention and its 
individual members their endorsement of this measure and 
their moral support; we feel that with the influence you have 
in the state, both as merchants, manufacturers and public 
spirited citizens, and with the help you can give us, there 
is no doubt as to this measure being placed upon the stat- 
utes ot our state 

The benefits incident to a law of this character are 
incalculable and it will be apparent as soon as it becomes 
a law to every fair-minded and honest merchant in the 
State of Missouri. I base this opinion upon facts that have 
come to my knowledge from states where similar laws have 
been adopted and in test cases taken before the Supreme 
Court of Minnesota the law is held valid, and why should 
it not be when you consider it is founded on the first 
principle of good law equity. 

ONLY AVENUE TO FRAUD ESCAPING NATIONAL LAW. 

It is not necessary for me to go into details regarding 
the necessity of such a law. Nearly every merchant in 
this convention has at one time or another been subjected 
to loss and annoyance simply because there is at present 
no law upon our statutes that prevents a man from selling 
out his stock of goods at 25 cents on the dollar, leaving the 
country without making provisions for his creditors and 
placing his stock of merchandise in the hands of some 
trader who desires to make a quick turn and will advertise 
his wares at prices that cannot be met by honorable and 
legitimate merchants who have paid 100 cents on the dollar 
for their goods and are actuated by fair and businesslike 
motives in the transaction of their business. This mode 
of defrauding creditors is the only avenue open to fraud 
which is not protected by our National Bankruptcy Law. 

OTHER STATES HAVE ADOPTED THIS LAW. 

Gentlemen, let us work in harmony in support of good 
commercial laws for our state and I sincerely hope that 
suitable resolutions may be adopted by this convention and 
spread upon its records, there to stand for time immemorial, 
a lasting tribute to your high sense of commercial integrity. 
Be it said to their honor the states of Minnesota, Indiana, 
Tennessee, Maryland, Oregon, Louisiana, California, have 
already placed this law on their statute books and now let 
us be the next to join our sister states, thereby adding 
another jewel to our crown of statehood, proclaiming to the 
world that the grand old Commonwealth of Missouri stands 
for justice, equity and truth. 

After Mr. Barclay’s paper was read the convention went 
into executive session, in which it passed resolutions endors- 
ing this proposed bill and declaring against a parcels post 


bill. 


BANQUET TUESDAY EVENING. 

The banquet given to the Missouri Retail Stove and 
Hardware Dealers’ Association by the St. Louis Stove and 
Hardware Dealers’ Association at the Mercantile Club on 
February 18, was a most enjoyable affair. The banquet was 
scheduled at 7:30, but it was not until 8 o’clock that the 
guests filed into the handsome dining hall. Each guest, on 
being seated, was provided with a pretty boutonniere and 
full justice was done to the following dainty menu: 

MENU. 
Blue Points 
Celery Olives 
Consomme Printanier 
Haut Sauterne 
Trauch of Turbot Vernon 
Pommes Persilade 


Tenderloin of Beef, Larded aux Champigznons 
Potato, au Gratin French Peas 


Combination Salad 


Neapolitan Iee Cream 
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Fancy Cakes W. T. Shoop 











_— J. D. Best. 
: Fromage de Brie Bent’s Crackers C. H. Burton 
. —_— \. H. Foote. 
° Cigars Geo. R. Barclay. 
Cafe Noir R. W. Shapleigh 
. A. F. Geschwindner. 
1 At 9:15 p. m., while the guests leaned back in their A. H. Gruendler. 
chairs enjoying their fragrant cigars, R. H. Myers, of St. R. H. Myers. 
‘ Louis, the toast-master of the evening, took the floor and G. A. Pauly. 
, called on B. F. Naylor, of Marshall, the President of the F. D. Kansteiner 
Association. S. P. Johnston. ; 
Among other things Mr. Naylor said: “The jobbers J. G. Beegle i} 
and their representatives are trying to acquire the good H. G. Koenig. ; 
looks of the hardware men. When we get better acquainted A. D. Stubbs. : 
with them we learn that they are men with like passions W. A. Lockwood 
to ourselves. On behalf of the State of Missouri we appre- G. L. Phillips. 
ciate the cordial relations between jobber and the retailer. J. M. Kenyon 
We are all proud to be Missouri business men, and I take M. A. Wilsdortf o | 
this occasion to pay tribute to the hospitality of the City J. W. Bowman 
| of St. Leuis.” H. W. Latle. 
: Brief remarks were then made by J. W. Bowman, of Chas. Wendemuth 
the Stove and Hardware Reporter, St. Louis, F. N. Neu- O. W. Johnston 
dorff, of St. Joseph, the Secretary of the Association, E. M. C. Post. 
H. Simmons, of the Simmons Hardware Co., St. Louis, J. Frank L. Sweeney b 
W. Poland, of Carrollton, ex-President of the Association, Jas. A. Harris. 
Harry Gordon, of the Norvell-Shapleigh Hardware Co., St. R. L. Morton 
Louis; S. P. Johnston, THe AMERICAN ARTISAN, Chi- H. B. Gordon 
cago; R. L. Martin, of the Norvell-Shapleigh Hardware G. F. Wood. 
Co., St. Louis; Ralph Buck, of the Bridge & Beach Mfg. C. H. Bishop 
Co., St. Louis; H. G. Cormick, Centralia, Ill., Treasurer Wm. C. Kraft 
of the National Retail Hardware Dealers’ Association; Fred J. L. Boehl. 
Haus, of the Charter Oak Stove & Range Co., St. Louis; F. N. Neudorft. 
E. G. Simms, Hibbard, Spencer & Bartlett, Chicago; Frank B. F. Naylor. 
Low, of the Ludlow, Saylor Wire Co., St. Louis; P. E. Har- F. A. Kansteiner 
ney, of Joplin, ex-President of the Association; Fred G. E. Harney. 
Giessing, Vice-President of the E. St. Louis Retail Hard- August Steinmeyer. 
ware Dealers’ Association; John Best, of Palmyra; R. W. E. L. Wachter. { 
Shapleigh, of the Norvell-Shapleigh Hardware Co.; W. A. Otto Juengel. 
Lockwood, of the Ringen Stove Co., St. Louis; W. Jacobs, Theo. L. Kraatz 
of the Charter Oak Stove & Range Co., St. Louis; A. H. H. W. Kraatz 
Foote, of the Deere Plow Co., St. Louis; J. S. Payne, of David Krebs. 
the Simmons Hardware Co., St. Louis; James A. Harris, of J. G. Hansen. ' 
the Beck & Carbitt Iron Co., St. Louis; G. W. Gladding, of R. Goerner. ‘4 
the Adkins Saw Co., Indianapolis; C. H. Bishop, of C. Sid- R. S. Buck. 
ney Shepard & Co., St. Louis; J. W. Dana, of the Charter C. P. Bodine. 
Oak Stove & Range Co., St. Louis; A. F. Geschwindner, of Taylor Frier 
the St. Louis Retail Stove and Hardware Dealers’ Associa- Edward J. Fox 
tion; Chas. Mauer, President of the E. St. Louis Retail J. G. Weber. 
Hardware Dealers’ Association; Geo. Barclay, of the Sim- Geo. A, Fry. 
mons Hardware Co.; Taylor Frier, Louisiana; W. T.,Shoop, J. S. Payne 
of Richmond; L. Hering, Jr., of Blackburn; J. H. Dick- Guilford Duncan. 
brader, of Washington. J. W. Jacob. 
At the conclusion of these numerous short speeches Frank Low. 
Toast-Master Myer, on behalf of the St. Louis Retail Stove James W. Headen. 
and Hardware Association, bid those present thanks for the J. W. Poland. 
kind words they had spoken and said that he hoped that G. A. Pauly, Jr. 
when another year had rolled by they would look back with Geo. W. Simms. 
happy reflection to this evening. The great purpose for Chas. Mauer. 
which the hardware men were banded together was moving H. A. Kerbohm. 
onward. The guests arose from the banquet at 10:20 p. m. F. Giessing. 
The following is the register of those present at this Wm. Susanka. 
banquet: Louis Hering, Jr. 
G. W. Gladding. F. P. Haus. 
H. C. Hoener. W. S. Farr. 
Karl W. Pfeffer. Julius Gerock, Jr. 
J. W. Dana. Frank L. Schaab. 
A. H. Reeves. Fred Mueller. 
E. C. Kempfer. Harry A. Seeger. 
Tohn May. Jas. E. Hollow, Jr. 
M. W. Kreth. John F. Bannon. 
E. H. Simmons. Ward Cunningham. 
H. A. Seeger. Fred S. Bolte 
R. Webb. A. T. Braidwood. 
M. Nacierth. WEDNESDAY MORNING SESSION. 
H. J. Dickbrader. The Wednesday morning session was called to order at 


Theo. C. Wirtz. 9:55 a. m. and the Association went into executive session 
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the National Retail Hardware Dealers’ Association: 


ADDRESS OF H. G. CORMICK, 
CONGRATULATIONS ON CONDITION OF ASSOCIATION. 

In addressing you in the interest of the National Re- 
tail Hardware Dealers’ Association, let me congratulate you 
on the condition of your State Association and your indi- 
vidual prosperity. 

Personally, as President of the Illinois Retail Hard- 
ware Dealers’ Association, I bring to you the greeting of 
your sister state, and trust that you will have a profitable 
and enthusiastic meeting as we had at Decatur on the 12th 
and 13th. At that time and place great good was done for the 
trade, and friendships made that will last through life, to 
the mutual financial advantage of those interested. 

STATE ASSOCIATION. 

Some eight years ago a few of the more progressive 
of the retail hardware dealers of the Great Northwest real- 
ized the importance cf a concerted action to combat the 
conditions that were growing up around them, and at this 
time we find Missouri, Illinois, Indiana, Michigan, Iowa, 
Kansas, North Dakota, Kentucky, Arkansas and Pennsyl- 
vania having active State Associations affiliated with the 
National in an effort to improve the conditions in the trade. 

Who can measure the influence that this body will exert? 

NATIONAL ASSOCIATION IS FORMED 

It was realized in 1900 that the work of the various 
state associations could be given a national importance bet- 
ter by a vnion of all, hence we now have the National 
Hardware Dealers’ Association, composed of two delegates 
from each state. It is a question whether at this time, when 
our country is so prosperous, we can fully realize the value 
of these associations, but when the reaction comes, as it 
surely will, and the manufacturer and jobber reaches out 
for the trade that should be the retailer’s, all can readily 
see what a potent factor they will be in checking this ille- 
gitimate competition. 

THE NATIONAL ASSOCIATION 

As at present organized, the National Retail Hardware 
Dealers’ Association, being composed of a smal! number, 
is well equipped to de effective work. During the past 
year its etforts have been devoted principally to the har- 
monizing the various interests in the trade and it has in 
this line met with great success. It is in close touch with 
the prominent manufacturers and the National Hardware 
Association, and much relief is in sight, in the fact that 
we are assured that many prominent lines will not be 
found in the hands of illegitimate competition this year. 

NATIONAL HARDWARE ASSOCIATION IS FRIENDLY. 

The National Hardware Association—a jobbers’ asso- 
ciation—have demonstrated beyond a doubt that they are 
our friends, and I believe that each member will serve the 
interests of this work if he will, as far as possibie, confine 
his purchases to members of this Association, and tell others 
why he does so. Personal effort along this line will pro- 
duce results that will startle one who has not tried it. 

UNRESERVING PERSONAL LOYALTY SHOULD BE GIVEN. 

Nothing can be done that will tend to. help your inter- 
est more than to give to the National Retail Hardware 
Dealers’ Association your umreserving personal loyalty. 
With it much can be done; without it the effort will be 
futile. 

To each of us, from the fact that we are a part of 
this organized movement, has come the conviction that 
there is “a community of sinterest” among the retail hard- 
ware dealers of this country, and we should give to the 
effort in its behalf our best talent, so that at no distant 
day the public will realize that they will find the staple 
branch of hardware in the hands of the retailer at fair 
prices. 

CONCENTRATED EFFORTS OF STATE ORGANIZATIONS. 

In this National organization we have the concentrated 
efforts of the various states, and if you give to us your 
moral and financial aid and counsel, we will make it pay 
you personally. 

After Mr. Cormick’s paper had been read the Associa- 





and listened to the following address by the Treasurer of 
















tion went into executive session and while the Association 
was in executive session J. W. Poland, Carrollton, Mo., 
of the Committee of the Revision of the Constitution and 
By-laws, brought in a number of amendments to the pres- 
ent constitution and by-laws, which were adopted by the 
Asociation. The new constitution of the Association reads 
as follows: 


CONSTITUTION. 
ARTICLE I. 


NAME AND OBJECT. 

Section 1. The name of this Association shall be the 
Missouri Retail Stove and Hardware Dealers’ Association. 

Sec. 2. The object of this Association shall be to pro- 
mote the interests of and secure the friendly co-operation of 
hardware dealers. 

ARTICLE II. 

Section 1. Any person, firm or corporation in Missouri 
engaged in the business of selling hardware, and known and 
recognized as the regular retail stove and hardware dealer 
in good standing, may become a member of this Association 
by subscribing to this constitution and paying the annual 
dues prescribed by the by-laws. 

ARTICLE III. 
OFFICES. 

Section 1. The offices of this Association shall be Presi- 

dent, Vice-President and Secretary-Treasurer. 


Sec. 2. The standing committees shall be the Executive 
Committee, Trade Abuse Committee and Auditing Com- 
mittee. 

Sec. 3. The President and Vice-President shall be 
elected annually by baliot and shall hold office until their 
successors have been eiected 

Sec. 4. The Secretary-Treasurer shall be appointed ot 
removed by the Executive Committee. 


ARTICLE IV. 
OFFICERS’ DUTIES. 

Section 1. It shall be the duty of the President, or in 
case of his inability to serve, of the Vice-President, to 
exercise supervisory control over the affairs of the Asso- 
ciation, sign all warrants drawn on the Treasurer, preside 
at all meetings of the Executive Committee, and to carry 
out and enforce all measures adopted by the association cal- 
culated to improve the condition of the stove and hard- 
ware business. 

Sec. 2. The Secretary-Treasurer shall be under the 
direction of the President and the Executive Committee, 
shall receive all moneys, giving his receipt therefor, dis- 
burse the same only upon an order signed by the President, 
shall deliver to the President a bond within 30 days after 
his appointment in the sum of furnished by some 
reliable bond company; the expense to be borne by this 
association. The Secretary-Treasurer is ex-officio Secre- 
tary of all committees excepting Auditing. 

Sec. 3. The Executive Committee is subject to the call 
of the President, and when so called their actual expenses 
shall be paid by this association; they shéll fix the salary 
of the Secretary-Treasurer; fill all vacancies in offices. A 
majority of the Executive Committee shall constitute a 
quorum either by meeting or by correspondence. Three 
members shall be elected at each annual meeting, one for 
three, one for two, and one for one year. 

Sec. 4. The duties of the Auditing Committee are to 
look over and pass upon the regularity of the receipts and 
expenditures of the association as defined by the by-laws 
and to report same to the annual meeting. 

Sec. 5. The duties of the Committee on Trade Abuse 
shall be to take charge of all complaints and grievances 
that are sent to the Secretary in writing, hear both sides of 
all controversies and adjust them upon such finding, in the 
event so to do shall refer all matters to the President, who 
shall with his findings refer them to the National Committee 
for final adjustment. 

Sec. 6. Amendments to the constitution and by-laws 
may be made at any reguiar meeting by a vote of at least 
two-thirds of the members present. 

Sec. 7. All traveling men of Missouri, who are in full 















sympathy with this association, are eligible as honorary 
members on payment of $3 for initiation fee and $2 per year 
thereafter, but have no right to vote. 


BY-LAWS. 
ARTICLE I 
The membership fee shall be $3, and the annual dues 
$3 for each year thereafter. 


ARTICLE II 

Fifteen members shall constitute a quorum to transact 
business at any meeting. 

ARTICLE III. 

Each firm shall have one vote at any meeting of the 

association 
ARTICLE IV 

\ll fees and dues must be paid before a person can be 
recognized as a member or become entitled to act in this 
association. 

ARTICLE V. 

Upon all matters discussed in executive session no 
member shall speak more than once upon the same subject, 
except by consent of the meeting, with time limited to 
five minutes. 

After the constitution was adopted by unanimous vote, 
the following resolutions were passed: 

Whereas, The St. Louis Retail Stove and Hardware 
Association, with the assistance of ,the jobbers and manu- 
facturers, have, with characteristic Missouri hospitality, 
tendered our association at its annual meeting such hos- 
pitality and evidence of good fellowship as appeal to the 
hearts of each one of us, therefore be it 

Resolved, That we express in the best and most heart- 
felt manner our sincere and lasting thanks and gratitude 
for the splendid, loyal and most lavish entertainment and 
courtesies shown to each individual and to the association 
as a whole, 

Resolved, That we approve the work of the National 
Association and pledge them a more loyal and sincere assist- 
ance in the future. 

Resolved, That our thanks are due and are hereby ten- 
dered the officers of our State Association—wlho, acting 
under great difficulties, have loyally tried to do their duty. 

Resolved, That our sincere thanks are due to the indi- 
vidual representatives of the trade press and to the journals, 
also the press of St. Louis fer all kindness and consideration 
shown. 

Resolved, That we tender the Mercantile Club of St. 
Louis our thanks for the kind use of their rooms, and that 
as customers of St. Louis merchants, assure them it will 
not be forgotten. 

The next thing on the program was the election of 
officers. 

John F. Bannon, of St. Louis, took the floor, and after 
a stirring speech, placed the name of Taylor Frier, of 
Louisiana, in nomination. 

August Steinmeyer, of St. Louis, renominated B. F. 
Naylor, of Marshall, and Mr. Naylor’s nomination was 
seconded by O. W. Johnston, of Marshall. Mr. Naylor, 
however, declined the honor, and Mr. Frier was elected by 
acclamation under the suspension of the rules. 

August Steinmeyer, of St. Louis, and A. F, Geschwin- 
der, of St. Louis, were appointed a committee to escort the 
newly elected President to the chair. On taking the chair 
Mr. Frier said: 

“This comes as a surprise to me. I have not sought 
any office within the gift of the association except that of 
a private in the rear ranks. After my remarks to you yes- 
terday on the subject of association loyalty, I feel that I 
cannot decline this office when tinanimously elected thereto. 
I appreciate the high compliment you gentlemen have given 
me in making me your President, and while I do not 
promise to revolutionize things during my term of office, 
I will do what I can to the best of my ability in behalf of 
the association, and ask the co-operation and assistance 
of the membership. No one man can achieve success un- 
aided in this work. We must have united effort. I pledge 
you my best efforts in your behalf and ask for and expect 
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assistance from every member of the association 

Frank Mayer, of Macon, and Ed, L. Wachter, of the 
Wachter Hardware Co., of St. Louis, were placed in nomina- 
tion for the office of Vice-President, and Mr. Wachter was 


elected to this office 


There were numerous nominees for the places on the 
Executive Committee. The result of the balloting showed 
that J. W. Poland, of Carrollton, had received 23 votes; F. 
A. Kansteiner, of St. Louis, 17 votes; Frank Mayer, of 
Macon, 16 votes; B. F. Naylor, of Marshall, 12 votes; P. E. 
Harney, of Joplin, 9 votes; John Best, of Palmyra, 8 votes, 
with 8 other votes scattering. Accordingly Mr. Poland 


was elected for the three year term, Mr. Kansteiner for the 
two year term, and Mr. Mayer for the one year term on 
the Executive Committee. H. G. Cormick, of Centralia, on 
invitation of President Frier, here introduced Z. T. Miller, 
ex-President of the National Retail Hardware Dealers’ As 
sociation, who delivered the following interesting address: 


RESULTS OF ORGANIZATION, 
MUCH ACCOMPLISHED IN A BRIEF TIMI 

I have always entertained the highest appreciation for 
the good results possible to be derived from a proper asso- 
ciation cf dealers, and I believe that the objects so far 
accomplished will, when properly analyzed, fully substan- 
tiate the wisdom of those who struggled to organize and 
thus far develop the various hardware dealers associations 
From a very small beginning, with but a handful of mem- 
bers in each of the associations, unacquainted with the task 
before them, and without definite knowledge as to how 
their purpose was to be accomplished, yet undaunted with 
the seeming hopelessness of their cause, they accomplished 
a great deal more than could reasonably be hoped for in so 
brief a time. 

CONDITIONS THREE YEARS AGO 

Several state associations have been in operation for 
eight or nine years. A number of others four to six years, 
yet outside of local matters, state associations accomplished 
but little until their forces were merged into a National 
Association. Shree years ago the retail peddling propen- 
sities of our jobbing houses and manufacturers were steadily 
increasing and the rights of the retailer were beginning to 
be a totally unrecognized quantity in spite of state asso- 
ciations 

WHAT THE NATIONAL ASSOCIATION HAS DONE 

The courteous attention to-day given by nearly every 
manufacturing and jobbing concern to the complaints filed 
against them, the numbers of goods catalogued by illegiti- 
mate concerns they cannot supply; the number of articles 
upon which these illegitimate concerns have been obliged to 
maintain a proper retail price; the influence the associa- 
tion wielded in shelving the parcels post bill; the prevent- 
ing of rural deliverymen from distributing illegitimate cata- 
logues as freight or express matter in opposition to the 
service for which they were paid; stopping postmasters 
from acting as soliciting agents for catalogue houses, and 
the correcting or even entire abrogation of a number of 
matters of too private a nature to be mentioned here, but 
whose effects for better or for worse to the retail trade 
were of equal importance, should be conclusive evidence that 
the association has rendered a service to the dealer an 
hundredfold greater than the price of his dues, as well as a 
service beyond every possibility of accomplishment by the 
single individual. 

AN EFFECTIVE NATIONAL ORGANIZATION IS A NECESSITY. 

The results thus far accomplished, the objects yet to be 
accomplished and the new issues the future will present 
along this line, show the great necessity of an effective 
National Association. I wish I could impress upon you a 
proper appreciation of its importance. The immense sacri- 
fice of time and energy in your behalf by its officers, and 
arouse the spirit of support due this branch of your organ- 
ization. 

SPEAKS FROM A DISINTERESTED STANDPOIN1 

I know by experience the labors attached to ‘both 
State and National Association, and it has often appeared 
a mystery to me that so many fail to appreciate the work 


that is being done. I am not here as the representative 
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of any state or national association, in fact, I am entirely 
out of the hardware business, and speaking from this en- 
tirely disinterested standpoint, I would urge every hard- 
ware dealer to be a member of some state association and 
through it contribute liberally to the support of the National 
Association. Those who have never been called upon to 
take part in the duties of the National Association have 
but little idea of the labors of its offhecers 
WORK OF NATIONAI SECRETARY 

The thousands of letters that must be written by your 
National Secretary in the course of a year, the time and 
study required by the peculiar nature of each case, together 
with the diplomacy and points of law involved, the getting 
out of the quarterly report, which is developing to where 
it alone requires almost the entire time of one man, and 
the many other duties devolving upon him, must certainly 
leave but little time to devote to his individual interests. 

BURDENS SHOULD BE EQUALLY DIVIDED 

Inasmuch as all share alike in the benefits of this work, 
justice would naturally demand that its burdens be equally 
divided and the National Secretary receive a saiary fully 
compensating hin» for the time and energy devoted to this 
work. If every hardware dealer would join his 1espective 
State Association, and subscribe for the Quarterly Bulletin, 
their dues and subscriptions would supply an ample fund 
for such a salary to conduct the affairs of the Association 
as they should he. It really passes my understanding how in 
this day of association, any hardware dealer can consider 
his business too unnoticeable a force to be felt or con- 
sider his personality above the need of association influ- 
ences. 

MASTER KEYS TO HEAVEN. 

I know that some of the dealers, outside of the asso- 
ciation, have their minds full of excuses for not becoming 
a member, and, if excuses for our errors would open the 
gates of heaven, I believe that every hardware dealer would 
has a master key that would put his future abode beyond 
the question of a doubt. 

EXCUSE BASED ON A FALSE THEORY. 

Quite recently I heard a prominent concern say, “We 
are really with the association, but we do a little jobbing 
business, and are afraid to identify ourselves with the retail 
trade, lest it hurt us in our jobbing rating.” That is quite 
an excuse, and as we have both a jobbers’ and a retailers’ 
association, it might work both ways, save a few dollars, 
and let others do the work. That this excuse is based upon 
a false theory is very evident from the fact that we have 
a number of just such concerns in our association, whose 
long-continued membership proves the proposition false. 
Take, for instance, I. A. Sibley, an extensive retailer and 
jobber of South Bend, Indiana, who has been one of the 
foremost and hardest workers in the Indiana State and our 
National Retail Association ever since their organization, 
and whose continued enthusiasm and effort should be con- 
clusive proof that membership in the association has been 
an aid and not an injury to his business. 

ALL DEALERS SHOULD JOIN STATE ASSOCIATION. 

As before intimated, though still a member of the IIli- 
nois Association, I have at present no direct interest in 
the results to be obtained in the association work. But. 
with the knowledge I have of its power and influence, and 
the large field before it to use these forces to such great 
advantage to the dealer, I can and do urge every dealer to 
become a member of his respective State Association, and 
give his conscience no rest until the duties he owes him- 
self and his fellow men are properly performed. 

The following committees were then appointed: 

Committee on Trade Abuse—B. F. Naylor, of Marshall, 
Chairman; M. E. Wengert, Kansas City, and R. H. Myers, 
St. Louis. 

Auditing Committee—W. T. Shoop, Richmond, Chair- 
man; M. C. Post, Brookfield; J. L. Boehl, St. Leuis. 

On motion St. Louis was chosen as the next meeting 
place of the association. 

At 12:20 the convention went into executive session 
and F. N. Neudorff was re-elected as Secretary for the 
ensuing year. The convention adjourned at 1:55 p. m. 





CONVENTIONALITIES. 


The Estate of P. D. Beckwith, Dowagiac, Mich., 
were represented at the convention by W. M. Sawyer 
and C. L. Hayden, who kept open house in parlor 4 of 
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the Lindell Hotel. They were showing a number of al- 
tractive cuts of the latest addition to the “Round Oak” 
line and were distributing a handsome Round Oak 
match box to the numerous dealers who called at their 
headquarters. 

EK. C, Atkins & Co. had a very attractive exhibit 
of their saws in room 156 of the Lindell Hotel. This 
was in charge of their Mr. G. W. Gladding, assisted by 
Richard D’Oench. Mr. Gladding has a large number 
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of friends among Missouri dealers, and his little puzzle 
proved very interesting to the trade. At the banquet 
Tuesday night Mr. Gladding made a great hit by say- 
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ing, “My initials G. W. stand for George Washington 
and while I do not fully live up to my name by pos- 
sessing a little hatchet, 1 have the next thing to it in a 


little saw.” 


F. A, Spillman, a popular representative of one of 


the St. Louis stove houses, did his share in enter- 


taining visitors by giving a theater party at the Olympic 


Wednesday night, when the following association lead- 
ers heard the Rogers Bros. as his guests: W. T. Shoop, 
Richmond; M. W. Kenyon, Maitland: B. F. Naylor, 
Marshall: M. C. Post, Brookfield; John Best, Palmyra ; 
Taylor Frier, Louisiana; and J. W. Poland, Carrolton. 


CAMP FOLLOWERS. 
George R. Barclay, Simmons Hardware Co., St. Louis 
Chas. H. Burton, Stoves and Hardware Reporter, St 
Louis. 
J. W. Bowman, Stoves and Hardware Reporter, St. 
Louis. 
J. G. Beegle, Robeson Cutlery Co., Rochester, N. Y. 
C. H. Bishop, C. Sidney Shepard & Co., Kansas City, 
Mo. 
Ralph Buck, Bridge & Beach Mig, Co., St. Louis. 
S. Y. Buckman, Berger Manufacturing Co., St. Louis. 
C. N. Broderick, American Wringer Co., New York. 
J. W. Dana, Charter Oak Stove & Range Co., St. Louis. 
Guildford Duncan, Ludlow Saylor Wire Co., St. Louis. 
Geo. D. Dana, Charter Oak Stove & Range Co., St. 
Louis. 
A. H. Foote, John Deere Plow Co., St. Louis. 
George A. Fry, Charter Oak Stove & Range Co., St 
Louis. 
Edward J. Fox, Bridge & Beach Mfg. Co., St. Louis. 
H. B. Gordon, Norvell-Shapleigh Hdwe. Co., St. Louis. 
C. H. Green, Jr., Schill Bros. Co., Crestline, O. 
G. W. Gladding, E. C. Atkins & Co., Indianapolis. 
Julius Gerock, Jr., Gerock Bros. Mfg. Co., St. Louis. 
H. C. Hoener, Bridge & Beach Mfg. Co., St. Louis. 
C. L. Hayden, Estate of P. D. Beckwith, Dowagiac, 
Mich. 
James A. Harris, Beck & Corbitt Iron Co., St. Louis 
Fred Haus, Charter Oak Stove & Range Co., St. Louis 
Julian A. Hurdle, Chas. Morrill, New York City 
S. P. Johnston, THE AMERICAN ARTISAN, Chicago. 
E. C. Kempfer, Wheeling Corrugating Co., Wheeling, 
W. Va. 
H. G. Koenig, Peninsular Stove Co., Chicago. 
W. A. Lockwood, Ringen Stove Co., St. Louis. 
Frank Low, Ludlow-Saylor Wire Co., St. Louis. 
R. L. Morton, Norvell-Shapleigh Hdwe. Co., St. Louis. 
M. H. Melrose, Richards & Sencenbaugh Mig. Co., 
Aurora, IIl. 
T. J. Noone, C. Sidney Shepard & Co., Kansas City, 
Mo. 
James T. Newell, The Iron Age, St. Louis. 
Karl W. Pfeffer, Bridge & Beach Mfg. Co., St. Louis. 
J. D. Powell, L. S. Starrett Co., Athol, Mass. 
J. S. Payne, Simmons Hdwe. Co., St. Louis. 
A. H. Reeves, Cupples Woodenware Co., St. Louis. 
W. N. Sawyer, Estate of P. D. Beckwith, Dowagiac, 
Mich. 
F. A. Spielman, Buck’s Stove & Range Co., St. Louis. 
R. W. Shapleigh, Norvell-Shapleigh Hdwe. Co., St 
Louis. 
F. C. Shays, American Sheet Metal Co., St. Louis. 
E. G. Simms, Hibbard, Spencer, Bartlett & Co., Chi- 
cago. 
Daniel Stern, THE AMERICAN ARTISAN, Chicago. 
H. A. Seeger, Berger Manufacturing Co., St. Louis 
E. H. Simmons, Simmons Hdwe. Co., St. Louis. 
Frank L. Sweeney, Berger Manufacturing Co., St 
Louis. 
T. L. Watson, Schneider & Trenkamp Co., St. Louis 
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HANDSOPIE REFRIGERATORS. 


The Eureka Refrigerator Co., Indianaoplis, Ind., 


are manufacturers of a fine line of refrigerators, on 


of which is shown herewith: 











Style No. 51. 


, 


This style is 51 inches high by 33 wide and 27 
deep, and will hold 100 pounds of ice. 
The insulation is admirable, as there are 6 non 


conducting walls, viz., an exterior opal plate, exterior 


water proof paper, dead air space, mineral wool, in- 


terior water proof paper and interior opal plate. 

This firm line their refrigerators with opal en 
amel. This is a pure white solid enamel 3g of an inch 
thick made in large sheets. The frame is of poplar and 
is thoroughly seasoned and kiln dried, 214 and 3 inches 
thick. 

The oak .cases are made by expert cabinetmakers, 
with a hard oil finish. 

Twelve of their sizes have four doors—the ice 
compartment at upper left side with the butter and 
cream compartment directly underneath the ice cham- 
ber, large opening to meat compartment and above that 
the vegetable compartment and the air then passes back 
on the ice again and is purified and continues to cir- 
culate around. 

The air passes from the ice to the bottim of the 
refrigerator, then up the right-hand side through the 
opening at the top on to the ice again, thus keeping a 
constant circulation of cold, dry air in the provision 
compartments. The ice pan is made of heavy gal- 
vanized iron and is so constructed, it is claimed, that it 
positively prevents condensation on the bottom or sides 
of the pan and gives a circulation of cold, dry air, pre- 
serving the food contents and consuming very little 
ice. The ice pan can be €asily removed for the purpose 
of cleaning. The shelving is made of the best grade 
of galvanized iron, and the shelves are very easily 
removed to clean, the spacing and arrangement being 


handy and complete. 
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Meeting North Dakota Retail Hardware 
Dealers’ Association. 


WEDNESDAY MORNING SESSION 

The North Dakota Retail Hardware Dealers’ Associa 
tion had a most successful meeting at Fargo on February 
19th and 20th. The Wednesday morning session was called 
to order by President H. T. Helgesen, of Milton, and Mayor 


Johnson of Fargo was introduced as the first speaker and 


welcomed the delegates to Fargo. 

















President H. N. Joy, Hamilton. 


Mayor J. A. Johnson, of Fargo, addressed the convention 
as follows: 

It is with much pleasure that I again bid you welcome 
to Fargo. It was my privilege to greet you at the time of 
your organization, and I believe once since then. It is always 
pleasant to have representative business men come and have 
their meetings here. We certainly appreciate them doing so. 
This is an age of mutual associations, or as it has been aptly 
termed, “community of interest.” If that applies to great 
railway and manufacturing, as well as other large interests, 
why should it not apply equally as well to the retail dealer? 
The idea that because you meet and compare notes you are 
perfecting any combine by which you will advance prices, has 
been exploded long ago. If I understand the objects of 
meeting of this character, it is more to become better ac- 
quainted with each other than any thing else. It is but 
natural that in your meetings you should discuss the better 
methods of conducting the vast and complicated interest that 
you are engaged in, and thus profit by each other’s experi- 
ence, and in so doing you do good to each other and harm 
to none. The retail hardware trade has, like all others, been 
practically revolutionized in the last 20 years, and changes 
are still taking place so rapidly that unless you meet for 
mutual counsel and comparison you may not be abreast of 
the times, and unless you are you will soon have to give 
way to the man that is. 

I trust that your stay among us will be both pleasant 


and profitable to each and every one of you, and that you 
will meet with us often. I again bid you welcome and turn 
you over to my friends Harrington, Emery and O'Neill. 
Should they by any means lead you astray, and I warn you 
to be on the lookout for them, you may rest assured that 
I will have an accounting with them after you have gone to 


your various homes. 




















Treasurer W. H. Pinkerton, Lakota. 


On behalf of the association President Helgeson re- 
sponded as follows: 


RESPONSE BY PRESIDENT HELGESEN TO MAYOR 
JOHNSON’S WELCOME TO FARGO. 


FARGO A GREAT CITY. 

It is certainly a pleasure to have an opportunity of again 
responding to the hearty welcome so generously extended 
by Fargo’s genial mayor. Fargo is a great city when you 
consider its age, its population, its wealth, its commercial 
importance, its wonderful energy and its great possibilities. 

LIKE A TALE FROM THE ARABIAN NIGHTS. 

A history of Fargo written, even at this early period of 
its existance, would read like a story from the Arabian 
Nights. 

Only a few years ago it was a struggling hamlet, way 
out in the almost uninhabited, Buffalo herded wilds of the 
West. Today it numbers 12,000 of the most intelligent, 
progressive and prosperous people in this great country, and 
is the commercial center of the greatest purely agricultural 
region in all the world. 

I do not believe that the most sanguine optimist in Fargo, 
not even Mayor Johnson, who watches over the growth 
the progress and the prosperity of Fargo as a fond father 
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watches the development of his first born son, can fully realize 
Fargo’s future possibilities. I can see in the not distant 
future, as time is counted, a city here of 100,000 people, 
still energetic, pushing and progressive, and still the com 
mercial and manufacturing center of the greatest “bread 
basket” the world has ever known 
\N ADVOCATE OF PURE GOVERN MENT. 

It is said that “God made the world,” but it takes men 
to make a great city, and when the future historian shall 
write a history of Fargo, its present mayor will receive the 
credit that is justly due him for the efforts that he has put 
forth in its behalf. Of keen politicians and shrewd busi 
ness men there has always been “a great plenty,” by there 
never has and perhaps never will be enough of the men whose 
ambition in life is to give the masses wi hin their sphere of 
influence a pure government whe‘her it be local, state, or 
national, and who are willing to devote their lives to the 
realization of their ambitions. But when Mayor Johnson 


shall be no more, on his tombstone might appropriately be 





Secretary C. N. Barnes, Grand Forks. 


inscribed, “Here lies a man whose ambition in life was to 
give the city that was honored by his citizanship, a model 
government.” Fargo has a way of attracting to itself a large 
number of conventions. 

“ON BUSINESS BENT.” 

Some come for pleasure only, others for politicai rea- 
sons, and a few like the North Dakota Retail Hardware 
Association, “on business bent.” I can assure Mayor John- 
son and the people whom he represents, that we have come 
together for the sole purpose of building up and improving 
what is already one of the greatest commercial industries of 
our state, an industry that has always been a credit to our 
country, and that has cut no small figure in its past history 
We believe in being modern and progressive. We believe in 
capital and in labor, but we do not believe in combinations 
under whatever name, that tend to make it impossible to 
crown personal effort with individual success, believing that 
competition rather than combinations is not only “the life of 
trade” but the salvation of individual effort and success. 

\ FAIR OPPORTUNITY AND A FREE FIELD 

All we ask is a fair opportunity and a free field for every 
American citizen to enter whatever sphere of business activity 
that may best suit his tastes, with the assurance that by 
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honesty, integrity, industry and economy, he can hope tor a 
reasonable success in life What the tuture ha in store tof 
us in the way of new business methods no man can foretell 
Che principle underlying the billion dollar combinations and 
he great railway mergers seem destined to be tried in all 
line of business; but, in my opmion, out of the fhery turnace 
of experience will emerge as permanent institutions, only 
hese new methods that recognize the rights of the individual 
nd prove to better serve the interests t the masses In 
he commercial world the elimination ot 1 middle-man is 


n mpossibility 


A DEFINITION OF THE QUESTION 
lhe question, therefore, is simply this: Shail the middle 
man reside in one of our many little towns and villages where 


he can serve his customers promptly and intelligently, and 
where he can remain as at present, the builder and supporter 
of our excellent high school system, and without which out 
public educational system would lose its most important and 


necessary department, and where he helps to pay our taxes 


Ex-Pres. H. T. Belgesen, Milton. 


and takes a never ending interest in the welfare of the com- 
munity, politically, socially and educationally, or shall the 


distribution of manufactured products be confined to a few 
gigantic corporations in the commercial centers of the country. 


WHICH SYSTEM SHOULD BE SUPPORTED 

hat the two systems cannot long live side by side every 
intelligent man who has given the subject due consideration 
is satisfied. The question, therefore, is simply which system 
shall we support. In every department of life there is a law 
of compensation that cannot be avoided any more than we 
can interfere with the law of gravitation. To the unthinking 
people, a few cents saved in their purchases seems like a 
distinct gain in which the law of compensation has been 
outwitted. But such is not the case. It is a well established 
principle that the ideal condition in any line of business is 
when production and consumption are equally balanced, and 
that anything that tends to unbalance them should be avoided. 

For more than a generation, almost invariably the cause 
assigned for the unremunerative prices received by farmers, 


mechanics, artisans and laborers has been “overproduction.’ 
THE NEW METHOD AND ITS RESULTS. 


Now, suppose the “New Method” should wipe out every 
town and hamlet in the land (and that is what it means), 
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and leave the distribution of all products to a few of our 
commercial centers, what would it mean to us as a people? 

he vast population that thus would be deprived of their 
ordinary means of livelihood would hardly consent to die in 
order that the wheels of commerce might remain properly 
adjusted, but instead of being consumers of farm products, 
most of them would gain the ranks of the producers, thereby 
not only vastly reducing the consumption but enormously 
increasing the production, and who is there so densely ig 
norant that they cannot forsee the consequences of such a 
condition. But that is not all. Thousands of them would 
enter the ranks of the mechanics, artisans and laborers, and 
thus swell the already overcrowded market in those lines 
and thereby cause a general decrease in wages. 

AN INFALLIBLE RULE. 


There is a well established and now infallible rule that 
the markets of the world are increased or decreased in exact 





J. L. Newgard. Grafton, Member Executive Committee. 


proportion to the increase or decrease in the wages of the 
world. 

If this be true—and it certainly is—then the final result 
of the new method of distribution, as adjusted by the law 
of compensation, would be a smaller market and decreased 
prices for all labor and the products of labor, with no one 
the gainer but the retired capitalist, who is the only man in 
all the world to whom cheap labor and cheap products of 
labor are a blessing. 

It will therefore be seen that the law of compensation is 
one that cannot safely be tampered with, for it is based on 
“What thou sowest, that shall thou also reap.” 

WHEN BURDENS WILL BE PLACED UNDER NEW ADJUSTMENT. 

In discussion this subject with the unthinking masses 
you will generally find them willing to admit that by sup- 
porting the new method they are digging a grave for some 
one, but they foolishly think it is only for the “local mer- 
chant,” forgetting the fact that by their education and expe- 
rience the local merchants have become better qualified to 
meet the new conditions than almost any other class of 
people, and that under the new adjustment the honest burden 
will be laid on those who can least afford to pay the penalty. 


STANDING FOR INDIVIDUAL RIGHTS. 
With this short outline of our views you will readily 
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understand, Mr. Mayor, that we are not here for the purpose 
of organizing another combine, but that we stand for the 


rights of the individual and the broadest freedom in com- 


mercial life. That we do not propose to dictate to anyone, 


except in self-defense, and then only because we believe the 


principles for which we contend are such as are for the best 


interests of the people. I can assure you, Mr. Mayor, that 
we appreciate your hearty welcome, and on behalf of the 
North Dakota Retail Hardware Association I ex‘end to you 
ind to the people whom you repre nt our sincere thanks 

The other business of the morning sessio1 sisted 
roll call ol members. enre Ilment ( new me! ers the ap 
pointment of committees, and discussion of the question 
box 


WEDNESDAY AFTERNOON SESSIO> 


At the Wednesday afternoon session H. B. Allen, of 
Jamestown, read the following paper o1 Fakes and 
Fakers, or Leg Pulling.” 

H. F. Emery, of Fargo, read the following paper 








M, Harrington, Fargo, Member Executive Committee. 


SOME DIFFICULTIES HARDWARE DEALERS HAVE TO 
CONTEND WITH. 


ALL WILLING TO SELL HIM. 


Some years ago a young man came West, seeking 2 
business location. He decided to engage in the hardware 
trade in North Dakota. Having procured a suitable building, 
the first question is, of whom, and where, am I to buy my 
stock? The saint and his sister lay their goods at his 
feet; a little farther northeast the city where “lake and 
rail meet” is ready and willing to help. The “Windy City” 
puts on her. best clothes, and with a pocket full of “equaliza- 
tion of freight” comes to him with outstretched arms, and 
to the south he sees the city on the Mississippi making 
“goo goo” eyes, and offering the largest catalogue in the 
world, and in the background loom up manufacturing agents 
and specialty men with their low prices. He dismisses them 
all, and, going down the s‘reet, finds a life-long friend, an 
old hardware dealer, and to him he makes known some of 
the difficulties he has to contend with right on the start. 


AN INSPECTION OF DEPARTMENT STORE GOODS 


This friend first takes him to a department store, where 
is to be seen hardware of various makes and descriptions. 
He bids him look close, and see if he can find a Rochester 





























Gilt Edge hammer, a Zenith 


B. knife, or perchance a Keen Cutter file, and while 


tea-kettle, a 
O. V. 
he is thus engaged the friend whispers, “Of the goods that 
you find here pass up when you buy, not with a hateful feel 

He then goes with this 
friend to his private den, and there, spread out on his desk, 
Some marked M. G 


ing, but as a business proposition.” 


are quantities of catalogues 


Chicago, some from T. M. R. & Co.’s Supply House, Minne 
apolis, while others are simply marked Hardwar« Chey 
go through the first two catalogues, and the young man is 


told to look sharp, and such maker’s name as appear on 
the cuts, them also, is he to pass up, yea, even those that 
have fictitious names, but show ear-marks of well-known 


manufacturing companies, they too must he ignore, for of 
such are the enemies of the legitimate hardware trade com- 
posed of. 

A VISION FROM THE HILL TOPS. 
He is then taken to a high hill, and on the left, in the 


valley below, sees waste and desolation. “These” says his 








M. G. Evenson, Sheldon, Member Executive Committee. 


friend, “are those, who in the beginning, bought of any one 
and every one, and when trouble came there was no one to 
hear their cry, and the sheriff came, and the place thereof 
knew them no These on the right hand, are those 
who had nothing to do with the manufacturing companies 
who solicit trade of the retailer in good times, and keep out 
of the state when short crops are in order. Who bought 
from but few jobbers, and when trouble overtook them, these 
selfsame jobbers stretched forth their hands, saying, each 
with a loud voice, which was even heard in the manufactur- 
ing camps, “Your accounts are extended for one year,” and 


more. 


it was even so, and the next year an abundant crop was 
harvested, and the dealers prospered. 
HE PATRONIZED A GOOD JOBBER. 
And the young man said, “It is enough,” and went at 


once to a good jobbing house, giving them a full account of 
his property, keeping back nothing, and they extended to him 
a large line of credit, even a larger credit than he had ex- 
pected, for they saw in him an upright man. 

The stock arrives, and in due time the doors swing open 
to the world’s trade. 
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lawnmower, an 


W. & Co., 


HARD QUESTIONS TO ANSWER 
Difficulties confront him on every hi: ke 
it hardware store pay without a tinshop OV ep the 
shop from posing during the long, « I 
month hese are questions hard to answ He decides 
to have a good tinner: one bright an at 
to be made right han 
vi i ke vepip l v in 
pense w | high-p 
¢ I p help ( Live 
rHE CRI 
Later on the credit question : é 
Believing his competitor to be hun 9 O 
him to talk the matter over, and " 
puzzling over the same trouble he yon 
reached; that if the trouble is as one, why and 
rid the books of the dead-beat element | I I le out 


and exchanged, and the slow nd de 


tomer is told to move o1 
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H. B. Allen, Jamestown, Member Executive Committee. 


A YEARLY INCREASE IN BUSINESS 
The and 
again, and each year shows an increase of business over the 
preceding one, but what is his astonishment to find that in 
spite of his best efforts, his bank balance does not grow 
in proportion to the the Again he 
seeks his old friend. “My son,” says the sage, “competition 
is your trouble. The department store, the catalogue houses, 
lumber yards handling hardware, independent tinshops, cor 
nice shops handling furnaces, drug stores selling cutlery, all 
the 
shoulder to 


years go by. Invoicing time comes again 


growth of business 


of these tend to cut your profits down, but one who 


ought to stand by you, and help shoulder to 
fight the above competition, is your worst enemy in trade. 
This man is Your competitive hardware dealer in your own 
He it is that 
knife in deep, though the same 
figuring out a way to in- 
the 


town. watches you with a jealous eye, and 


puts the thrust reacts and 
cripples him, and while you are 
crease your profits you will find he is trying to solve 
same problem.” 

Gentlemen of the North Dakota Hardware Dealers’ Asso- 


ciation: After many years of labor in hardware trade, I 
am convinced that the greatest drawback to the retail busi- 
ness is this insane competition among dealers in their own 
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city From that cause bad accounts are made, long-time 


contracts entered into, and narrow margins cut still narrower. 


THURSDAY MORNING SESSION 
Following the address of President Helgeson, Secretary 


Barnes gave his annual report as follows: 


REPORT OF SECRETARY BARNES. 


WORK OF SECRETARY'S OFFICE. 

In several of my reports read at previous annual meet- 
ings, I have felt they were of so lengthy a nature that they 
were tiresome and very uninteresting to those in, attendance. 

In this,my fifth report, I will attempt to carry you through 
the twelve months past and tell you as briefly as possible 
of the work performed in your secretary’s office, and add, 
possibly, a suggestion or two for your consideration while 
here together. 

EXECUTIVE COMMITTEE MEETINGS. 

Since our organization, this has been the first year that 
the executive committee has not been called together to act 
on matters to come before them, which would seem conclu- 














H. F. Strehlow, Casselton, Kx-Member Executive 
Committee. 
Sive that our work has been running along in a smooth 
manner and indicating something accomplished at least. 
GRIEVANCES. 

By the executive committee not meeting, I do not mean 
that we have not had complaints and grievances to contend 
with as in previous years, but they have been handled by use 
of mails, wires and consultation of your officers, and most 
of the problems have been satisfactorily adjusted to all inter- 
ested. One or two of the more recent complaints will be 
discussed by the executive committee during this meeting 
and proper action taken. 

CONFERENCE. 

Early last year various matters came up that could not 
be satisfactorily adjusted by correspondence, so your presi- 
dent and myself met in St. Paul with the hardware jobbers 
soliciting trade in the Northwest, and discussed the issues 
arising and received assurances of their co-operation, and 
which has been manifested since that meeting. 

CORRESPONDENCE. 

The correspondence of this office during the past year 
has been no less than in previous ones, and from postage 
used it would indicate that it far exceeds all others. There 
are several causes that can be attributed to this increase. 
First, we have had double the complaints presented this year 
than former ones, for investigation and adjustment. 

Another cause is that we have been trying to secure 
an accurate list of the hardware dealers in the state, and 
there has been no end to the correspondence in this con- 
nection 
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The large emigration to our state has made many ne 
towns and necessarily many new hardware firms have en 
tered the field. To secure their memberships made a larg 
amount of correspondence and used a great deal of postag 

I regret to say it, but I believe that it is a safe assertio: 
that not more than one-quarter of the dealers in our associa 
tion answer the first letter I send them, consequently through 
their neglect in not answering letters sent them, many dollar: 
have been wasted in postage. 

MEMBERSHIP. 

Our membership today is 135, and with the exception 
of six, all of that number are in good standing. Undoubtedly 
these will be paid up during this meeting. 

Although our present membership shows only sixteen 
more members than last year, we have secured thirty-five. 
This difference is due to the fact that we have been com- 
pelled to drop some on account of changes in their business 
location, others because of their retirement from business 
and non-payment of dues, etc. Nevertheless we have never 
met in annual session since our organization without having 
a larger membership than the meeting previous. 

HARDWARE DEALERS IN NORTH DAKOTA. 

From every available source known to me to secure 
information, I find there are at this date 228 dealers engaged 
in the legitimate hardware business in this state, which is 
seventeen more than there were last year. The names of 
these firms you will find incorporated in our program, and 
while you are together you will confer a great favor to your 
officers if you will look these names over carefully and ad- 
vise them of any errors or omissions. 

FIRE INSURANCE. 

At this date there is carried by our members with the 
Retail Hardware Dealers’ Mutual Insurance Co., of Minne- 
sota, a total insurance in round figures amounting to $70,000, 
which is a gain from last year of $17,000. This company has 
now been in business two years, and from its careful manage- 
ment will be able to refund again this year 25 per cent to its 
policy holders. 

In addition to that amount, they will also set aside 10 
per cent of the premiums paid in, into a surplus fund to be 
used in payment of excessive losses accuring at any time. 
This, as you can readily see, means a saving to the policy 
holder of 35 per cent. 

In connection with this insurance, which is available only 
to our members in good standing, I desire to say that there 
has never been a loss sustained by’ our members carrying 
insurance with this company which they did not pay promptly 
and adjust satisfactorily to the policy holder. I know of 
but one loss during the past year, that of Bidlake & Kinchin, 
of Osnabrock. I feel confident that they will confirm my 
statement as to the prompt and satisfactory treatment re- 
ceived by them from the company. 


GREATER FIRE’ PROTECTION. 


I desire to call the attention of our members to the 
necessity of taking greater care to guard against fire. As 
you all know, the board rates as established in this state by 
the insurance companies appear in most cases to be excessively 
high, but in the face of this high rate there are a great many 
companies that have withdrawn their business from the state 
the past year on account of its unprofitable nature. Among 
our members carrying insurance with the Minnesota company 
there has been four losses suffered during the past two years, 
which, I believe, is as many, if not more, than all other 
losses put together in that company, which seems conclusive 
evidence that there is not the care taken or proper protection 
given by the people, as a whole, in our state. I urge you, 
for your own preservation, to look more carefully about your 
premises and see if you can not find some way to further 
protect your business against loss by fire. 


LEGISLATIVE WORK. 

I do not approve of mixing politics with our association 
work, but there are many abuses confronting the merchants 
throughout the state that cannot be successfully controlled 
other than through legislation. It would seem advisable at 
this meeting to appoint a legislative committee to attend to 
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raming bills that appear necessary now, or that may develop 
ater, and to look after their interests at the next session of 
he legislature, which convenes next winter. 


NATIONAL ASSOCIATION 


Through the medium of the National Hardware Bulletin, 
our members have been able to keep in touch during the 
last year with matters handled by that organization, and | 
am sure that I accord the sentiment of our entire membership 
in expressing our satisfaction with the able manner the affairs 
of that association are being handled, and with the cord they 
have so successfully tied in connecting most of the state 
associations together. 

We have read with pleasure, I am sure, the account of 
the Wisconsin annual meeting held two weeks ago, and their 
decision in joining with the other states in the National, 
and we hope that the other states who have not as yet thought 
best to cast their lot with those affiliated with the National 
will think more favorably of so doing, and that action will 
be taken by them at their annual meeting. 


GOOD WORK FROM TEXAS HARDWARE JOBBERS’ ASSOCIATION 


Almost every day our attention is being attracted to 
others who are becoming interested in this battle for su 
premacy, and are using their best efforts to correct many of 
the trade evils piaced before us. At this time I beg to call 
your attention to the correspondence sent out the past year 
by the secretary of the Texas Hardware Jobbers’ Association, 
which plainly shows they recognize the identical abuses which 
are confronting us, even though we are rthany hundred miles 
apart 

In one of the last circular letters received, the secretary 
mentions the following topics and suggests that we give them 
as much time as possible in our discussions. I trust they will 
not be forgotten by you while together. 

1. Are you using all the means at your command to 
eliminate as far as possible the practice of reputable manufac 
turers seiling or permitting their goods to be catalogued by 
Catalogue Houses? 

2. Do you favor the present burden on the merchant 
of 2c postage being continued in order to meet the deficit in 
the pos‘al department occasioned by the wide distribution of 
second-class matter? 

3 \re you fighting the Parcels Post Bill—a measure 
calculated to tear down the retail trade and build up the 
department stores and Catalogue Houses? 

4. Are you sitting quietly by and letting the express 
agent in your town act as agent for Catalogue Houses and 
department stores? 

IN CONCLUSION, 


I have made this report somewhat longer than contem 
plated at the start, but I desire, before closing, to express 
to the hardware trade throughout the state and to the officers 
of the association and members of the executive committee 
my appreciation for the splendid support and co-operation 
they have given us in the past, and thereby permitted us to 
continue to hold the supremacy above all other similar organi- 
zations in having for our membership the largest number of 
dealers in proportion to the available ones of any state retail 
hardware association in the United States. 

THURSDAY AFTERNOON SESSION. 

The first thing on the program for Thursday afternoon 
was the election of officers, which resulted as follows: 

President, H. N. Joy, Hamilton. 

Vice-President, H. F. Emery, Fargo. 

Secretary, C. N. Barnes, Grand Forks. 

Treasurer, W. H. Pinkerton, Lakota. 

Members Executive Committee, Anton Enger, Coopers- 
town; Frank Lish, Dickinson. 

O. A. Gallup Edgeley next read the following paper: 


MEETING CATALOGUE-HOUSE COMPETITION. 
ONE WAY TO COMPETE WITH SUPPLY HOUSES. 
One way to compete with supply houses—this, simply 


stated, would be, keep the goods, and keep them in good 
order, always at hand, always a full stock, and an ever- 
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lasting perseverance in everything pertaining to business, 
I will not undertake to make my paper apply to the larger 
stores of our state, but more particularly to the stocks of 
the smaller towns. A full stock is not necessarily everything 
that is made or used, but should contain such goods that 
there is a demand for within our territory \ full stock 
need not mean a big stock, if our trade is light we had bet- 
ter make our purchases in small lots, but at all events always 
have some of each kind and siyle on hand: we can order 
often, and by keeping the stock in good order we should 
never need be out of any article for more than a day or two 
at a time. 

WHERE GOODS ARE NOT CARRIED. 


When we have a call for some article that we do not 


have in s.ock and we offer to send and get it for our cus- 


tomer, do we not generally get this reply I can send 
for it myself as well as to have you do it for me,” and 
usually several other articles are included in the order; there- 


fore, would it not be more profitable, even if our trade is 
light, to keep at least one article each ot everything that 
is likely to be called for, though we may think that we 
are likely to carry it in stock for several years before find- 
ing a sale for it. I have practiced this and find it profitable 
to do so. I realize that it is hard to keep track of a stock 
made up of small articles. and but a few of each kind, but 
diligence will overcome this trouble, and so 


; 


profit in our work we can afford to attend to it thoroughly. 
DISPLAY OF CITY HARDWARE STORES 


When we visit one of the city hardware stores we find 


supplied with everything that is convenient for displaying 


and selling goods; it has, for the shelf goods, boxes for 


each separate kind and size of article, with them it only 


} 


requires an instant to obtain the article wanted, and, also, 


it only requires a glance to tell what goods are needed to 


replenish stock. With the use of these fixtures one can 
attend to several customers at one time if necessary. Now, 
if these conveniences are profitable for the larger stores, 
are they not also profitable for the smaller stocks? |] 


Say, Irom experience, decidedly yes 


ADVOCATES THE USE OF SHELF BOXES 


I would like to have every dealer provide himself with 
shelf boxes of some kind, and I am sure he will bettef 
] tre . - . . . let | > 
please his trade; he can carry a more complete stock, re- 
quiring less space, less capital, less help and consequently 
will make a greater profit. 


necessary ;: 


The elaborate and expensive boxes are no 
I prefer the less expensive ones for a small stock Chey 
require less space and often are more convenient, such as I 
have I made myself during the dull winter months, using lum- 
ber from packing boxes for front and back, the sides and bot- 
tom being made of sheet iron, the front is finished in nat- 
ural color and a picture taken from a catalogue and pasted 
onto it and varnished, illustrates the contents of the box. 


AN IMPORTANT PHASE OF THE SUBJECT 


This matter of boxes and other neat contrivances may 
not interest many of you and it may appear like wandering 
away from my subject; however, I believe it is a great factor 
in getting and holding trade, and if we can sell more goods 
by using these conveniences, we have succeeded to this ex- 
tent in gaining on our supply house competitor. May I 
ask if our customers are altogether to blame for sending 
away for their goods when they are in many cases unable to 
procure them at their village store, or if they have cause to 
be disgusted with the untidy stock and unbusinesslike meth- 
ods of its proprietor, may not some of us exact too much 
profit? Are we always worthy of our patrons’ confidence? 
! fear that too many of us are some at fault along these lines. 
If so, let all strive to improve, let us do our part and do it 
well, then we can consistently expect our state and national 
associations to successfully assist us in any reasonaby com- 
plaint. 

I have had direct benefit from our association, and ] 


feel certain that much good has been don: Let us all, then, 


rive our association loval support and libe ral financial aid 
£ 7 
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Jas. McPhail Langdon next read the following paper: 


DEALER’S ASSOCIATION, THEIR OBJECT AND WHAT 
THEY MAY ACCOMPLISH. 


OBJECTS OF ASSOCIATIONS. 

Mr. President and Gentlemen of the Association: 

The association of persons engaged in the same occupa- 
tion, trade, or line of business is not new; and that very 
material benefits may be secured to the occupation, trade, 
or line of business, by such association of those engaged in 
it, has been amply demonstrated. 

The object of those associations should be, in every hon- 
orable and legitimate way, to promote the welfare of the 
individuals engaged in the business the association repre- 
sents; and, also, the interests of the particular line of busi- 
ness. 

NEED OF HARMONY. 

To accomplish this, perfect harmony must exist among 
the members of the association—they must determine what 
their wants are, what conditions exist that are injurious to 
their business, why they exist, and the means or method of 
changing the conditions, so as to overcome or suppress the 
objectionable condition. 

CARE SHOULD BE EXERCISED. 

I believe that the greatest care should be exercised in 
looking well into “cause and effect,” in all such cases; as 
I have frequently found that conditions which, on first sight, 
may seem injurious to a line of business, are not always 
what they seem; and often the remedies proposed, if applied, 
would cause more injury than the existing conditions. For 
this reason the discussion and exchange of opinions which 
can be had at such meetings, as dealers’ associations, are 
of great benefit. 

We, by discussion, are enabled to view the situation from 
many sides and under various lights, also to analyze the 
proposed remedies, and, if possible, find if they contain any- 
thing which may produce a different effect from that desired. 

MORE IMPORTANT QUESTIONS ARE LOST SIGHT OF. 

I have frequently thought that we devote far too much 
time in association meetings to discussion of supposed or actual 
evils of very little importance, and which each individual 
could and must fight in his own particular way; and lose 
sight of much more important questions or conditions, which 
can only be successfully handled by association and united 
effort. 

It is an indisputable fact that “In unity there is strength,” 
and the strength of the association should not be carelessly 
or wastefully used in unimportant matters. 


A TIME OF RAPID DEVELOPMENT. 


The present time is one of very rapid development. Busi- 
ness methods of today call for quick and decisive action, 
and what probably was a good system or method some years 
ago, may now be very much behind the times. Yet we 
have every reason to believe that the near future, with 
the perfecting of various scientific and mechanical inventions, 
which are being tested, will materially affect the methods of 
manufacture, transportation and communication. The va- 
rious existing and proposed combinations of capital will 
materially affect labor and require a change of occupation 
by many persons, those conditions will require active and 
careful consideration that they may be taken advantage of, 
and made to contribute to the general welfare, as it is a 
recognized fact that unemployed energy of any kind, be it 
capital, labor or material, is a menace, at least, to its cor- 
if not to business and so- 





relative industries or associates 
ciety at large. 
THE TRANSPORTATION QUESTION. 

But, gentlemen, to come down to the question which 
should and will likely occupy your attention at this present 
meeting, there is one in particular which to me seems very 
much in need of attention, that is the railroad transportation 
question, which may be summed up under the following, 
viz.: Rates charged you for transportation of your goods, 
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from the trade center to the point of distribution to the 
consumer; the unreasonable classification of those goods; 
the arbitrary and unbusiness-like methods which you are 
required to take to secure a return of charges unjustly col- 
lected, or compensation for goods damaged in transporta 
tion; and on many lines of road (situated within the terri- 
tory covered by your association), the very insufficient train 
and car service, which causes delay in delivery of goods and 
frequently reduces the value of the produce of your cus 
tomers to whom you supply goods, thereby reducing your 
profits. 
FIGHTING HIGH TRANSPORTATION CHARGES. 

To myself, personally, these are sources of much more 
annoyance than catalogue houses, jobbers’ profits, or general 
store competition, and I believe your association could well 
devote some time to a study of this question, and the adop- 
tion of methods to improve the existing conditions. Permit 
me to suggest that your association, by associating with the 
Implement Dealers’ Association, could well afford to pay 
a competent man a liberal salary to look after this particular 
part of your business. 

THE PROFITS OF THE RAILROADS. 

Of course, if you are in the habit of paying your freight 
and express bills as rendered, without investigating the 
correctness of the weights for which you are charged, the 
rate or classification which the railroads have charged you, 
you may not be aware of the amount of your “earthly treas- 
ure” which the “philanthropic magnate,” who controls your 
transportation facilities, has quietly despoiled you of. 

Personal experience has caused me to know the use- 
lessness of appointing a committee to look after such matters. 
A committee can’t and won't do it. 

Hoping that this meeting may be a benefit to our busi- 
ness interests and a social pleasure to all who attend, and 
thanking you for, your attention. 


L. P. Hanson, Sheldon, next read the following paper: 


THE PRACTICAL HARDWARE MAN. 


ROYAL ROAD TO SUCCESS. 


The royal road to success in the hardware business is 
practicability. The hardware merchant must be a specialist 
in the business. 

At the age of specialties and specialists it is absolutely 
necessary that the hardware merchant should be a hardware 
specialist. 

Our doctors are nearly all specialists in some line, our 
best lawyers are specialists and so with every business. Our 
hardware drummers are experts in their line, and in order to 
economically purchase goods from them one must thoroughly 
know his business. Not wishing to cast insinuations upon 
the merry Knights of the Grip, they are simply scientifically 
doing their duty. 

The idea is, know what you want and where you can 
purchase the cheapest. Be in position to take advantage of 
all prevailing competition. 

ORDER IS HEAVEN’S FIRST LAW. 

Make the business a specialty as well as having special- 
ties in the business. First of all is order, which is Heaven’s 
first law. We see so many stores that might be called pitch- 
fork stores. They represent the appearance of having been 
arranged with a pitchfork; as the cases were opened and the 
goods shown on the shelves in a topsy-turvy manner, causing 
a loss of valuable time hunting for the articles you possibly 
cannot find. 

Every person is possessed of more or less admiration 
for a neat and orderly store, where there is a place for 
everything and everything in its place; instead of shelves 
representing a conglomeration of hardware. 

This I believe to be one of the strongest pulls on trade, 
making people feel at home in your store. This, together 
with fair treatment and cheerful greetings from yourself and 
clerks, will establish your trade. 
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BEST GOODS ARE NONE TOO GOOD. 


As to quality of goods to be handled, the best is none 
too good, especially in tinware. If a farmer's wife buys a 
cheap tin pail and finds holes rusted in it after the first 
week’s wear, the probabilities are that she will tell her neigh- 
bor’s wife about it, she will not consider the small price she 
paid for it but will likely buy her tinware somewhere else 
in the future. Advertise your business, though this is a busi- 
ness itself, but a thriving merchant knows how to advertise. 
Every advertisement should represent the best the firm has 
to offer. With something attractive, something that will 
make people talk about you, for such is good advertisement. 

ADVERTISING MUST BE HONEST. 

Never advertise an article at a special bargain unless 
you have legitimate cause for doing so. Let it prove to be 
as represented, as any advertising to bring permanent success 
must be honest. In this country, where the credit system 
prevails, one must know to whom to extend credit. There 
is no community on earth that is not composed of two 
classes of people, and in nearly every case the bad are sepa- 
rated from the good in a littke community. Within that 
community, for birds of a feather will flock together. 

HANDLING CREDIT CUSTOMERS. 

You will always find a section of your community where 
you draw a dead line for credit. But though you have re- 
fused them credit, they are entitled to the same courtesy and 
fair treatment as your debtor of a thousand dollars, who 
pays his account when due. His cash trade will invariably 
be given to you in preference to the man who trusted him, 
because he is under no obligations to you, he owes you noth- 
ing. To successfully conduct a credit business one must be 
a judge of human nature and a good collector, he must 
know the different ways of approaching a debtor according 
to his temperament. He should know whether the indebted- 
ness of a particular individual should be requested or de- 
manded. If you exercise careful and deliberate judgment 
in the selection of your credit customers, a kindly request 
is sufficient. But do your best, some unreasonable person 
will become a blot upon your books. Such accounts as these 
should be taken off the books and put in good paper. If 
about November 1, you are in doubt as to the possible pay- 
ment of such accounts, get security as easily as possible and 
carry him another year rather than postpone settlement on 
the prospect of a good promise, until January 1. Then if 
you get any security it will only be second to that held by 
some banking institution. 

TWO CONTENDING MERCANTILE ELEMENTS. 

In the mercantile business there are two contending ele- 
ments, one is profit and the other is expense. There is a 
continual race between the two for supremacy. If expense 
travels at a 2-10 gait and profit at a rate of 2-40, it stands 
to reason that you are losing money, or if your expenses 
amount to 20 per cent of your gross sales, your business 
cannot exist at a profit of 15 per cent on gross sales, but 
if conditions are reversed the business will prosper. This 
means that the merchant must have intelligent and practical 
knowledge, proper control of profit and expense of the busi- 
ness. Careful and intelligent bookkeeping should determine, 
at least monthly, what per cent the expense bears to the 
sales, without waiting for this annual inventory, thereby at 
all times knowing at what percentage of profits his business 
can prosper. 

SWELLING ONE’S EXPENSE ACCOUNT. 

There are a thousand different ways of swelling your 
expense account. One of these may be termed unknown 
quantity, it is the discounts to favored ones. I refer to dis- 
counts given to various individuals, as, for instance, to 
preachers and other members of the favored fraternity. This 
sort of a drain upon the profits of the business is dangerous 
because it cannot be kept track of. Furthermore I do not 
understand why the well-fed and well-paid preacher should 
have a 10 per cent discount, when the hard-working man 
with the hoe who digs in drudgery, is made to pay full price. 

Mark your goods at a reasonable profit and sell to all 
alike, give discounts to neither preacher, proprietor, saint 
nor sinner. 
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In conclusion I would say that in this age of flashing 
thought, lightning action and figures, it stands one in hand 
not to guess at, but to know his business. 

The association decided to hold their annual meeting 
for 1903 in Grand Forks. 

H. N. Joy, Hamilton, H. T. Helgesen, Milton, and C. 
N. Barnes, Grand Forks, were elected as representatives to 
the convention of the National Retail Hardware Dealers’ 
Association to be held in Chicago March 18 and 19. The 
convention adjourned sine die at 6:30 p. m. 


2 
. a 


JOINT MEETING OF THE NEW YORK HARD- 
WARE JOBBERS’ ASSOCIATION AND THE 
PENNSYLVANIA WHOLESALE HARD- 
WARE ASSOCIATION. 





A joint meeting of the New York Hardware Job- 
bers’ Association and the Pennsylvania Wholesale 
Hardware and Supply Association was held in Wilkes- 
Barre, Pa., on Feb. 13. 

The following houses connected with the associa- 
tions were represented at the meeting: 

PENNSYLVANIA ASSOCIATION. 

Bright & Co., Reading, Pa.; J. H. Obold & Co., 
Reading, Pa.; Stichter Hardware Company, Reading, 
Pa.; Bard, Schlott & Co., Reading, Pa.; Bittenbender 
& Co., Scranton, Pa.; Foote & Shear Company, Scran- 
ton, Pa.; Charles B. Scott, Scranton, Pa.; Scranton 
Supply & Machine Company, Scranton, Pa.; Reilly 
Bros. &- Raub, Lancaster, Pa.; Geo. Krause & Co., Leb- 
anon, Pa.; C. Dreisbach’s Sons, Lewisburg, Pa.; A. J. 
Roat, Kingston, Pa.; C. Morgon’s Sons, Wilkes-Barre, 
Pa.; Pennsylvania Supply Co., Wilkes-Barre, Pa.; 
Phelps, Straw & Co., Wilkes-Barre, Pa. 

NEW YORK STATE ASSOCIATION. 

Syracuse Hardware & Iron Company, Syracuse, N. 
Y.; Burhans & Black Company, Syracuse, N. Y.; Bar- 
ker, Rose & Clinton Company, Elmira, N. Y.; Irving 
D. Booth, Elmira, N. Y.; Weaver, Palmer & Richmond, 
Rochester, N. Y.; Albany Hardware & Iron Company, 
Albany, N. Y. 


CHICAGO HARDWARE BOWLING LEAGUE. 





The leaders in the Chicago Hardware Bowling 
League have met with vicissitudes the past week and 
have only made a tail-ender average, as they lost 2 and 
won 1. 

The Vaughn & Bushnell Mfg. Co. have helped 
their percentage considerably, while the Geo. B. Car- 
penter team are still doing business at the old stand. 

The Orr & Lockett Hardware Co. went as far back- 
ward as they could, the rope that holds them tethered 
to the 500 mark preventing their communing with the 
“333” boys on too intimate terms. 

The second division have had a rest and there are 
no changes to record. Scores up to date are as fol- 


lows: 


Won. Lost. Pet. 


Hibbard, Spencer, Bartlett & Co...45 9 3833 
Vaughn-Bushnell Mfg. Co........ 12 12 778 
Geo, B. Carpenter & Co........... 37 17 .686 
Orr & Lockett Hardware Co........ 26 28 481 
Crerar, Adams & Co... ...cccccces 17 34 333 
C. Sidney Shepard & Co........... Vy; 34 333 
rere ree { 8 333 
i I ee ied aes s 16 35 314 























WEDNESDAY MORNING SESSION. 

The association convened in the ordinary of the Denison 
Hictel and was called to order by President W. P. Lewis, 
ol New Albany, at 11 a. m. 

The president introduced Mayor Bookwalter of !ndian- 
wpolis, who welcomed the delegates in the following lan- 
cuage: 

Mr. President and Members of the Hardware Dealers’ 
understand and appreciate the fact that it is 
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ecnstomary upon gatherings of this kind for the official rep- 
resentative cf the city in which you meet to extend to you, 
on behalf of that city, a welcome. I am not to-day going 
tu assure you that the keys of the city of Indianapolis are 
yours to use as you see fit while amongst us, for I recognize 
the fact that in view of your occupations that you will not 
ask any sucli accommodation at my hands, because if you 
have not prcvided yourselves with skeleton keys before you 
left home you are not the keen, far-sighted men of business 
that I take you to be. (Applause and laughter.) 

I can only assure you that the people of Indianapolis 
appreciate the fact that you appreciate them. I am a rather 
loyal partisan of the city of Indianapolis. I believe in this 
capital city, and I believe that every citizen of Indiana is 
justified in entertaining for it the same feeling of warm ad- 
biiration that we resident here certainly feel for our home 
city, because Indianapolis is only as a mirror to Indiana, 
and when we believe in our own home we believe in our 
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cwn city, and I welcome you representatives of the business 
enterprises of the various portions of Indiana—I welcome 
you tu this, your capital city. 

I can only say to you, my friends, that if at any time dur- 
ing your stay in Indianapolis—I know none of you will 
break in, but if any of vou break out, we will endeavor to 
care for you in a manner that will cause you to appreciate 
the hospitalities of Indianapolis in all its phases. (Ap- 
plause.) 

Now, the gates of Indianapolis always swing inward to 
the welcomed gvest, but after you are here it is not neces- 
sary to remind you of the fact that they still continue to 
swing inward, because I am satisfied of the fact that you 





President W. Lewls, New Albany, Ind. 


will be so loath to leave that you will not try to push the 
gates outward; but while with us we wish you to under- 
stand that if there is anything vou might want to take, and 
the party in possession of it will not yield readily, use force 
and take it from him. I will guarantee that any mild inirac- 
tions of preperty rights that that action will entail shall 
nct cause you ary trouble either on South Alabama street 
r over ia the husement of the court house. 

Now, my friends, I would like to have the opportunity 
to go with each one of you individually and collectively and 
show you all the beauties and attractions of the city of In- 
dianapolis. This I can not do for manifest reasons, but the 
hardware dealers of this city are, in the vernacular, called 
“Johnnie wise,” and I assure you that if they fail to show 
you anything that we have in Indianapolis it will be an over- 
sight on their part, because they know everything that we 


have in the town. 

Now, my friends, you are welcome to Indianapolis, and 
if you come back here after this meeting adjourns—and I am 
satisfied you will all come here because you cannot stay 







































oR EE 











away; I could not, I was raised in northern Indiana and 
could not resist the attraction of coming here—if you ever 
come back to Indianapolis after this meeting adjourns and 
you need to give to some one the hailing sign of distress, 
always remember that there is an individual over at the 
court house with a sympathetic eye and it will always be 
held open to the sign and that the sign shall always be rec- 
ognized. I thank you, my friends. (Applause.) 

Mr. President, I have an engagement and you will have 
to excuse me. 

The President: The programme calls for a response on 
the part of the presiding officer. The Mayor has left the 
room, but I presume there are other citizens of Indianapolis 
here, and what I have to say on the subject will be addressed 
to them. 

We appreciate exceedingly the kindly welcome which 
we have received from the chief executive. We appreciate 
very much the privilege of meeting here in this beautiful cap- 
itol city, and we as members of the hardware organization 
recognize the responsibilities that devolve upon us at this 





Vice-President James L. Falton, Portland. 


annual meeting. We have met here before, and I believe it 
is true to say that we have been inspired every time we 
have met in the city of Indianapolis. We have made great 
progress since our last meeting; but in contrasting the prog- 
ress that we have made since our last meeting to the progress 
which we expect to make between this and the next meeting 
I wish to relate an incident which is said to have occurred 
in Louisville which aptly illustrates our expectation. There 
was a negro freight tobacco warehouse handler in Louisville 
who had the reputation of being a very brave negro. One 
morning he met a Kentucky colonel on the street and he 
said, ““Morn’g, Boss.” ‘‘Morning, Jim. Jim, I understand 
that you are an exceedingly brave man?” “Oh, yes—yes, 
Boss, I was a very brave man, yes, sir.” ‘Well, Jim, if you 
will go and stay all night at the haunted house on the Bards- 
town Pike I will give you a brand new ten-dollar bill.” 
“Oh, yes, Boss, yes, yes, that money is just the same as 
mine; I dun got that money spent.” Jim went out to the 
haunted house. It was a dark, stormy, windy night. It 
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should have been moonlight and would have been moonlight 
save it was cloudy. Jim went into the room—a poorly fur- 
and sat 
down, and the silence was painful. The wind whistled out- 





nished room with a table, a glass lamp and a chair 


side; the shutters creaked, and the clouds were scurrying 
back and forth. There was a deadly silence. Jim stood it for 
a while and suddenly a big black cat jumped on the table 
and curled its tail around the lamp and looked down into 
Jim’s face and said, ‘‘What are you doing here?” Jim got 
out of that front door just as fast as he could and ran and 
ran until he was out of breath. Catching his wind for a mo- 
ment, a man came up to Jim who had under his arm the 
head of a negro that had been cut off right at theneck, and he 
looked at Jim and says to Jim, “What did you run for?” 
Jim says, “Boss, boss, I never run; watch me now.” 

The business of this session is practically over, though 
there are some committees to be appointed 

The President appointed the following committees: 
Committee on Press— 

E. C. Minus, Hammond 

Mr. Price of Marion. 

H. J. Trueblood, Washington 


























Secy-Treas. M. L. Corey, Argos. 


Committee on Resolutions— 

E. E. Schenk, Mt. Vernon. 

W. L. Hubbard, Scottsburg. 

F. M. Smith, Ft. Wayne. 

W. A. Shipley, Lafayette. 
Committee on Nominations 

Chas. F. Boonshot, Petersburg 

A. W. Smith, New Pass 

T. M. Layne, Cloverdale. 

Chas. B. Frame, North Manchester 
Auditing Committee 

N. R. Stoner, Rochester 

M. Meyer, Jr., Covington 

M. P. McDaniels, Winchester. 
Sergeant-at-Arms— 

A. H. Burkett, Gosport. 

The meeting then adjourned until 2 p. m. 

WEDNESDAY AFTERNOON SESSION, 
President Lewis called the association to order at 2 p. m. 
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The session was opened with the reading of the Presi- 
dent’s annual address, as follows: 


PRESIDENT’S ADDRESS. 


A DEFINITION OF WISDOM. 


Wisdom has recently been defined the ability to see large 
things large, and small things small. There are men in 
the hardware business in Indiana, who, in the light of this 
definition, have wisdom. They see large things large and 
small things small; they are members of this state organiza- 
tion. I am zealous for our state association. It is already 
large, strong, active and intelligent. It has been forceful in 
its labors on the national field, but there are still many hard- 
ware men who have not been aroused. When these men 
awaken and enroll their names, as they surely will, and take 
their place beside the loyal men who have given character 
to this movement, Indiana, the geographical center of this 
Union, will continue to stand, as she now stands, in the 














I. A. Sibley, South Bend, Member Executive Committee. 


front rank, and will exert an influence that will sweep over the 
snow-capped Rockies and be felt to the western sea. 


BY THEIR FRUITS YE SHALL KNOW THEM. 


Few men, even in our own membership, comprehend the 
advancement we have made and the power of our association, 
state and national. These two are one and inseparable and 
we shall so view them. 

When John was in prison, he sent two messengers to 
the great Nazarine, bearing this inquiry, “Art thou He that 
should come, or look we for another?” Christ, in his answer, 
did not refer them to the prophets and say it should be clear 
to you that I am the logical sequence of all that was fore- 
told should come to pass, but he tersely said, “Go tell John 
what you see and hear, namely: The blind receive their 
sight, the lame walk, the lepers are cleansed, and the deaf 
hear, etc.” and thereby John could form his own conclusions. 
It has been asked, directly and by inference, if the National 
Retail Hardware Association is the Savior of the hardware 
business? Go and tell such seekers after truth that in the 
National Secretary’s office there are on file letters from many 
manufacturers, stating over their own signature that they 
will not sell to the consumer direct, or market their goods 
save through the regular hardware dealers. 
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NO GOODS SOLD AT RETAIL. 

Tell them that the following is taken from a circular 
recently issued by one of the largest hardware jobbers in 
the country: “The large increase and satisfactory condition 
of our wholesale business, both in the city and in the country, 
and the strong sentiment that prevails among retail hardware 
dealers and also the manufacturers that it is not in harmony 
with the spirit of the times for jobbers to come in compe- 
tition with their own customers through a retail department, 
led our board of directors to unanimously vote against open- 
ing a retail department in our new building when it is com- 
pleted. As the hardware trade will, no doubt, be interested 
in our decision, I take this occasion to promptly advise you 
that this question is now settled. For some time past, we 
have placed prominently at the front door of the office of our 
wholesale business, signs reading, “No goods sold at retail.” 


PERCENTAGE OF COST OF ASSOCIATION WORK. 


Tell them that there are many equally important facts 
in the possession of the National Organization, which have 


E. M. Rush, Evansville, Wember Executive Committee. 


not been and can not be secured by any state organization 
single-handed; tell them that there is no other name given 
whereby the best, the cleanest, the most dignified branch of 
retail merchandising may be saved. But, it has been said 
that it costs too much money to belong to the State and 
National Association, and that we should beg contributions 
from the manufacturers and jobbers. Indiana paid approxi- 
mately $1,000 last year for the maintenance of state and 
national work. The capitalization of the members of this 
association in good standing is $4,923,500. This counts no 
new members, and these figures are from an authoritative 
mercantile agency. In round numbers, we represent today 
easily $5,000,000. On this capitalization we pay, all told, for 
state and national support, 1-50 of 1 per cent. Again, esti- 
mating $5,000,000 to be the aggregate annual business of 
the membership of our State Association, and estimating 10 
per cent to be the cost of doing this business, it is plain 
that we pay 500 times more for the cost of doing business 
than we are called upon to pay for the support of an organ- 
ization, the object of which and the practical effect of which 
is to defend, protect and make profitable the business we do. 

I desire to go on record as being duly thankful that the 
men who think association work too expensive, and that 
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we should solicit outside aid, are not gentlemen from Indiana. 
THEY NEED A TRACER. 

Now, in the light of these statements, it seems, first, 
that association work is potential and visibly effective, and 
also that it is conducted at an expense so small that it is 
difficult to take seriously a man who complains of the cost. 
To those men who have hesitated, who have feared lest we 
accomplish nothing, who feared it would cost too much, to 
these we say, hesitate no longer, fellow traveler, and re- 
member that he who hesitates “needs a tracer.” Association 
work is continuously a labor of education, manufacturers, 
jobbers and retailers alike being students in a great class of 
commercial equity. 

THREE FUNDAMENTALS. 

To develop strong and enduring organization there must 
be three fundamentals; first, the principles for which we 
contend must be unassailable; second, the leaders must be 
trained and diplomatic; third, the membership must be 
energetic and co-opefative. Concerning the first of these three, 
I am not a prophet and claim no prophetic ancestry, but 
I hazard the prediction that the .ime is not far distant when 
the principles, for which we now contend so vigorously, will 
be recognized as axioms, will be considered and admitted as 
matters of the plainest equity, und this will be brought about 
not so much by the influence of trained leaders as by the co- 
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W. H. Weed, Viucennes, Member Executive Committee. 


operation of the membership. I am a believer in the great- 
ness of the rank and file, particularly such rank and file 
as constitutes the membership of this body, every man being 
one accustomed to financial responsibility and to making de- 
cisions involving gain or loss. 

PRAISE FOR SECRETARY COREY. 

Another year has gone, another page of history is writ- 
ten, and again we stand together to face the future. I am 
proud of Indiana, I am proud of our capital city, I am glad 
to be here, I love the touch of a friendly hand and the light 
of a kindly eye, and I would rather listen to the remarkable 
trade experiences of my friend, the member from South Bend, 
than to have pie for breakfast for a month. And, speaking 
of secretaries, if there is a better one than ours anywhere 
in this broad land, his name is not in my address book. 
Mr. Corey has done more thinking, more writing, more 
traveling and more work than is common to secretaries; he 
has been faithful to the interests of this association, and 
he has been much more, he has been diplomatic and intelli- 
gent. 

Encouragement is in the air; Arkansas, Pennsylvania 
and Wisconsin have joined the National, and others will 
follow soon. We have passed the period of uncertainty, the 


period of development is under way, the power and destiny 
of this movement is in our own hands, and when every man 
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shall do his duty, our progress will be an unchallenged 
march of peace. 

At the close of the President’s address Mr. I. A. Sibley, 
the chairman of the executive committee, came forward and 
said: 

Mr. President—On behalf of the members of our asso- 
ciation I have been requested to present you with this gavel 
in signet of your command of our association. In your re- 
marks you stated that we were accustomed to look upon 
large things as large and small things as small. I trust, 
however, in receiving this gavel that it will always be a re- 
minder to you, although small, of the large esteem and affec- 
tion you hold in our memory. (Applause.) 

The President: I certainly will not use the gavel to 
stop that applause. I want to say that one of the pleasures 
to me in being associated in this hardware association is the 
good-fellowship and the extraordinary good-comradeship 
which we develop by meeting here together, and this gavel 
I shall prize among many things that I have received of a 
greater intrinsic value. I thank you very much. 

Now, we have with us this afternoon a gentleman from 


Philadelphia, Mr. T. James Fernley. Mr. Fernley is the 
Secretary-Treasurer of the National Jobbers’ Association, 





T. J. Fernley, Secretary National Hardware Association, 
Philadelphia. 


and in presenting Mr. Fernley to this body I want to say 
that among other criticisms that have been made of our 
association was that we sort of carried a chip on our shoul- 
ders; that we took an attitude of belligerency. Well, I pre- 
sume that in the early organization of an association like 
this, when we feel that our rights have been trenched upon, 
possibly that spirit does receive some expression, but cer- 
tainly we all understand that in adjusting the relations be- 
tween the jobber and the manufacturer and the retailer there 
must be co-operation and an understanding; we must meet 
one another in friendly conference; that there is a great deal 
more accomplished through friendly conference than there 
is by an attitude of antagonism, and this association, I know, 
does not stand for any attitude of antagonism, and we take 
the greatest pleasure in the world in listening this afternoon 
to the gentleman who has come all the way from Philadel- 
phia to talk to us about how the jobbers feel concerning our 
associations. 

Mr. Fernley: Mr. President and Gentlemen of the In- 
diana Retail Hardware Dealers’ Association—I assure you 
that it gives me a great deal of pleasure to come here this 
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afternoon as an official representative of the National Hard- 
ware Association of the United States. I would much pre- 
fer to have a heart to heart talk with you than to attempt 
to read a paper, but unfortunately or otherwise, as we may 
consider the matter, we have a very strong factor known as 
the trade press. Indeed, the first notice that I received— 
an invitation to attend this meeting—was in the shape of a 
letter from one of our trade papers asking for a copy of my 
address, so you can see that they are alive to your interests. 
That being the case I felt it was but right and proper that 
what I should have to say should be reduced to writing, 
and that will be my apology for referring to a greater or less 
extent to my manuscript. I feel also in addressing you I 
am addressing the retail hardware men of the country. I 
noted in the address of your President such was the case 
to a limited extent—at least he was addressing some remarks 
to the retail dealers of Indiana, as I take it, who are not 


supporting this association. 


REPRESENTING JOBBING INTERESTS. 
I don’t wish you to look upon me as coming here per- 





A. H. Burkert, Gosport, Ex-Member Executive Committee. 


sonally. The jobbers of. the country, feeling the interest of 
having an organization and the interest of having it main- 
tained, have employed me to conduct the affairs of the asso- 
ciation under the policy as announced and arranged for at 
our various conventions and carried out by the executive 
committee during the year. We have realized that we re- 
quired in our association work what your President has 
alluded to—the sinews of war—and it may be different in the 
east, but we have a peculiar feeling there that we like to be 
paid for what we do, so it has been thought essential in our 
association to have some one steadily employed whose duty 
it shall be to carry out the interests of the association. I 
sincerely hope that that feeling will pervade the west, Mr. 
President, and that you will have ample funds coming to 
your treasury to employ a secretary, even though you should 
havetoemployashigh-pricedaman as your present secretary 
would be if he would place a money value upon his services. 
I hope that you will have sufficient money to do even that, 
and I fully believe, speaking from the standpoint the jobbers 


have taken, that you will get tenfold and possibly a hundred- 
fold return for all the money invested. I wish this to go on 
record, for the gentlemen who are here, Mr. President, show 
by their presence that they are supporting this organization 
—but for the benefit of a large number of dealers who are 
not connected with your organization. 

It gives me a great deal of pleasure to meet with you 
to-day as an official of the National Hardware Association 
of the United States, delegated by an organization com- 
posed of one hundred and eighty-five (185) of the leading 
jobbing houses of the country, employing about 2,500 sales 
men, and doing a business of probably $160,000,000 per an- 
num, which business is done with the retail hardwaremen of 
the United States, many of whom are now members of the 
state retail hardware organizations and through these affilia- 
tions members of that most vigorous body—the National 
Retail Hardware Dealers’ Association of the United States. 


A BEARER OF GOOD WISHES. 

I bring to you the best wishes of our organization and 
the sincere hope that the retail hardwaremen of the country 
will all realize the necessity of connecting themselves with 
organizations through which means it is admitted on all 





J.C. Shanklin, Frankiort, Ex-Member Executive 
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sides benefits can be obtained and objects accomplished 
which could not be obtained through individual effort. 
HARDWARE MERCHANT NEEDS EDUCATION FROM BOYHOOD. 
You gentlemen are engaged in no mean vocation. I 
hold that the hardwareman of the twentieth century is and 
must be a man of more than ordinary intelligence, and must 
possess knowledge of the business which can only be acquired 
through a course of instruction which requires years of 
labor. Theologians, lawyers and physicians are prone to 
think that they are the only ones who require an education 
to successfully prepare themselves for the duties and respon- 
sibilities of life. In my opinion the hardware merchant 
should be educated from boyhood in everything that pertains 
to the conduct of the business. Indeed, I am not sure but 
that the law of the various states should insist upon an 
examination as to the qualification to conduct any given line 
of business before permitting any one to embark in it. We 
know that the theologian must pass an examination before 
being perimtted to enter upon his profession. The lawyer 
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must be examined by a board of men well versed in the law 
before he is recognized as a practitioner before the courts. 
The doctor must present his diploma certifying that he thor- 
oughly understands the human anatomy and the diseases 
which may attack man, and how to prescribe remedies for 
treating the same. These safeguards are provided for the 
protection of the citizen, and the state does not recognize 
“quacks,” 
COMMERCIAL QUACKS ARE DANGEROUS. 

We hold that the “quack” in commerce is quite as dan- 
gerous to mankind as the “quack” in medicine. The man 
who opens a hardware store without a knowledge ot the 
business and without such qualifications as will fit him to 
conduct it is a ‘““quack”—a “commercial quack.” He invests 
what money he has, or can borrow—and “quacks” are much 
more apt to invest other people’s money than their own. 
He hires a store, puts in a stock of goods and then, without 
knowing anything of their value, makes prices on his stock 
regardless of the cost, and regardless of the expenses of 
marketing the same. The result is—as has been proven 
thousands of times—the sheriff in the course of time takes 
possession; not, however, before this “quack” in business 
has seriously hampered educated men who are competent to 





H. P. Townley, Terre Haute. 


carry on a business and who might have been doing so for 
many, many years. We have known of cases where “quacks” 
of this nature have driven legitimate men to the wall and, 
indeed, to death. This being the case, why is it’ not right 
and proper that some safeguard should be provided for the 
merchant. 

TOOLS AND SPOOLS AT SAME MARGIN. 

I call this to your attention because the retail hard- 
ware business to-day is being attacked on all sides by those 
who are not competent to intelligently supply the wants of 
the buying public. 

You gentlemen would not be permitted to conduct a 
drug store, and yet the druggist can with impunity enter the 
hardware business. To-day we find the dry goods dealers 
putting into their stocks a line of hardware, and selling 
pocket knives on the same margin of profit as muslin, and 
tools on the same margin of profit as spool cotton 

AN UNFAVORABLE CONDITION. 

We find that concerns who do not display their goods 
to their customers, but who present a poorly printed wood 
cut of the same, and offer to fill the order by express, pro- 
vided the money is sent in advance, are putting themselves 
in competition with the intelligent hardware dealer who is 
carrying a stock of goods and is in a position to make im- 
mediate delivery and in the event of the customer being 
worthy of credit to thus favor him. 

I am not a pessimist; much prefer to view things from 
the sunny side of the street; but this twentieth century con- 
dition is an unfavorable one and must be met if the hardware 
trade of the country is to flow in the proper channel. 








THE AMERICAN ARTISAN AND HARDWARE RECORD. D9 


THE NATURAL CHANNEL OF TRADE. 

We hold in our National Hardware Association that the 
natural channel through which commerce in the hardware 
line should pass is from the manufacturer to the jobbe) 
and from the jobber to the retailer, and from the retailer to 
the consume? and that whenever any counter-current 
crosses this legitimate one trouble ensues. We do not hesi- 
tate to state that we believe the jobber is in a much better 
position to serve the retailer than any manufacturer. We 
further state (and are in a position to prove) that the dis- 
tribution of goods through the jobber is by far the most 
economical method. Indeed, I think you gentlemen will 
admit that it would hardly be possible to conduct a retail 
hardware business to-day but for the fact that within a short 
distance—not over a few hours’ time at the most—there is a 
central depot of supply upon which you can call for the 
wants of your customers on very short notice. 

THE MOST ECONOMICAL MEDIUM OF DISTRIBUTION. 

I made the statement that the jobber was the most 
economical medium of distribution and this is susceptible 
of easy proof. The jobber, by closely watching the markets, 
is in a position to take advantage of trade conditions as they 








J.D. Warren, Chicago. 


arise. Manufacturers, who for various reasons desire to 
move a large quantity of goods quickly, communicate by 
wire, letter, or in person with those who are in a position to 
use a quantity of goods. Purchases are made and the corps 
of traveling salesmen constantly employed by jobbing houses 
is advised at once of the favorable transaction, and the re 
tailers are the beneficiaries. Unfortunately, this business is 
done by the jobbers at almost the flat cost for the service 
rendered 
A DECREASE IN NUMBER OF JOBBERS 

It is a fact that there are not as many jobbing houses 
in the country to-day as ten years ago. This is because 
there has been such keen competition between those in the 
field at that period of time, and the retailer has been enabled 
to buy goods so near to the cost of the jobber that the 
latter has not been able to accumulate any large amount of 
money, and hence the business has not been attractive 
enough to induce outsiders to embark into it, and those 
who have not been extremely keen in their business methods 
have been forced to retire, leaving in the field only such 
as have put into their business the greatest degree of ability. 

THE COMBAT FOR LEGITIMACY. 

The retail merchant to-day is suffering much from the 
competition of those who are occupying the same relation 
to him that the “quack” doctor does to the legitimate prac 
titioner, and if I am correctly informed it is to alleviate this 
condition that the retailers of the country are organizing 
into these associations. This action on your part ts com- 
mendable. I am only surprised to note that such a compara- 
tively few number of retailers up to the present time have 
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financially these associations. 
RECIPROCAL GOOD FEELING. 

The good feeling which the National Hardware Associa- 
tion of the United States has displayed towards the retail 
hardware organizations is, I am happy to say, reciprocated 
by the members of these organizations. 

QUOTES PRES. CORMICK. 

While preparing this address the Proceedings of the 
Illinois Retail Hardware Dealers’ Association have reached 
me, and I assure you that it afforded me much pleasure to 
read the address of Mr. H. G. Cormick, the President of 
that association; and particularly did I note with pleasure 
this paragraph in his annual address: 

“In view of the fact that the members of the National 
Hardware Association are our friends, I believe it would be 
to the interest of this association if each of our members 
would ascertain if the jobber of whom he buys is affiliated 
with the National Hardware Association.” 

I also read with pleasure the following remarks of this 
gentleman: 

“The National Hardware Association have proven them- 
selves to be friends of the retailer. Conferences between 
this body and the National Association of Retail Hardware 
Dealers have been along this line. I regret that many of 
the hardware jobbers in Illinois do not belong to the Na- 
tional Hardware Association. Our duty in these premises is 
to discontinue indiscriminate patronage of jobbers.” 


THOSE OUTSIDE THE WALLS. 

The members of the National Hardware Association do 
not ask for any patronage at your hands because of the fact 
that they pursue a policy which they consider is only honor- 
able and just. It is true that a few concerns in the United 
States in the jobbing hardware business are not connected 
with our association, for reasons best known to themselves, 
and while these concerns would be admitted to our associa- 
tion if they applied, yet we feel that their membership is not 
essential. 

NO ATTEMPT AT CONTROLLING PRICES. 

At first it was thought by some outside our organization 
that possibly the National Hardware Association of the 
United States would attempt to control prices,.or to make 
price agreements between their members. I want to assure 
you, here and now, that this has never been attempted, and 
in all probability never will be. The object of our associa- 
tion is to create more cordial feeling: between the manufac- 
turers, retailers and jobbers, and this object could certainly 
not be brought about through a system of price agreements. 
Every member of our association is privileged to conduct his 
business in such manner as he may see fit, but we endeavor 
to carry out the motto first announced by William W. 
Supplee, who for the first four years of its existence was 
President of our association, namely: 

A HIGH STANDARD OF BUSINESS METHODS. 

The National Hardware Association of the United 
States, I am proud to say, commends your action, and has 
placed on record a resolution, which I take pleasure in now 
reading to you: 

Whereas, The National Hardware Association, in con- 
vention assembled, have discussed the evil effects of the 
competition of the catalogue houses with the legitimate re- 
tail trade of the country, realizing as we do that this system 
of merchandising is inimical to the interest of the manu- 
facturer, jobber and retailer and, in our judgment, when the 
entire system of distribution of goods through this medium 
is taken into consideration, it is not even in the interest of 
the consumer that such institutions should be sustained, 
therefore, 

Resolved, That we reaffirm the position this associa- 
tion has taken on this question ever since its inaugura- 
tion seven years ago, and we instruct the Secretary of the 
association to use his best endeavors on all occasions to 
the end that manufacturers may be induced to refrain from 
selling this class of houses, and, 

BUYERS SHOULD CONSULT SUPPLY HOUSE CATALOGUES. 


Further, We recommend that members of our ‘asso- 
ciation instruct their respective buyers to obtain copies of 


realized the importance of supporting both morally and 
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these catalogues, having same within easy reach, so that 
when they are solicited for orders by manufacturers they 
will be in a position to quickly ascertain whether the goods 
offered can be sold to the retail merchant and by him sold to 
the consumer at the prices quoted in the catalogue with a 
proper profit to both the jobber and the retailer. 


SHALL NOT SELL TO CATALOGUE HOUSES. 

Resolved further, That it is our opinion that members 
of our association cannot consistently furnish goods to 
catalogue houses, and we hope that they will see it to their 
interest to refrain from so doing. 

Resolved further, That we request the President 
of our association to appoint a committee to confer 
with the National Retail Hardware Dealers’ Association on 
this subject, or any other matter relating to our mutual in- 
terests, when such request may reach our association from 
the officials of the National Retail Hardware Dealers’ Asso- 
ciation. 

A STURDY FIGHT AGAINST ILLEGITIMATE COMPETITION. 

I would further call your attention to the fact that before 
the organization of the first retail hardware dealers’ associa- 
tion the National Hardware Association of the United 
States was doing its utmost to prevent the inroads which 
were being made upon the retail hardware business, by what 
we consider illegitimate competition, and while we have to 
a large extent been successful, yet, notwithstanding our ef- 
forts, these “quacks” in commerce have continued to grow 
and the members of this association as well as the members 
of the one I represent have been the sufferers. 


WHERE THE REMEDY LIES. 

The remedy lies with the manufacturer. As long as he 
will recognize these people as entitled to consideration they 
wili continue to thrive. The jobber is compelled to carry 
such goods as his customers demand. However, when the 
manufacturer Jearns that he is losing caste with the twenty 
odd thousand retailers of the country because he is selling 
one hundred or one hundred and fifty department stores and 
catalogue houses he will be very apt to change his tactics. 


FAVORS PROTESTS. 

We do not recommend a boycott; this is un-American; 
but we do advise the retail merchants to present a respectful 
protest to every manufacturer whose goods are being handled 
by this class of operators, and we state advisedly that we do 
not believe that any manufacturer would dare to ignore a 
request for protection which would reach him from such 
a large number of retailers as are now represented in the 
various retail hardware associations of the country. 

The power which you gentlemen possess is a great one. 
This organization and similar ones can be worth hundreds 
and perhaps thousands of dollars per annum to each individ- 
ual member. 

BUSINESS WILL BE GOOD. 

We are very much pleased to note the enthusiasm which 
seems to be attending all the meetings of the retail associa- 
tions during the past year. You have enjoyed individually 
a good share of prosperity and there is every indication that 
this pleasing era will be lengthened. Eight months ago it 
was thought that possibly a much lower range of prices 
would prevail with the beginning of the year 1902. Such, 
however, is not the case. Leading manufacturers of many 
lines of goods are declining orders, and this in itself would 
indicate that your business will be good during this year. 
You deserve to prosper. 

VIS INERTIA. 

As previously stated, you are conducting a business 
which requires knowledge, capital and experience. There 
is a force in life which in Latin is known as vis inertia, but 
this force is an unknown one to the hardwareman. 

The farmer sows his seed and waits for the harvest; the 
lawyer pleads his case and waits a decision; the department 
store publishes a misleading advertisement and waits the ar- 
rival of the unsuspecting public; the catalogue house sends 
out a cheap paper book and awaits the sheckels of the un- 
suspecting farmer or townsman who is disloyal enough to 
his own neighbors from whom he expects to derive his sup- 
port, to send his money to a distant city and trust to luck 
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to get what he wants a few weeks after he needs it; the 
minister of the Gospel expounds the Word, and waits until 
he gets to Heaven for his reward. All these parties have 
full knowledge of this force of vis inertia. 

HARD TOIL OF THE RETAIL HARDWARE DEALER 


The retail hardwareman has not. He opens his store 
early in order to supply the demands of the mechanic on his 
road to the shop. He climbs the ladder for the odd-size gim- 
let or cupboard catch that has been placed on the shelf 
many months before, in order to meet the possible demand 
which has just been brought to his attention by the waiting 
customer. He goes to his cellar for an odd-size sash weight 
which may not be called for again till the rope has broken 
and the weight lost between the weather-board and the plas- 
ter. He shows the clothes-wringer to the young woman 
about to undertake the contract of washing clothes for some 
young man who has been making love to her during the 
winter evening hours. He eats a hurried luncheon, he inter- 
views salesmen and does his utmost to buy at the lowest 
market prices. He racks his brain to make him believe that 
the salesman’s competitor is underselling him. 

HARDWARE DEALER'S REWARD SHOULD BE GREAT. 

With the setting of the sun his work is not done; the 
carpenter comes in after supper to select the hardware for 
the building which is to be completed the next day, and so 
day after day this is the routine of his life. Of vis inertia 
he knows nothing, therefore his reward should be great, and 
I want to say that the necessity for this is recognized to a 
greater extent by none than those that I have the honor to 
represent. If you find at any time that the members of our 
association are engaged in any practices which seem to be 
antagonistic to your interests I ask that you communicate 
with the secretary of your association, and he with me, or, 
if you prefer, that you communicate with me direct, and I 
shall consider it a part of my duty to urge such offending 
member of our association to discontinue any method of 
business which is objectionable to you. 

NATIONAL HARDWARE ASSOCIATION OFFERS POWER OF ITS 
ORGANIZATION. 

The members of the National Hardware Association of 
the United States come to you with the offer of the power of 
their organization to assist you in placing your business 
upon a plane which will make you the most happy and pros- 
perous of merchants. 

The President: The next item on the programme is an 
address by J. D. Warren of Chicago on “Hardware Store 
Arrangement.” Mr. Warren wrote me that he was greatly 
disappointed at not being able to be present owing to ill- 
ness. He has, however, sent me his paper, which, I will 
read. 

The Secretary read Mr. Warren’s address, as follows: 


HARDWARE STORE ARRANGEMENT. 
ARRANGEMENT OF GOODS IS IMPORTANT. 

The arrangement of goods in such a way as to appeal to 
the interested and disinterested person is as important to the 
hardware merchants’ success as in any other line of mer- 
chandise. It is the captivating form of arrangement that 
produces sales, to a certain degree, and not the amount of 
stock carried. 


HARDWARE BUYERYS INTEREST CAN BE AROUSED. 


A person’s interest in buying hardware goods can be 
aroused as much, or even more, than any other line. 

Why? 

Because there is not a person but needs some certain 
article in your stock nearly every time he enters your store— 
provided you do not keep too many chairs and _ benches 
around. 

CAPTIVATING ATTENTION. 


You ought to arrange your goods to capture his atten- 
tion with as much interest as the jeweler studies, with dainty 
trays and various other forms, to charm and beguile the on- 
looker until the fascination to possess the article leads him 
to purchase something he may not actually need, but will be 
happy in the thought of its possession. 





You certainly should obtain equally as favorable results 
in the many profitable lines of goods—which may not be 
considered necessary, yet useful—but, of themselves, would 
show a new profit that your books have heretofore failed to 
show by the sale of standard goods alone. 

HIGH STANDING OF HARDWARE DEALERS, 

Why should you be second to your next door neighbor, 
whose main sales are through the attractiveness of display? 

You have simply to arouse the interest of the would-be 
buyer and his surplus change will go as quickly into your 
cash drawer as that of any other merchant. 

The majority of hardware men do not realize, or appre- 
ciate, the high standing their class of merchandise gives 
them in the community in which they dwell. 

MERCHANT NEEDS A TRUE APPRECIATION. 

You are devoting your life work to a class of goods 
which is second to none in the employment of the best minds 
in their artistic design and manufacture. 

The one great re-inforcing energy the hardware merchant 
needs is a correct and true appreciation of the high standard 
that he represents and is his in the business world today. 

What industry has more capital, or greater minds at its 
head than that of iron and steel? 

You are a part of the whole, and, as a part, equally 
serviceable, and should be equally proud of the classified 
merchandise to which you belong. 


BECOMES A PLEASURE AND A DELIGHT, 


When the hardware merchant becomes imbued with that 
thought every day, then the arrangement of his store will 
become a pleasure and a delight, of which he little dreams; 
one’s success must come, mainly, through an occupation in 
which his whole soul and energies are aroused, and nothing 
bespeaks it in stronger words to the public than the appear- 
ance and conditions presented by that which represents his 
occupation. By it, and through it, they judge him. 


TRANSFORMATION BEGETS A PRIDE. 


No newspaper or circular could do as much good ad- 
vertising as the appearance of one’s own store, when kept in 
a way to excel that of others. 

The right arrangement of stock will be in the same ratio 
as his pride and interest go out to the goods he is marketing, 
and the realization that it is the best avenue through which 
profit, and success, may be won. 

The transformation from the unkept to the systematic 
and attractive begets a pride that leads him, as never before, 
to interest every caller through the fascination that the im- 
proved arrangement of his stock is to both merchant and 
employes, as well as the visitors. 

The new arrangement grows much more interesting as 
he sees its advantages—not only increasing his profits, but 
delighting his patrons and lessening the burden and perplex- 
ities of each day’s work. 


IT PROVES INTERESTING. 


To arrange stock attractively appears to many as beyond 
their skill, through want of experience; but its undertaking 
is like many games and new amusements of the day—proving 
far more interesting than had been thought possible. 

One of the leading hardware merchants in the United 
States made, in substance, the following remark: “It mat- 
ters not how low we may buy our goods, how great a stock 
or how fine a store we may have, if we have not the means 
of selling, it amounts to but little.” 

It brings to my mind a question introduced at the Na- 
tional Wholesale Hardware Dealers’ Association, when at 
Milwaukee, in 1898, by the president of the Association, sug- 
gesting the following: 

“First—Are we not giving more attention to buying 
our goods than we are to selling them? 

“Second—Are we not apt to think that the first is of 
greater importance than the latter?” 

If I might be permitted to make a suggestion, it would 
be that every hardware merchant put these points to a test 
for a given period, by using the best efforts in seeking to sell 
more goods at the best profit, and learn if it does not pay 
better than too much time given to the study of buying. 
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or of some specially interesting offer by means of signs. 


STORE CO-OPERATION. 


Let me suggest this regarding store arrangement, which 
will require merely an investment of spare time and but little 
money—that every hardware merchant, during the first two 
weeks of March, enters into a hearty co-operation with all 
the employes in his establishment to devote the entire spare 
time during that period in straightening out and rearranging 
their stock of goods throughout the store, including equally 
active work of the office force in classifying and assorting all 
printed matter. 

After this is done, make use of five or ten dollars’ worth 
ot paint in brightening up your store, which then cannot be 
otherwise than pleasing to all its occupants and cheerful to 
all visitors. 

RICH AND APPROPRIATE COLORS. 

In doing this, why not all join in adopting a distinctive 
hardware color of finish, of aluminum for one part and gold 
bronze for the other? These are rich and appropriate colors 
for finish, both inside and outside. 

What better or more tasteful form of designation could 
be adopted? 

Then have it known throughout the community and 
county that these colors are distinctively hardware colors, 
and any store thus painted would be recognized when seen 
at a distance as a hardware store. 

The President: The next on our program is an ad- 
dress by Mr. H. W. Beegle of Rochester, N. Y., on “Win- 
dow Display and Art of Selling,” but I am going to check 
that up for a moment or two, as we have with us, and very 
fortunately, too, I think, Mr. A. J. Mears. Mr. Mears is 
the father of a bill that was presented to the Ohio legisla- 
ture and passed by that body and is now on the statute 
books of the State of Ohio—a bill which enables the mer- 
chants to collect their accounts to a great deal better ad- 
vantage than we do to-day. I presume it is the experience 
of every single merchant here that many men have come in 
representing that they would do so and so concerning the 
payment for goods which they request him to let them have 
on credit, and he, accepting them at their own estimate of 
their worth, let them have the goods and then when the 
time came for the payment this man simply declined to meet 
his obligations at all. Therefore, in Indiana we can do al- 
most nothing—the exemption law and the mortgage law 
makes almost any man proof, and this law that Mr. Mears 
is the author of he desires to bring to our attention so it 
can be brought before the Indiana legislature. 

A. J. Mears of Indianapolis: Mr. President and Gen- 
tlemen—In the first place I want to thank your President 
and you gentlemen for the opportunity of addressing you 
this afternoon. I will guarantee to you that it will be brief, 
and while I am brief I want to say to you that I am not 
here to entertain you with any laughter or jokes or anything 
of the sort. Words are things and a little drop of ink makes 
thousands—sometimes millions—think. When I began the 
practice of the law—and I beseech of you not to be fright- 
ened because I have chosen that profession—for you are well 
aware—you must know—that in all times past the lawyers 
have ruled the world and they will always in the future. 

H. W. Beagle then read the following paper: 

WINDOW DISPLAY. 
WINDOW INSPECTION. 


On receiving my assignment from Mr. Corey, I made 
an inspection of a number of windows, in the hope of finding 
some inspiration on which I could base my paper. 

I was cheered by the bright cleanliness of the drug 
windows. 

I admired the tasty arrangement of the dry goods win- 
dows, and thought possibly if the hardware stock appealed 
exclusively to the feminine buyers, hardware merchants 
might value their windows more. 

But when I was entranced by the clothier’s display of 
raglans and neckties, I meditated on the fact that they were 
for the trouser side of the house only. 

I noticed that where the trimmer was a specialist he 
invariably made a point of telling observers about the goods 
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A HARDWARE WINDOW. 


I saw a number of nice hardware windows, but can recall 
only one that displayed a sign, and that sign was in Chinese 
characters. 

It gave no information to the hundreds who passed 
daily. 

I surmise that if a Chinaman should read it, he would 
be no wiser, as it was most likely only a curio. Attractive 
goods, interesting to one who knew about them, were on 
display, but they were dumb. 

Where nothing is said of quality, the public is not to be 
blamed if it is thought to be poor. 

Where no price is given, the people naturally conclude 
that it is high. 

I chanced to be back in the same city some four weeks 
later, and made a tour of observation. 

I saw many changes, many new signs in the windows, 
but I found the hardware window and the Chinese sign still 
unchanged. 

SHOULD GET PEOPLE TO LOOK IN WINDOWS. 

I don’t care what your location, unless you have all 
the business that your space or capital will bear, or are 
making all the money you care to, it pays you to have some 
change in your window weekly. It is a great thing to get 
people in the habit of looking in your window. 

You can’t do it when you do not give them something 
new. We know that the use of your window is to secure 
attention, otherwise how can it do any good to get people 
to want something. If people have no wants, the store-keeper 
has no sales—more wants, more sales; but, most important 
of all, your window should get people to want what you 
have to sell. It is sometimes profitable to get away from 
old methods. What care you if your window has less dig- 
nity if you make more money? 

It is the unusual that interests. What would be effective 
in Waukarusa might fail in Indianapolis. The dromedary 
that walks the streets of Cairo, unnoticed, would have the 
undivided attention of the good people of Posey county. 

A TABLE IN THE WINDOW. 

A million-dollar display of diamonds would lose its 
power after a while, the same as a magnet will lose its force. 
Yet the commonest kind of goods may draw. Try a window 
of whet, scythe and grindstones, with a large sign stating: 
“For that dull feeling.” 

The observer will be sure to remember the place when 
he uses his dull knife, chisel or axe. Many a hardware man 
has a window in which he can place a former, swedger, 
crimper and stake, and have a workman turning out stove 
pipe several days in the fall. People would know where to 
buy stove pipe and similar goods. Suppose you borrow 
your wife’s daintiest table cloth and set a table in your 
window, showing all those bright, serviceable things you 
have for the convenience and beauty of the table. Set in 
several flowering plants for good measure, and see if the 
ladies do not at once take an increased interest in your 
store, and remember that the ladies are the best kind of buy- 
ers when you get them coming your way. 

THE USE OF DUMMIES. 

Make a dummy by stuffing an old suit of clothes, put on 
a negro false face, and have the hand holding a saw, as if 
in use. Place an assortment of tools in the shavings, with 
which you have covered the fioor. Have your sign read: 
“Dis am Blank’s store; he keeps saws, razzors, ’nd all kinds 
of sharp stuff.” 

Don’t you think people would remember Blank’s when 
they wanted sharp things? 

Window advertising, as well as any other, must not offend 
any class in your community. If it appeals to the class you 
want the most to interest, you know it is strong. The Owl 
Co., of Greencastle; have a very clever arrangement by which 
they keep a cross-cut saw in operation on a log, stopping 
all who are interested in saws, as well as many others. I 
presume they will have a cow and milker in their window 
when advertising dairy pails. 

PRIME CAUSE OF POOR WINDOWS. 


Many salable, good profit-bearing articles placed in the 
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hardware stock attain an old age of uselessness because peo- 
ple do not know of their merit. 

You become their slave in paying first cost, interest 
and insurance, whereas they might be made to serve to your 
profit if their utility and merit were demonstrated in a 
practical way. There is no place like your window for this. 

The prime cause of poor hardware windows is not lack 
of desirable goods, nor of proper windows, but lack of sys- 
tem and responsibility. 

PUT A BOY IN CHARGE OF THE WINDOW. 

You, gentlemen, have to see to the buying, credits, col- 
lections and sundry other things. Suppose you turn the 
window over to one of the boys. Pick out one that is anxious 
to make himself more valuable. Say to him: “John, I want 
you to make our windows do us more good, and don’t wait 
until Friday morning to plan your window. Have your gen- 
eral design planned the Monday previous. -At odd times 
Tuesday and Wednesday get your signs and fixtures to- 
gether. re 

“Thursday evening clean out the old window and have 
it washed. Come down a little earlier Friday and put in 
your new window.” 

Tell him that even if he has to set the heater against 
the ceiling with the stove pipe running into the floor, you 
want your window to pull and to tell the people why they 
should buy of you in place of the other fellow. 

In this, as in any other work, it is well to stimulate 
originality, which will make out of some local happening 
or important event a feature in his ‘window that will help 
command attention. 

SOURCES OF IDEAS. 


If, however, he is short of ideas, let him study the trade 
journals, which give many valuable suggestions, or write 
your specialty people. 

Your stove, paint, cutlery and other manufacturers will 
be glad to help him out and will send attractive posters for 
his use. That manufacturer who has not sufficient interest 
in his goods or his customers to help get his goods before 
the people is not entitled to your trade. 


RESULTS ARE CUMULATIVE. 

If John takes an interest and does his best, encourage him. 
You can probably show him where he can improve. If he 
has the right kind of stuff in him, your window will do you 
increasing good. Its results are cumulative. The window 
which is attractive all the time will do more for the holi- 
day trade than if it were mediocre the balance of the year. 
The value of persistent effort is not appreciated by all. Some 
time since I enthused a hardware friend of mine in Iowa 
on the subject of window dressing. Several months later 
I received a letter from him after this style: “Deat Sir— 
I have dressed my window a number of times as you sug- 
gested, and while I have certain goods shown I sell more, 
but when I quit showing them sales drop off. How can I 
remedy it?” As you. surmise, under the circumstances, I 
could only prescribe another bottle of the same medicine 
that had done him good. 

THE IMPORTANCE OF THE MAN BEHIND THE COUNTER. 

You get no more out of your window than you are en- 
titled to. You can have the trade on the best class of goods 
in your locality if you try for it. 

No line of merchandise appeals more strongly, can be 
made of more interest to man, woman or child than the 
goods that may be displayed in the hardware window. 

In regard to salesmanship, I take it for granted that a 
line of thought, which would tend to aid the selling ability 
of your employes, might be acteptable. 

As your business grows and your stock becomes more 
complex, competition from outside sources more strenuous 
and markets more erratic, it is impossible to give personal 
attention to all individual sales without neglect of most im- 
portant interests. 

You may have stocked the very choicest goods, have 
used the very best advertising and have it made unproductive 
by the man behind the counter. 

SALESMAN MUST HAVE GENUINE ENTHUSIASM. 
Remember, the stream cannot rise higher than the 
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fountain, nor will your clerk show a better spirit to the cus 
tomer than do you. So much stronger is the power ol 
example than precept that he is certain to do as you do, not 
as you say. 

Don’t be a Scrooge with your men; it breaks their 
spirit. 

The salesman must have genuine enthusiasm. Without it 
his work is a drag, his step lags, his words lack force. With 
his heart in his work and a knowledge that he is mght, he 
has a vim and zest that is irresistible. 

An ideal employer will most generally have ideal em 
ployes. 

Therefore, it is needless for me to describe a type with 
whom you gentlemen are acquainted. 

If our salesman is ideal, he is still subject to improve 
ment. 

First, we will add a portion of back-bone. That helps 
in maintenance of prices and gives character. 

SHOULD CULTIVATE PLEASANT MANNERS. 

Let him cultivate the smiling face, pleasant voice and 
accommodating manner. Some trade may have to be per- 
suaded with a club, but it is in such a minority it does not 
pay to train for it. 

Of course, his attire is in keeping with his work, yet 
always cleanly, and, of course, he has long since quit any 
offensive habit. While he may aid the buyer by a good sug- 
gestion, because of his better knowledge of the goods, he 
never presumes to dictate. While he knows his goods and 
may let the purchaser know that he knows them, he does 
not insist that he knows better than the customer what he 
(the customer) wants. 

While he must be obliging, our American spirit objects 
to snobbishness. He need not be a fluent talker. I do not 
think your junior senator would be especially successful 
in selling a dish-pan—at least if the buyer had left a baking 
of bread in the oven when she came down town. But what 
an excellent man he would be to learn all the good points 
about his goods, because of his thoroughness. 

It is not essential to salesmanship that a man know 
something about everything, but it is imperative that he 
know everything about that something which he is selling. 

TECHNIQUE OF BARB WIRE SALES. 


It is not expected that the dispenser of barb wire be able 
to quote from Blackstone or diagnose a case of appendicitis, 
but he should know all about barbed wire, the gauge, strength, 
weight and pounds required for five wires around an eighty- 
acre farm. Equipped with this knowledge, he will succeed 
as against the man who knows only the price. 

The apprentice serves his term before he rates himself 
a mechanic; the student applies himself for years to study 
before he ventures to hang out his shingle as attorney at law, 
yet we hope to master the art of salesmanship without 
thought and without study. 

AS YE SOW, SO SHALL YE REAP. 

You put no goods into stock that you do not believe to 
contain merit equal or superior to those offered your trade 
from any market. If this belief can be transmitted to your 
public, you have no difficulty in making sales. Your goods 
have real, honest points of merit. If the truth is presented, 
there is no need of falsifying. 

Any one can speak the truth more forcibly than he can 
a lie. There never has been a time, there never will be a time 
when a lie, big or little, black or white, paid in business. 

Who of us have not, in a cowardly moment or to facil- 
itate a transaction, resorted to that short cut? But never 
have we escaped the penalty. We cannot get away from the 
law, “As ye sow, so shall ye also reap.” No salesman can 
afford, nor no house should countenance an act or state 
ment that causes loss of a customer’s confidence. A salesman 
must constantly use his two hands—one to accomplish to- 
day's business, the other to work for his customer’s future 
business. He needs all the equipment possible to give him. 
I have inquired of clerks as to how they learn the various 
talking points about new goods in stock. 

“Oh, I just fall on to them in time,” is the answer gen- 
erally given. 
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INFORMATION FOR ASSISTANTS. 


Who is the best fitted to give information to your assist- 
ants? First, the buyer who has studied the line or article 
and put it in stock, knowing not only the line but also the 
trade, is better fitted than any one else to show his assistants 
its strong points. Second, the traveling man, who knows the 
goods, how made, how finished, and under what proposition 
they can be placed before the final purchaser. The traveler 
who really has the interests of customer and employer at 
heart will cheerfully instruct those who have the selling of 
his goods, if permitted. 

I would suggest that in any hardware store where three 
or more assistants are employed that an information slate 
be kept and each be instructed to jot down any item on which 
he wanted information; for instance, how to use a saw set, 
how to strop a razor, how to figure on quantity of paint 
required, etc. As new goods come in, let the manager note 
it on the slate, so that nothing will be overlooked. Appoint 
some hour for each Wednesday at which all can get together 
with the least interruption, and let every topic on the slate 
be gone over quickly. It will surprise you how much can 
be handled in twenty minutes. 


BULLETIN BOARD FOR RETAILERS. 


One of Boston’s most successful hardware stores has 
a bulletin board, on which changes in prices and informa- 
tion is posted. It saves the manager from having to answer 
many questions as to what is the rate on nails, the guarantee 
on butcher knives, etc. When a man is not posted he can 
have no excuse. 

It is not good salesmanship to sell a customer what he 
does not want, but it is good salesmanship to get him to 
want what you have to sell. 

I know that your profit account would be more plump 
if prices were not made the only argument. Let utility, 
service, quality be emphasized more than cheapness. 


PURCHASERS SHOULD NOT BE UNDERRATED. 


A purchaser should never be underrated. He feels bet- 
ter about you and your goods as well as himself when you 
place a good estimate on his purchasing ability. 

I have seen salesmen (so called) try to force on buyers 
poor, cheap goods, that have only a small profit, when a 
good article was wanted, one that would pay a good profit 
as well as give satisfaction. If you have a number eight 
foot a number seven shoe is extravagant at any price. Were 
I selling you shoes, and, knowing that you wear an eight 
and want a good serviceable shoe, I would set before you 
a four-dollar shoe, with a brief explanation of why it was 
worth $4.00, showing later a $3.00 shoe of plainer finish, yet of 
good quality, and I would want to be able to show you also 
a $2.00 shoe, one not having the good points contained in 
the other shoes. With a difference well marked so that 
the extra value can be shown in the better goods, a large 
percentage of sales can be lifted into the latter class by 
showing purchasers that it is economy to buy the better. 


PEOPLE WANT THEIR MONEY*S WORTH. 

Having sold goods over the counter in the Bowery as 
well as the fashionable shopping district of New York, in 
the South, in Boston and in the West, I want to testify to the 
fact that while some people are different from other people, 
they are all alike in that they want what will serve their 
purpose and the full worth of their money. The occupa- 
tion of selling goods is an honorable one if the man makes 
it so. Let us all be of a mind with one who said: 

If I were a cobbler it would be my pride 
The best cobbler to be; 

If I were a tinker, no tinker beside 
Would be as good as me. 

Very little can be accomplished toward better salesman- 
ship by spasmodic effort, nothing by indifference, but all can 
be gained by having the ideal constantly in mind. A man, 
satisfied with himself and his ways, will never improve. It 
is the one who constantly wants something better that is 
stronger in his work and a better man all through. The 
man who is earnestly endeavoring for better results in sales- 
manship is building a character just as well as though his 
work rere an art or a profession. 
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I care not what his temple or his creed, 
One thing holds sure and fast— 

That into his fateful heap of days and deeds, 
The soul of a man is cast. 


He was followed by H. P. Townley, Terre Haute, who 
delivered an address, ‘“‘Up-to-date Hardware Advertising.” 


UP.TO-DATE HARDWARE ADVERTISING. 


THE OBJECT OF ADMERTISING. 

The object of advertising is to give publicity. It has 
been called the salesman’s ally. It brings people to the store. 
It cannot make them buy, still it puts them into a receptive 
mood for buying, and thus makes the salesman’s work 
easier. 

How best to accomplish this in the up-to-date hardware 
business is the topic for our discussion today. We take it, 
the majority of the members of our association are in busi- 
ness in the average small town, whose field of operation is 
confined to the town and the county in which they reside, 
and where one or two daily and weekly newspapers are 
published. 

THE OUTLINE TO BE FOLLOWED. 


In our high school days we were given an outline or 
skeleton for writing a composition on any subject, consisting 
of five words, Who, What, Where, When and How. We 
will follow this outline in the treatment of our subject. While 
we have been writing ads. for over twenty years, yet we 
do not presume to know it all, but rather describe our 
own methods, trusting some ideas may be worth carrying 
home. 

WHO. 

In these modern times, advertising is a department of 
the business, just as much as buying, selling, colecting or 
bookkeeping. It should be left to the. charge of one man. 
He should have the instincts of a salesman as well as the 
pen of the ready writer, and be willing to give time and 
thought to this work, for a well-worded, attractive ad. cannot 
be dashed off in a few seconds while waiting on a customer 
or doing other work. 

The amount of money to spend must vary with circum- 
stances. Ordinarily 1 to 2 per cent of the gross sales is 
used, though some firms go as high as 3 to 5 per cent. A 
new location, new lines of goods, or lively competition may 
require larger expense some years than will be needed in 
others. The amount should be determined at the beginning 
of each year, when the general plan of the advertising cam- 
paign is outlined, allotting definite amounts for newspapers, 
circulars, board signs, etc. 

WHAT. 

Of course, the firm’s name and location should always 
be prominent. In a general way, the goods in our stores are 
divided into two classes—general hardware, including house- 
furnishing goods, and builders’ hardware. The first sells 
constantly (and generally to the home), the latter sells only 
during the building season, so we would say, advertise the 
general hardware and housefurnishing goods the year round 
as specialties, choosing a different article, or line of goods, 
each day when in season, and making it prominent in your 
community by use of cuts and clear and well written descrip- 
tive matter. 

In builders’ hardware, the price you can make seems to 
be your best ad., and sending your salesman to do personal 
work the most effective way of making sales. 


WHERE. 

Advertising seed is planted in innumerable places, such 
as newspapers, hand bills, circulars, bill boards, show win- 
dows, farm fences and barns, programs, hotel registers, street 
cars, gift schemes, advertising novelties, etc., etc., but whether 
there be fruit from all of these is doubtful. Indeed, we 
think as much money can be wasted by injudicious advertising 
as in any other department of the business. 


THE CHEAPEST PLACE. 


Our custom has been to spend about nine-tenths of our 
money with the newspapers and one-tenth in circulars and 
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show windows, entirely ignoring the balance. In the long 
run, the newspaper is the cheapest place to let the people 
know what you have to sell. The subscriber to the news- 
paper is our substantial citizen and buyer. We contract each 
year for five inches double column display with one morning, 
one or two evening and one weekly paper, and spend most 
of our energy here. This is the medium which goes into the 
homes and from which we know we secure the best results. 


HAND BILL CIRCULATION. 


Hand bills and circulars smack too much of auctions 
and Cheap John houses and bring little fruit to the dignified 
merchant. Besides, when they are distributed right, they are 
expensive. Our neighbor—a clothing dealer—printed some 
thousands of circulars, announcing a midwinter sale of 
heavy suits and overcoats. He hired young men, who were 
highly recommended, to distribute them. Next morning, a 
friend presented him with an armful of these circulars that 
had been left on his veranda. 

We do not consider bill boards and fence signs effective, 
for this kind of advertising has been largely over done. 

NOVELTIES. 

In the line of advertising novelties, we have used a 
great many yard sticks, but little else except such cards, 
memorandum books, match safes, rulers, etc., as have been 
furnished by the manufacturers, from whom we purchase 
goods. 

A gift scheme, in which you are supposed to give some- 
thing for nothing, will always attract some customers. This 
should be conducted on a large and liberal scale, if at all, 
but we advise caution in its use. 


SHOW WINDOWS. 


The show window is not an expensive method of ad- 
vertising and is a very profitable one. It backs up the news- 
paper ads. and appeals also to such people as do not read the 
newspapers who may be passing the store. We dress our 
windows once a week with seasonable goods, making the dis- 
play as attractive as possible, having neat tickets with prices 
attached to the articles. On special occasions, as Christmas, 
Easter and Decoration Day, it pays to go to extra labor 
and expense to make a striking window. Use plenty of elec- 
tric light and bright colored cloth for background. 


WHEN. 


Keeping everlastingly at it is our rule. Through the 
dull as well as the busy season. 


HOW. 


One-half of our desk is given up to advertising tools. 
We have accumulated several hundred cuts and numerous 
memorandums and books, which are kept in drawers, prop- 
erly classified. It is our custom to make (for future tse) 
clippings of any suitable ads. found in the newspapers, trade 
papers, magazines and circulars. These clippings are depos- 
ited in a large portfolio, the pockets of which are labeled: 
Hardware, Steel Ranges, Bicycles, Heating Stoves, House- 
furninshing Goods, Circulars, Show Window, etc. This 
portfolio is a reservoir of ideas and suggestions, from which 
we can draw as the occasion demands. 

Having decided on the article to be advertised, we turn 
to our portfolio, and, with little effort, can block out a new 
ad. every day. We give this to our morning paper and in- 
struct the evening papers to copy it, thus saving the labor of 
preparing a second and third copy for them. 


DIVISION OF ADVERTISING SPACE. 


We advertise one special article, or line of goods, at a 
time and always use a cut, allowing about one-fourth of the 
space for the cut. Another fourth is allowed for a catchy 
head-line, in large, bold type, and the balance is taken up 
with a detailed description of the article in small type, fol- 
lowed by the firm name and location in bold type. In the de- 
scription we try to keep the customer in our mind’s eye, and 
write just as we would talk to him if he were in the store 
and we, as salesman, were intent on making a sale. We ad- 
vertise only the goods in which there is the best profit, telling 
plainly, briefly, sincerely and honestly the points of ex- 
cellence, the superior qualities, the guarantee, and very often 
the price. 
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PROFITS ON ADVERTISED GOODS. 

All goods advertised strongly are expected to carry 
stronger profits. Quaker Oats sells for 25 per cent and 
Royal Baking Powder for 50 per cent higher than their 
closest competitor, yet they have held their places for years 
against all comers. We never mention other makes of goods, 
nor speak of a competitor to run down his wares. Our aim 
is to catch the eye of the reader by the use of the cut and the 
catchy head-line, and to hold his attention by our descriptive 
matter, as we know these are the surest steps to reach his 
pocketbook. 

The habit of keeping clippings systematically in a port- 
folio makes the labor of writing new and fresh ads. daily 
very simple and easy. 

A number of ad. books, containing reproductions of 
ads. in hardware and kindred lines, have been published and 
are very helpful. Several ad. bureaus offer to furnish weekly 
ads with appropriate cuts. These are quite expensive and 
have the ear marks of the professional ad. writer. Such ads. 
are written in the seventeenth story of some office building 
in New York. They are general in character and never have 
the directness, force and pulling power that can be given to 
the ones that come from your own office. 

SUMMARY OF ADVERTISING RULES. 

In closing this brief paper, we would say: 

1st. Be systematic. 

2nd. Have an ad. every day. 

3rd. Make ads. short. 

4th. Use cuts all you can. 

5th. Advertise one thing only at a time. 

6th. A border or type of your own gives individuality. 

7th. A periphrase repeated continually is effective. Al- 
ways remember the silent voice of persistent, dignified, truth- 
ful advertising rings inside the pocketbook. 

The President then made several announcements, among 
them being one that a smoker would be attended by the 
association this evening and a theater party would be ten- 
dered to-morrow evening by the jobbers and manufacturers 
of Indianapolis. The President paid a handsome tribute to 
the good work which the trade press had done for the differ- 
ent hardware associations. Then called upon R. R. Wil- 
liams of Iron Age who spoke as follows: 

A SINCERE PLEASURE, 

It is a very sincere pleasure that I enjoy in being per- 
mitted to meet with your association. I came here expect- 
ing much. What I have already experienced and enjoyed 
convinces me that only half had been told me in regard to 
the calibre and the manifold qualities of excellence which 
characterize your association. 

It is a great pleasure to look, even for a moment, in 
the face of these men who are so thoroughly representative 
of hardware interests; and yet I only appear here for a mo- 
ment in obedience to the command of your President. Loy- 
alty makes it proper for me to respond and loyalty also to 
your association makes it necessary that I should be exceed- 
ingly brief. Jaa 

You have had this afternoon a feast of fat things 

Mr. Fernley (interrupting): Mr. President, does the gen- 
tleman allude to (Laughter and applause.) 

DELIGHTS OF INDIVIDUAL CONTRACT. 

Mr. Williams: and, Mr. Chairman, while we enjoyed 
what Mr. Fernley said to us, we also enjoyed Mr. Fernley. 
While the words that were spoken by these gentlemen who 
have given us so much of wisdom, have been interesting and 
stimulating, it is characteristic of a gathering of this kind 
that we enjoy not only the counsels that are given, but we 
also enjoy the counsellors. The delight of an association 
meeting is not merely in the stimulus of thought, not merely 
what we get in the way of suggestion and thought from one 
another, but it is in the individual contact—in learning to 
know men that are worth knowing—and in finding that even 
amid all the rivalries and strife of trade there may be the 
spirit of fellowship. Thus while instruction is received and 
a basis laid for enlarged profits, there is a kindlier and 
warmer feeling towards all with whom we come in contact. 
(Applause. ) 
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COME TO LEARN, 

The reason I have made the longest trip of any one in 
this room that I might be present with you is that I might 
learn of the things that are occupying your minds; of the 
questions with which you are grappling; of the solutions 
which you propose. I am a learner, gentlemen, and what 
has been said this afternoon has given to me, I assure you, 
as much pleasure as it has contributed to any, and I thank 
you, Mr. President, for permitting me to enjoy these things. 

HARDWARE BUSINESS IS DIFFERENT. 

A word of congratulation—first, already anticipated in 
what I have said, in what this association is, and on the in- 
terest and success of this meeting. There is before you in 
the deliberations of this afternoon and in those that await 
you on the morrow what will more than recompense for any 
time that has been expended in coming here. 

And may I not, Mr. President, congratulate you also,and 
these your fellow-workers, on the very difficulties by which 
you are surrounded and the problems by which you are con- 
fronted? Your business is different from that of other mer- 
chants. They are tradesmen; yours is a profession. These 
are times that have a peculiar interest to all of us, because 
there is so much happening. There are questions coming 
up to-day which never confronted us before. There are in 
these changeful times now conditions continually develop- 
ing, and it is your privilege to look those changing condi- 
tions squarely in the face and intelligently and deliberately 
study the situation and adopt the proper remedy. 

I am aware that there are in your business a gieat many 
annoyances that are positively distressing, and yet looking 
at your work, as you may look at it, it is dignified as a profes- 
sion, and the wise solution that you gentlemen have to find 
for these difficulties and hindrances should evoke something 
like enthusiasm in your thinking and in your working. 

REVOLUTIONARY QUESTIONS, 

You are dealing with great questions—questions that 
are revolutionizing the whole business system of the coun- 
try. The work of an editor is fascinating because he is per- 
mitted to study these questions in all their relations. It is 
your privilege to rise above the position of a merchant doing 
a retail business and consider these problems in their mani- 
fold and their broad relations. The beauty of such broad- 
minded consideration of these questions consists in the fact 
that thereby you are occupying a high plane as business 
men; you are doing a more dignified kind of thinking; you 
are putting yourself in sympathy with the powers that are 
moving throughout the trade, and you are coming in touch 
with the pulsations of the great business world. It is an 
honor to be permitted to consider these things in a broad, 
intelligent, practical way. 

WHAT HARDWARE ASSOCIATIONS HAVE ACCOMPLISHED. 

And in the third and last place I would congratulate 
you on what the retail hardware associations are accom- 
plishing and what they promise to accomplish. 

A REPRESENTATIVE ASSOCIATION. 

I believe that your association may be taken as the 
representative of wise and successful working in this great 
field. As I look over the country I can see indications that 
organization among retail merchants is going to be taken up 
in sections and in states where heretofore it has not had 
place, and your organization is going to do a great work— 
closely affiliated as it is with the National Association—in 
developing this spirit. [ have no doubt that you wiil be able 
to look at these problems calmly and wisely; that you will 
look at these great questions in the light of all their rela- 
tions as they bear upon the manufacturer and the jobber, 
and that the result of your deliberations, and those who are 
associated with you and those who will be associated with 
you, will be that the retail trade will be put in a position 
of far more dignity and success. It seems to me that you 
are going to be able to do a great deal to correct these 
difficulties with which you are confronted, and so I trust 
that it may be the privilege of those who are connected with 
the trade press more and more to record the prosperity and 
well-being of the retail hardware merchants. (Applause.) 

The President: We have also with us a representative, 
the editor of THe AMERICAN ARTISAN, and I want to say in 
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behalf of Tue AMeriIcAN ArTISAN that that paper has been 
particularly zealous in our behalf. The published minutes 
of the convention over in Illinois are particularly fine, and 
Mr. Stern has been very active on every occasion we have 
met in Indianapolis; he has been on hand and has lent us 
the very best of assistance and aid, and we would be glad to 
hear from Mr. Stern for a few minutes. 

After which the convention was addressed by Daniel 
Stern of THe AMERICAN ArTISAN, as follows: 

Mr. President and Gentlemen: I had hoped that 
the president would overlook my presence, as I told 
him that I came here ill. I left the meeting of the Illinois 
\ssociation at Decatur with a bad touch of tonsillitis, and 
am not as strong and well as I would like to be; but I am 
glad to have the opportunity to again congratulate the Indi- 
ana Association. Some of you may recall, perhaps, a year 
ago, the eulogizing language that I used in complimenting 
and congratulating the retail hardware dealers of Indiana. 
You have grown older. You have held together, and with 
united work have grown with a larger degree of percentage 
than any other organization of retail hardware dealers. 
You have here to-day—and I speak from experience, as I 
have attended during the last three weeks four meetings of 
retail hardware associations, and the Indiana Retail Hard- 
ware Association is the best attended and the largest assem- 
blage of retail hardware dealers of any state that has turned 
out. You have had the best papers read and the best ad- 
dresses delivered of any organization whose meeting I have 
attended. 

Your secretary visited the Wisconsin Association at 
Milwaukee, and while there he saw a very enthusiastic meet- 
ing. He alse joined us at Decatur, where he was warmiy 
welcomed, and saw an interesting meeting. Yesterday I 
attended the Missouri meeting at St. Louis, and considering 
the difficulties that they are laboring under, they are doing 
very well; but to-day the Indiana Retail Hardware Dealers’ 
Association is the banner organization. I attribute this 
growth and this strength to your own individual efforts very 
iargely. You have been loyal to your officers, to your con- 
stitution and to the objects of your organization, but no 
matter how loyal you may have been to yourself and to 
your best interests, you have given your officers strong sup- 
port, and they surely are deserving of the support. Had it 
not beer for the care and the discrimination and the dis- 
cernment with which you have selected your officers, I doubt 
if your organization would have displayed the strength 
which I distinguish here to-day. Some of your sister states 
are unfortunately struggling for lack of efficient officers. 
In one state the secretary who was elected has refused to 
serve. I attended a meeting of hardware dealers only a 
few days ago, at which the secretary had to confess he had 
no minutes to read, on account of conflict with some of the 
old officers; he also had no list of committees and no list 
oi membeiship of the hardware association of his own state, 
except such as he procured from trade papers. You can see 
the comparison, my friends—such a strong organization as 
you have in this state, such a business-like meeting you have 
had; such business-like communications you have had from 
your officers, and the work which your association has ac- 
complished—and you owe it to the sterling administration 
which you have enjoyed this past year. Gentlemen, I thank 
you 

After the Secretary had announced the addition of twen- 
ty-five new members to-day, which made the Indiana associa- 
tion largest in numbers of any hardware association, the 
convention adjourned at 4:30 o'clock. 


NEW MEMBERS. 


H. C. Renner, Sanborn. 
Pumphrey & Evans, Burney. 
Masten & Ader, Danville. 

B. F. Bolinger, Dana. 

H. H. Crawford, Mitchell. 

Geo. Thomas, Wingate. 
Koeblinger & Bauer, Fort Wayne. 
Hathaway, Dulinger, Wade & Co., Merrimac. 
King, McNames & Hefskins, Wabash. 
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McCormick & Co., Farmland. 

Doble & Griffey, Shelbyville. 

Jennings & Shultz, Frameville 

G. E. Meyer & Son, South Bend 

Forbet Romey, Columbia City 

surrell & Dukey, Monticello. 

Henry F. Schruder, Batesville 

F. C. Huffman, Mt. Zion 

Brittson Bros, Decatur. 

W. L. McKee, Milroy. 

E. S. Plackard, Crestes. 

M. L. Steinhart, Ireland 

\iles & Whorley Bros., Advance 

J. L. Johnson, Portland 

Union Hardware Co., Seymour. 

Thad. E. Hanway, Monticello. 

C. Koehring & Bro., Indianapolis 

J. W. Sullivan, Modoc. 

Jas. C. Knox, Ladoga. 

Hawkins & Hawkins, Otterbein. 

THURSDAY MORNING SESSION. 

The President: The first closed session is now called 
to order for business. The Sergeant-at-Arms has been ap 
pointed and he will guard the door. The first item on the 
programme is the calling of the roll. 

The Secretary called the roll 

Secretary Corey read his report, as follows: 

SECRETARY’S REPORT. 

EACH MANUFACTURER IS THE RETAILER'S TRUE FRIEND 

With few exceptions manufacturers and jobbers assur« 
you to-day they want only the business of the reta:] hard 
ware dealers. Some write asking if we object to their sell 
ing certain parties or such and such a line of goods. Others 
who even one year ago were selling a dozen customers, 
handling different lines of goods in a town, have been kept 
so busy apologizing and explaining that they are becoming 
more careful in their dealings. Each claims he is the dealer's 
true friend and can prove it. Have you noticed it? The 
right spirit prevails. Let us encourage and insist upon it 
being maintained. Just as the evil grew upon us slowly, 
almost unnoticed, so the changes are slowly yet surely de 
veloping and the pressure is beginning to tell. Our plain 
duty is to be right and fair and the future will show decided 
improved conditions. 

WORK OF THE SECRETARY 

The work demanded of your Secretary has increased 
manyfold. According to your instructions given me at last 
meeting, President Lewis’ address was printed and mailed 
to 500 dealers, accompanied by a circular letter from the 
Secretary. We have mailed over 2,500 letters and buJletins 
(the latter mostly upon request) during the year and ‘about 
1,500 letters, programmes, etc., to our members. This does 
not include bulletins or letters sent by the National. 

We tried to secure new members entirely by mail, and 
while it is much less expensive the results are not so great, 
and it is our opinion that a personal visit is the best 
plan. 

NEW MEMBERS. 

New members have been sent in by Chas. F. Boonshot, 
Petersburg; Little & Oak, Muncie; J. A. Riley & Son, 
Goshen; S. B. Tucker & Co, Cromwell; W. A. Rowand, 
the Gem City Stove man; George A. Turner and T. A 
Horan, traveling man for the Van Camp Hdw. Co. If I 
have omitted any it is unintentional. Some members have 
written me of dealers who were interested and several have 
been secured in this way. 

CHANGES IN MEMBERSHIP. 

We have transferred one member to the Illinois associa 
tion, Harvey & Son, of Fairfield, Ill. Eight or ten firms 
have sold out and more changes may have been made with 
out our knowledge. Two have withdrawn and fifteen have 
never paid the two years’ dues, making a total loss of 
twenty-seven since our association was organized in 1899 
No deductions have ever been made before. Seventy new 
members have joined us since our last meeting, making a 
total membership to-day of 301, which places us in the front 
rank among retail hardware dealers’ associations. Some 
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better plan for dropping members who do not pay is neces- 
sary, as there has been no rule to govern 

[he executive committee instructed the Secretary to 
secure bonds from some good security company and charge 
the expense to the association. We believe this feature 
should be a permanent one 

EXECUTIVE COMMITTEE MEETINGS 

July oth President Lewis, Irving, Sibley and myself met 
in Lafayette and spent one-day and evening in discussing 
national and state work Again, November 15th, by ap 
pointment, President Lewis and I met in this city and made 
arrangements for this meeting and also made a general can 
vass of the situation 

From August 1oth to September 15th, a majority of your 
executive committee held closed meetings every day and 
night in the vicinity of Deerwood 

Ex-President Weed, who caught the biggest fish, and 
Brother Bush, who never would admit the claim, will, I am 
sure, be glad to give any one a fullaccount of our proceedings 
I will add—that I am willing to vouch for anything they may 
tell you. Several members have been burglarized during 
the year—E. C. Minus & Co. of Hammond made a detailed 
report of goods taken and 100 notices were mailed to our 
members in hopes that some clue to robbers might be 
found. Some have lost by fire—think some have died—let 
me urge you when such events occur to report them to the 
Secretary that a proper record may be kept. We are all 
interested in each other's welfare or misfortunes 
MAIL ORDERS SHOULD PAY FOR PRIVILEGE OF DOING BUSINESS I 

INDIANA. 

The Indiana legislature passed an act in March last 
requiring foreign corporations doing business in our state 
to establish an office, file articles of incorporation, and pay 


taxes on any merchandise or capital employed in the stat 


\n attorney advised me that this would affect concerns send 
ing goods on consignments or C. O. D. We wrote the at 
torney-general making the claim that this should apply to 
catalogue houscs; we received several letters from W. S. Tay 
lor and U. B. Hunt, and while they thought this law sould 
apply to them they also doubted if we could maintain a suc 
cesstul case In this connection it would seem that mail 
order houses who seek Indiana customers at the expense of 
merchants who are citizens and pay local and state taxes, 
and support home improvements, ought to be made to pay 
something for the privilege Foreign insurance companies 
are taxed and made to pay a license. Laws are also in force 
protecting other home interests. Why is not the merchant 
entitled to some such consideration? 
COMPLAINTS 

\t our last meeting you will remember I made a kick 
because members had so many complaints at our sessions 
that were not reported to the Secretary before. W ell, I was 
looking for trouble and met the usual result About forty 
complaints have been filed—necessitating our writing ove! 
200 letters in attempting to secure an adjustment. About 
85 per cent were satisfactorily settled—1o per cent we could 
do nothing with for various reasons 

WELL DRIVERS 

Four cases against stove manufacturers were settled with- 
out trouble. Several against pump and well jobbers were 
investigated and we found that nearly all of these people 
were selling any and everybody, in any quantity wanted 
the only question considered is the pay. They acknowledged 
this and state they are willing to abide by some mutual 
agreement that will secure desired changes. I believe to put 
the well driver on a strictly cash basis, and quote him a 
close price; in many places cut out these people and make 
this selling and canvassing direct unprofitable to them 
don’t buy a dollar's worth of any who quotes or sells in this 
way and tell the salesman your reasons 

MEMBERS ARK. MORE WATCHFU! 

Our situation is not worse than other stated, but our 
members are more watchful; the effect will be to make sales 
men more cautious how they trespass upon our territory 
and will improve the general situation. We urge you not to 
relax your diligence, but you should take up these com 
plaints to some extent yourself—at least ascertain all the 








































































el 





<a 


eee 











































































wen Stee 


2 eres 


Se ea ae 





64 THE AMERICAN ARTISAN AND HARDWARE RECORD. 


facts before reporting—otherwise the Secretary is liable to 
get swamped. Our association was never in better shape 
than to-day—loyalty, activity and interest is shown on every 
hand. The best of feeling prevails, and I do not know of a 
single jar or jealousy. 

PRAISE FOR PRESIDENT. 

I appreciate to the fullest extent the confidence, friend- 
ship and encouragement you have universally accorded me. 
In conclusion, I want to bring to your notice the active 
part your President has taken in this work. We have been 
in constant communication and never a semblance of dis- 
cord or diverging opinion. His counsel has been wise and 
freely given—never a demand that he has not met nor a 
task that he has evaded. 

INDIVIDUAL DUTY. 

And now, brothers, a few words as to our individual 
duty. If you knew the thief was coming at the midnight 
hour you could prepare to successfully oppose him. If you 
knew nails would advance $20 per ton to-morrow you could 
place your order. The professional deadbeat can go from 
store to store obtaining credit simply because you do not 
know he has already robbed your neighbor. Then one of 
the absolute necessities of successful work is a true knowl- 
edge of the situation. This must come from you personally. 
Every member should report occasionally—it may be to send 
a circular, an advertisement, particulars of some swindle or 
departure. The accumulated reports furnish intelligent 
knowledge for successful work. Your Secretary is no mind 
reader, he cannot afford the chances of taking a false posi- 
tion; then he looks to you and you alone for time, reliable 
information and co-operation and assistance. 

PROUD OF THEIR LEADER. 

The Indian Retail Hardware Dealers’ Association has 
good reason for being proud of its leader. His elevation to 
the Presidency of the National Hardware Association is a 
direct compliment to you. When we remember that he has 
not only met these duties so nobly and well, but has also 
found time to woo and win a most lovely wife, I am sure 
you will all join me in a hearty Godspeed and sincere wishes 
for his future welfare and happiness. 

TREASURER’S REPORT. 

The Treasurer's report was read, showing a balance in 
the treasury of $255.74, which did not include the money 
taken in during the sessions oi the present meeting 

On motion the report of the Treasurer was referred to 
the auditing committee. 

The President: The resolutions committee, who will 
bring before the association many questions that we shall 
discuss, are not able to report. We wish to have a question 
box. The firsts question that has been presented I will ask 
the Secretary to read, while the resolutions committee are 
preparing their report. 

The Secretary: ‘Resolved, That in order to stop price- 
cutting among the dealers we ask manufacturers to establish 
uniform retail prices. This applies more particularly to man- 
ufacturers who give exclusive agencies.” 

This question was taken up and discussed at consider- 
able length. It was the universal opinion of the speakers 
on the subject that the manufacturers should establish such 
prices. 

A motion was made that the matter be referred to the 
committee on resolutions after the President had put the 
question to the delegates and they voted in favor of the 
proposition that it was the sense of the association that the 
manufacturers should regulate the price at which specialties 
are sold and to cover the territory also. 

Wm. Powell of Commerce, read a paper on “Illegiti- 
mate Competition,” which was enthusiastically received. 

It was moved that the members of the association hand- 
ling specialties report the name of the manufacturer to the 
Secretary and that the Secretary mail to each of these manu- 
facturers a copy of the last resolution adopted. 

Motion carried. 

The President: Here is a question—“Does the compe- 
tition of catalogue houses make it easier for hardware mer- 
chants to do strictly a cash business?” 

I. A. Sibley of South Bend, gave it as his opinion that 





it makes it harder for the merchant to do a cash business to 
have the cash sent out of the country. 

Mr. Bolinger said the customers would send their cash 
to the catalogue house and ask for credit at home. 

Mr. Sumner seconded Mr. Bolinger’s opinion. 

The President: Another question—‘Should stove deal 
ers furnish repairs for stoves purchased from catalogue 
houses?” 

Cries ofi—*No, No.” 

The Secretary: Another question—*Why should not 
manufacturers confine themselves to six or seven-inch stove- 
pipe collars?” 

Mr. Sibley: I would offer a motion to the effect that 
all the manufacturers of stoves are requested to make their 
stove-collars to fix either six or seven-inch standard pipe. 

The motion was seconded and unanimously carried. 

The President: Here is an interesting question—“What 
percentage does it cost you to do business?” 

Mr. Jones said it cost him 10% per cent. 

Mr. Bartholomew of Michigan City, said it cost him 10 
to 15 per cent. 

Mr. Powell: Just 11 per cent. 

Mr. Bish: This does not include salary to the pro- 
prietor? 

Mr. Powell: Yes, sir. 

Mr. Comstock said that figuring salaries and all ex- 
penses, interest on the investment, he calculated it cost 
161-10 per cent and the losses % of I per cent. 

The President said before adjourning for lunch that the 
jobbers of Indianapolis had provided an entertainment for 
the evening in the shape of tickets to the theatre. 

On motion the convention adjourned until 1:30 p. m. 


THURSDAY AFTERNOON SESSION. 

The association was called to order at 2 p. m. by the 
President. 

The President: We will take up a question while the 
delegates are arriving: “What would you do with lumber- 
men who handle builders’ hardware?” 

There was considerable discussion on this question and 
no definite conclusion reached. It seemed to be the general 
opinion that if a lumberman desired to handle hardware of 
this kind and made satisfactory prices there was no reason 
why he should not handle it. Several of the members stated 
that they sold lumber as well as hardware. 

The President introduced Mr. Charles H. Shirley of Or- 
leans, who addressed the association on the subject of in- 
discriminate selling. 

Mr. Shirley said: 


THE DEMANDS OF THE TIMES. 

One feature of growing enlightenment is increasing 
needs and desires. The demands of the times are innumer- 
able. A century ago the average man required little force 
from the hand of skillful labor. To-day he wants every- 
thing that has been made and even more. He racks his 
brain to discover a want that so far the inventor has over- 
looked. Our business is to supply his wants. 


OLD TIME HARDWARE STORES. 

A hundred years ago a hardware store in a small place 
would have been absurd, but as man’s wants increased hard- 
ware men came to his aid. Had merchants generally at 
home supplied his requirements as fast as they presented 
themselves to his mind, he would have looked no further, 
but as travel increased he saw more and wanted more. He 
asked the city stores to furnish him these things. His trade 
was profitable. They catered to it. The result was depart- 
ment stores, catalogue houses, big stores on jobbers’ lists 
whose salesmen retail to blacksmiths, mill men, well drillers 
and everybody who drives a nail, bends a rod or blows a 
whistle for their living. He meets the plowman as he home- 
ward plods his weary way and before him smilingly spreads 
his wares. 

SERIOUS CONDITIONS, 

Out of our slowness to supply his wants have resulted 
these conditions; conditions that take our profits and ham- 
per our business. These are serious conditions. Can we 
change them? By co-operation, by catering to these men’s 
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needs, by getting assistance of friendly jobbers we can 
greatly better them. 
HARDWARE MEN CARRY BLACKSMITHS’ SUPPLIES. 

In our own business we carry nearly everything the 
blacksmith, well driller or mill man needs in a general way. 
Many times we have to make very close prices in order to 
get his business. We do not by any means get all of it, 
but we are gaining ground. We sell to these customers 
close and usually for cash. If they are good we carry them 
thirty days. To sell them gives us prestige if not always 
profit. I believe it is better to sell them at cost than not 
to sell them. If they send off for their supplies some of 
them are sure to tell their customers that they can buy as 
cheap as any hardware store, and the first thing we know 
they are ordering things in a small way and supplying at 
a very small margin consumers who would buy of us. Don’t 
you know that such competition is the meanest we ever have 
to deal with? These smiths or mill men are always kicking 
about being robbed by the dealer. They tell their customers, 
create discontent, demoralize prices and make friends for 
the catalogue houses and the big retailers with wholesale 
signs. 

HARDWARE MEN SHOULD MAKE BLACKSMITHS THEIR FRIENDS 

Would it not be better to carry what these men need 
in stock? It don’t take much money or space. Sell to 
them, make them your friends and let them advertise your 
business instead of drumming for our illegitimate competi- 
tors. We can’t always sell them at first. The friendly jobber 
will help us out. Smiths pay more fpr goods than we do. 
Send the traveling men to see them and sell them. He will 
do it and save you a small margin of profit. Co-operate 
with him; he will help you. Get the run of prices he makes 
them and go after them yourself with a shade lower prices. 
By due diligence you will get some of it. It may give you 
little profit, but the results are good. 

JOBBERS ARE OVERGROWN RETAILERS. 

But our subject deals with jobbers. Aren’t we off the 
track? We may be, but we can’t solicit the smith’s trade 
unless we have the goods. Nor can we object to the jobber 
selling him unless we buy the goods of his salesman. Job- 
bers are only overgrown retailers and hence human as all 
retailers are. They go out after business and they go to get 
it. If we don’t buy of them they will sell those who ought 
to be our customers. Let us give them a part of our trade. 
Get their assistance in securing more business for them and 
for ourselves. Then, if in their eagerness to sell they go 
after anything that belongs to us we have a wrong to redress 
and we can ask an adjustment with a good conscience and 
a good show of success. When you have a case get proper 
evidence in reserve, then make your grievance known in a 
businesslike way, but in unmistakable terms. Have ‘plenty 
of reserve to go after him harder a second time or a third 
time and you will win. But don’t compromise with him 
when he sends his drummer to catch you with a few tempt- 
ing prices. Stand for principles. If he ignores you with- 
draw your patronage; report fully to the Secretary of this 
association and await results. 

RETAILERS HOLD KEY TO POSITION. 

Whenever the legitimate jobber realizes that we pro- 
pose to contend for every bit of the retail business in our 
territory, that we are in a position to maintain our rights, 
that to visit and solicit our customers without our consent 
will be to sever our business relations, he will think twice 
before he defies us once. We hold the key to the position 
and he knows it. 

THE WAY TO REGAIN GROUND. 

We have found it necessary to take up this matter of in- 
discriminate selling in two instances with different jobbers. 
In the first case we succeeded in establishing our rights and 
gaining redress. In the second case we have secured very 
fair promises. 

By being alert and aggressive, contending for our rights 
always, assisting our competitors and standing by our obli- 
gations, we will gain ground, gain strength and in the end 
the victory will be ours. 

Mr. Bush, of Evansville: Mr. President, I think Mr. 
Shirley has hit the nail on the head, especially where he 
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refers to the big retailer with the wholesale sign. It has been 
my idea for some time that the retail association should 
make a request either to the manufacturers or to the job- 
bers’ association that the manufacturers discriminate more 
closely as to the list they put upon their “A B,” or what- 
ever list they call it. 

I think the manufacturers and the wholesalers should 
look into this matter and see that these jobbers—at least 
who are doing a wholesale and retail business—ask a legiti- 
mate retail profit where they retail goods. 

The President: Here is a question—‘How are we to 
find out what jobbers and manufacturers sell catalogue 
houses?” 

A number of members gave their individual views on 
this question and considerable light on the subject was 
gleaned from those who had had experience. 

A delegate suggested that the association give this mat- 
ter special attention. 

Secretary Corey said that the officers had not lost sight 
of that matter. 

The President: For the purpose of getting the program 
cleared of important items which are on it for this after 
noon’s session I will now ask for a report from the Com 
mittee on Insurance. 

Mr. Stratton: Mr. President and Members of the Re 
tail Hardware Dealers’ Association of Indiana:—The Com 
mittee on insurance beg leave to recommend the adoption 
of the mutual insurance plan among the retail hardware 
dealers of Indiana. 

Mr. Stratton said that the dealers of Indiana usually 
occupied better buildings than similar dealers in far west- 
ern states where mutual insurance companies had been suc- 
cessful—especially in Minnesota. He gave it as his opinion 
that such an insurance company could be made a success 
in Indiana and that 25 to 40 per cent could be saved on 
the cost of insurance. 

After some discussion Mr. Bush moved that the Indiana 
association would endorse the action of the National Retail 
Hardware Dealers’ Association in forming a fire insurance 
company. Motion seconded. 

Mr. Fulton offered an amendment that the delegates to 
the National Association from this association be instructed 
to make the insurance feature a special matter for discussion 
and decision at the next meeting of the National Retail 
Hardware Dealers’ Association. 

The amendment was seconded and accepted by Mr. 
Bush and adopted. 

The President: We will now hear the report of the 
Auditing Committee. 

The Auditing Committee reported that they had ex- 
amined the books of the Treasurer and found them correct. 

On motion the report was adopted. 

The President: We will now hear the report of the 
Committee on Resolutions. 

The committee presented the following report: 


THANKS TO FRIENDS OF ASSOCIATION. 

Be it resolved, That the thanks of this association be 
tendered to the officers and Executive Committee of the 
association for valuable services rendered during the past 
years; also to T. J. Fernley, J. D. Warren, H. W. Beegle, 
H. P. Townley, A. J. Mears, Wm. Powell, Charles H. Shir- 
ley, R. R. Williams and Daniel Stern for instructive and 
interesting remarks made before this association; also to 
the Mayor, jobbers and manufacturers of the city for cour- 
tesies extended. 

OPPOSED TO PARCELS POST. 

Be it further resolved, That the Indiana Retail Dealers’ 
Association protest against the passage of the parcel post 
bill now before Congress and recommend the passage of 
the bill as advised and adopted by the National Grocers’ As- 
sociation held at Milwaukee, Wis., January 26-29, 1902. 

KEEP TAB OF MANUFACTURERS’ POSITION. 

Be it further resolved, That all effort be made by this 
association, together with the National Retail Hardware 
Dealers’ Association to prevent catalogue and department 
houses securing certain goods of manufacturers whose prod- 
uct enters into the legitimate trade of the retail hardware 
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dealer; and that we make an especial effort of advising our 
members as to the position taken by the various manu- 
facturers from time to time. 

We also wish to request that each and every member of 
this association report promptly to the Secretary all viola- 
tions of the rights of the retail hardware dealer, as well as 
all matters which may be of interest to the members of the 
association. 

ENDORSE BILL PROVIDING FOR COLLECTION OF DEBTS. 

We also endorse the bill which will be presented to the 
next legislature by the Retail Grocers’ Association of Indi- 
ana for the better collection of debts similar to the one 
now in operation in Ohio. 

Respectfully submitted. 

The report was unanimously adopted. 

It was moved by Mr. Boonshot that the association vote 
an additional allowance to the Secretary for his services 
during the past year of $50. The motion was seconded and 
unanimously adopted. 

Mr. Boonshot also moved that the salary of the Sec- 
retary, whoever he may be for the ensuing year, be made 
$300. 

Motion seconded and unanimously adopted. 

The President: We will now have the report of the 
Nominating Committee. 

Mr. Layne: Mr. President and Gentlemen of the Asso- 
ciation:—I will say when I look into the faces of the dealers 
present and witness the enthusiastic interest that you have 
manifested in this meeting, I realize what a work has been 
accomplished; what an endless amount of stoking has been 
done to create the enthusiasm, and when I recognize Mr. 
Corey's ability as a stoker and a steam raiser and the en- 
thusiasm he has manifested in this work, and when I see the 
dignity that our worthy President exercises in presiding at 
the meetings, and when I see the pleasant countenance of 
our Vice-President always in evidence about here, yonder 
and everywhere, I realize that we have been so fortunate in 
our selection of officers that it would be a great detriment 
to this association to make a change at this time. (Ap- 
plause.) ; 

Your committee have not only followed the inclinations 
of their own minds and ideas in this matter, but we have 
been careful to consult with many of you as to how you felt 
in the matter and without a dissenting voice the impression 
prevailed that we should continue this board of officers 
for another year. Therefore, in current with this feeling, 
the Nominating Committee put in nomination our old board 
of officers as follows: 

President, W. P. Lewis, New Albany. 

Vice-President, Jas. L. Hutton, Portland. 

Secretary and Treasurer, M. L. Corey, Argos. 

Members Executive Committee, I. A. Sibley, South 
send; E. M. Bush, Evansville; W. H. Weed, Vincennes. 

Mr. Boonshot took the chair and put the motion for 
the adoption and selection of the old officers for the ensuing 
year and they were unanimously elected. 

The President: Before we proceed I would like to state 
it is my understanding that the Nominating Committee 
bring in the names of the delegates to the national conven- 
tion. I would request them to retire and bring in the 
names of the delegates to the national convention. Every 
state send two delegates to the national convention. 

I wish to say that I appreciate exceedingly the honors 
that have been bestowed upon me; but that which I appre- 
ciate very much more than mere honor is the co-operation 
which the members of the State of Indiana have given to 
the administration. I am proud of the association of the 
State of Indiana. Personally I have considerable state pride. 
I know that outside of the state we are sometimes derided, 
but that comes largely because of the ignorance on the 
part of the gentlemen who state it, because Indiana stands 
in the top of the list to-day when it comes to education, 
industry and enterprise. 

It has been a great pleasure to me to be affiliated with 
this association during the year that has been brought to 
a close. When I left home I determined I would accept 
the responsibility no longer, but I cannot but feel that the 
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sentiment here is almost universal. 

I also have very deep interest in the welfare of the 
association and the work in general, and if it is the unani- 
mous wish of this association that we proceed having been 
in the harness somewhat I gave my consent if Mr. Corey 
would give his consent. 

I thank you again for the honor. 

Mr. Corey: Gentlemen, I suppose it is my turn. I did 
not think when I left home that I could possibly under 
any circumstances accept the responsibilities and work con- 
nected with this office another year. I did not feel that it 
ought to be asked of me. I enjoy these meetings as much 
as anybody that belongs here, and I enjoy the acquaintances 
and I appreciate the friendships that this has given me. 
I felt as if somebody else should take this work and carry 
it along, and when I spoke of it they all would not hear 
of it. 

Gentlemen, I would not be content to act as your Sec- 
retary one minute unless I felt we were doing some good 
and making some genuine advancement. 

I don’t know that I would have accepted of any other 
position in any other state I have visited so far, but I 
have so much love for the dealers that belong to this asso- 
ciation that I could not refuse it. I promise you I will 
do the best I can and I expect and know I will have 
your earnest co-operation. (Applause.) 

The Nominating Committee reported the selection of 
Messrs. James Fulton and Howard Burkett as delegates to 
the national convention at Chicago, and Messrs. Jones, of 
Richmond, and Bush, of Evansville, were selected as alter- 
nates. 

On motion the report of the committee was adopted 
and delegates elected. 

The President: Before we adjourn there are a few 
more questions. ‘Have any towns local credit associations, 
and are they successful?” 

Mr. Corey gave an account of a very successful asso- 
ciation oi this kind and said it was saving the merchants 
a great deal of money who belonged to it. 

Mr. Swayne also said he had been connected with an 
association of this kind which had been very satisfactory. 

Other delegates expressed similar views and _ shortly 
after the convention adjourned sine die. 


CONVENTIONALITIES. 


The members of the association were treated to a 
theater party Thursday night at the Grand Opera 
House as guests of the manufacturers and jobbers of 
Indianapolis. The following firms subscribed to the 
entertainment fund for the visitors: American Bunch- 
er Co., E. C, Atkins & Co., Aultman, Miller & Co., 
W. B. Barry Saw & Supply Co., Comstock & Coonse 
Co., Crucible Steel Company of America, John Deere 
Plow Co., Deering Harvester Co., Fairbanks, Morse & 
Co., Hide, Leather & Belting Co., Holliday & Wyon, 
Hollweg & Reese, Home Stove Co., Indianapolis Hard- 
ware Co., Indianapolis Saddlery Co., Indianapolis Stove 
Co., Knight & Jillson Co., T. B. Laycock Mfg. Co., 
Layman & Carey Co., McCormick Harvesting Machine 
Co., Charles Mayer & Co., Milwaukee Harvester Co., 
Ewald Over, Parry Mfg. Co., Chas. D. Pearson & Co., 
Daniel Stewart Co., Tanner & Sullivan, Taylor & 
Smith, Tucker & Dorsey Mfg. Co., Udell Works, Union 
Selling Company, Van Camp Hardware & Iron Co., 
Vonnegut Hardware Co., Warder, Bushnell & Gless- 
ner Co. 


J. M. Martin and H. C. Tanner, representatives 
of the Eureka Refrigerator Co., Indianapolis, Ind., 
were giving away to the delegates a neat sample of 
the opal enamel they used in the construction of their 
refrigerators. 
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The representatives of the Favorite Stove & Range 
Co., Piqua, O., at the convention were giving away 
a neat little memorandum book. 

One of the most attractive souvenirs at the con- 
vention of the Indiana Retail Hardware Dealers’ As- 
sociation was a celluloid covered match box showing a 
handsome picture of a horse and two dogs, which was 
presented by the representatives of the Home Stove 
Co., Indianapolis. 

The Estate of P. D. Beckwith have made Round 


Oak hospitality famous, but at no convention has their 


hospitality been so generous as at Indianapolis this 
past week. They occupied parlor D and rooms Nos. 29 
and 42. Their parlors were spacious and richly deco- 
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rated with palms, ferns and shrubs and the odor of 
fresh roses and the brilliant coloring of the beautiful 
natural flowers heightened the superb effect of the 
surroundings. The interests of the Round Oak custom- 
ers and the Indiana trade at large were looked after by 
H. L. Mosher and W. T. Leckie, who presented an at- 
tractive match box as a souvenir to every visitor. 

No hardware convention- is complete nowadays 
without a display by C. E. Atkins & Co., the popular 
saw manufacturers. Their representatives, Frank Wells, 
J. F. Reynolds and E. W. Clark, occupied parlor A, 
where they had a display of buck saws, hack saws, hand 
saws, and meat saws. The Indiana dealers were espe- 
cially interested in the new adjustable handle which they 
have recently introduced. They are adapted to hand 
saws and butcher saws, and are adjustable so that the 


user can saw at any angle, or what has never before been 
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accomplished, the handle can be so arranged that it can 
saw flush. 

The popular representatives of the Estate line of 
stoves, made by F. & L. Kahn Bros., distributed bout 
tonierres to all the attendants at the convention. 

Irving A. Sibley, South Bend, presented President 
Lewis with a handsome ebony gavel bearing upon a 
gold band the inscription: 


W. P. Lewis 
President 

I. R. H. D. A. 
1901-2 

The Brand Stove Co. occupied room No. 1, where 
their Indiana representative, C. E. Ireland, entertained 
their many friends. 

H. W. Beegle occupied room No. 43, where he dis- 
played one of the most complete assortments of adver- 
tising signs ever shown. Mr. Beegle gave a practical 
demonstration of methods to display cutlery and house 
furnishing goods, and always had an interested audi- 
ence. 

The Gem City Stove Co, occupied room No. 40, 
and W. A. Rowand distributed some useful pencils and 
nicely put-up pads of writing paper. 

The smoker given the members of the association 
Wednesday night was a most enjoyable affair, there be- 
ing 200 people present. The entertainers included J. 
Russell Powell, who gave a song; Samuel Murbarger, 
who gave a recitation; Henry Porter, monologue, and 
Tom Arnold, prestidigitateur. 


CAMP FOLLOWERS: 

H. W. Beegle, 153 Dearborn street, Chicago, IIl. 

J. A. Boyd, American Steel & Wire Co., Chicago, III. 

Allen B. Cleaveland, Ballard Block, Indianapolis; Ind 

R. A. Henry, Home Stove Co., Indianapolis, Ind. 

C. B. Howland, J. E. Porter & Co., Ottawa, IIl. 

C. E. Ireland, Brand Stove Co., Milwaukee, Wis. 

J. Frank Knight, Favorite Stove & Range Co., Piqua, O. 

W. T. Leckie, Estate of P. D. Beckwith, Dowagiac, Mich. 

D. E. Magee, Black & Germer, Erie, Pa. 

L. A. McCammon, Peninsular Stove Co., Detroit, Mich. 

H. L. Mosher, Estate of P. D. Beckwith, Dowagiac, Mich. 

W. H. Pipp, Columbia Enameling & Stamping Co., Terre 
Haute, Ind. 

S. B. Purvis, Globe Steel Range Co., Kokomo, Ind. 

J. F. Reynolds, E. C. Atkins & Co., Indianapolis, Ind. 

I. L. Sawin, American Steel & Wire Co., Chicago, IIl. 

Daniel Stern, THE AMERICAN ARTISAN, Chicago, III. 

A. L. Sykes, Union Selling Co., New York City, N. Y. 

Raymond Patterson Van Camp, Van Camp Hardware 
& Iron Co., Indianapolis. 

Frank Wells, E. C. Atkins & Co., Indianapolis, Ind. 

R. R. Williams, Iron Age, New York City, N. Y. 

J. M. Martin, Eureka Refrigerator Co., Indianapolis. 

H. C. Tanner, Eureka Refrigerator Co., Indianapolis. 

J. B. Howard, C. Emrich, Columbus, O. 

W. F. Garretson, Abram Cox Stove Co., Chicago. 

W. A. Rowand, Gem City Stove Co., Dayton. 

B. T. Isbell, Lawrence Mfg. Co., Sterling, III. 

C. Paten, Layman & Carey Co., Indianapolis, Ind. 

William J. Brown, Indianapolis Stove Co., Indianapolis, 
Ind. 

R. H. Browning, Indianapolis Stove Co., Indianapolis, 
Ind. 

E. W. Clark, E. C. Atkins & Co., Indianapolis, Ind. 

Geo. N. Foresman, The Union Selling Co., Indianapolis, 
Ind. 

L. B. Mark, Layman & Carey Co., Indianapolis, Ind. 

Wm. Peterson, Lyons Specialty Co., Lyons, Ia. 

Geo. R. Sullivan, Tanner & Sullivan, Indianapolis, Ind. 

Geo. G. Geary, Michivan Stove Co., Detroit. 
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DEATH OF GEORGE ERTEL. 


The trade will learn with regret of the death of 


Geo. Ertel of the Geo. Ertel Co., Quincey, Ill., which 
took place from Bright’s disease on a train at Pinta, 
Ariz., on Feb. 17, while he was returning home from 
California. Mr. Ertel was born at Neuburg-on-the- 
Rhine, near Strassburg, Germany, April 10, 1830, and 
was therefore in his seventy-second year. He had to 
commence the battle of life very young and at the age 
of thirteen was apprenticed to the trade of furniture 
making. When he had gained some skill And pro- 
ficiency he worked in several of the German cities. 
When he was 24 he emigrated to America 
brother having already located in Pennsylvania. On 
June 18, 1854, he settled in Elmira, N. Y., and secured 
employment at his trade of furnace making. The 
year following he was at Williamsport, Pa., and in 





a younger 


May, 1856, he came to Quincy. Here he found employ- 
ment for three years. He then moved out with his 
relatives to Liberty, then a promising village in need 
of a furniture store. There he remained in business 
for a number of years. It was while thus engaged that 





he turned his attention to the manufacture of bailing 
presses for hay and kindred products. It was the in- 
ventor and patentee of one of the first successful ma- 
chines ever devised. The field widened rapidly and 
soon the manufacture of his press was quite an im- 
portant industry. In 1868 he returned to Quincy and 
from that day to this he had been identified with the 
city’s progress. Of late years he had not had the best 
of health and he had been in the habit of spending a 
part of each winter on an orange grove he owned near 
Azusa, in Los Angeles county, in southern California. 
It was there that the shadow of death struck him. 
From there he started with his wife and son Saturday. 
He hoped to reach home to die, but the messenger came 
as the train bearing him homeward was crossing the 
bleak and cheerless alkali desert of Arizona. 

The deceased was married at Williamsport, Pa., 
December 8, 1855, to Miss Eva Elizabeth Gardnery. 
The wife and one son, Charles M. Ertel, survive. Of 
late the son has been the active head of the firm and 
he was with the father at the time of death. 
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COMBINED STEP LADDER CHAIR. 


The Udell Works, incorporated, Indianapolis, Ind., 
has brought out a number of new woodenware special- 
ties for the season of 1902, one of 
which is shown in the accompanying 
cut. 

The step ladder and chair 
shown closed is a very useful combi- 
nation and one which ought to sell 
well in every hardware store. It is 
made of quartered oak with a golden 
finish. Its weight, packed two in a 
bundle, is 20 pounds. This firm 
would be pleased to send the trade 

n ation Step one of their latest catalogues. When 

Ladder Chair. writing for same kindly add: “Saw 
it in THE AMERICAN ARTISAN.” 





—_—_e@oe--- —-—- -——- 


CLARK’S GEM FLUE STOPS. 


The accompanying cuts show the Gem flue stops 
manufactured by the J. L. Clark Hardware Co., Rock- 
ford, Ill. 

The special merit of these stops 
lies in the method of their fastening ; 
this consists of two wires—arched in 
form, and crossing at right angles to 
each other; where the wires cross they 
are notched, thus locking securely. In 
this manner there are four points of 
contact. 

The No. 1 is a flat stop. Other- 





Clark’s Gem ‘ - ; 
Flue Stop No.1. wise it combines all the essential feat- 


ures of a perfect stop, and has the patent fastening at 


the center. 

The cleat fastening at the center 
of the blank is secured by means of 
four ears which are clinched on the 
opposite side of the blank. 

It is finished in a gray colored lac- 
quer, with an artistic chromo glued to 
the center, making a very neat article 
and one that is a great favorite with 
the dealers. 

The No. 3 is raised and embossed, PA 
having an artistic chromo fastened at Flue Step No. 3. 
the center. From the form or the wires, the greatest 
holding power is secured. The method of securing the 
wires to the blank is simple and effective; the sockets 
of these wires being raised from the stock itself, pre- 
vents any melting and dropping down, as in the case 
where a cleat is soldered at the center. 








THE HARDWARE COMBINE. 


The New York Commercial quotes a wholesale 
hardware dealer in New York as saying, anent the 
rumored combination of wholesale hardware dealers: 

“There is nothing in it for us, though it would be 
a good thing for some of the people who are trying to 
bring it about. The great objection at this time is 
that, on account of the unwillingness of a few large 
firms to get in line, it would require an enormous 
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amount of capital to insure success. They can’t get 


anyone to put enough money into it.” 





WILL MEET IN MARCH. 


The National Association of Retail Hardware Deal- 
ers will meet in Chicago, March 18 and 19, probably at 
the Palmer House. 


= 
> 


BUSINESS CHANGES. 





NEW FIRMS. 


Pipestone, Minn.—C. S. Howard. 

Hatfield, Minn.—D. J. Delaney; new hardware dealer. 

De Graff, Minn.—Ferry & McLaughlin; new hardware 

dealers. ; 

Currie, Minn.—A new hardware store will be erected 
by Bushnell & Nye. 

Albert Lea, Minn.—Peterson Bros.’ Hardware Co., are 
erecting a large warehouse. 

Lafayette, Minn.—A new stock of hardware will be 
opened up by the Walker Lumber Co. 

Souris, N. D—J. P. Shayme & Co. are new hardware 
dealers. 

Davenport, N. D.—Conrad Elmer, a new dealer in hard- 
ware. 

Berthol, N. D.—Nick Schilling has opened a hardware 
and furniture store. 

Souris, N. D.—Wallen, Lindseth & Co., contemplating 
the opening of the hardware and harness business. 

Hoople, N. D.—Chas. C. Vick & Co. and Torgerson & 
Ekeberg erect a double store for machinery and hardware. 
Clark, S. D.—B. A. Tibbitts, successor to Sloan & Co. 
Luck, Wis.—John Tretson, a new hardware dealer. 

Wilson Creek, Wash.—Maltbie Bros. & Friel will open 
a hardware store. 

Ellensburg, Wash.—Neyhart & Snyder are new dealers 
in hardware. 

Fort Plain, N. Y.—Stewart & Bergen have incorporated 
with a capital of $15,000. 

Jonah, Tex.—The Jonah Hardware Co. has incorporated 
with a capital of $5,000. 

Petersburg, Va.—A recently chartered firm is the Stock- 
dell-Myers Hardware Co., John Y. Stockdell is president. 

Philadelphia, Pa.——The McDonald Hardware Co. has 
been incorporated with a capital stock of $100,000. 

Pittsburg, Pa.—Joseph Woodwell Hardware Co’ has in- 
corporated with a capital stock of $140,000. This firm has 
been doing business for a number of years at 201 Wood street. 

Pittsfield, Mass.—Fred G. Belden & Co., open a new hard- 
ware store. 

Sheboygan, Wis.—The J. P. Koepzell Hardware Co. has 
been incorporated with a capital stock of $10,000. 

Statesville, N. C—The Thomas Hardware Co. have pro- 
cured articles of incorporation. 

Westbury Station, N. Y. 
opened a new store. 

Windsor, N. C.—The Windsor Hardware Co. has been 
incorporated by Clarence J. Rhea and Levy Pearce. 

Union City, Tenn.—T. B. Greer & Co. and the Fry- 
Gregory Hardware Co have been incorporated as the Union 
City Hardware & Furniture Co. 

Morgantown, W. Va.—The H. C. Baker Hardware Co. 
has been incorporated. 

Arcadia, La——The Merchants’ & Farmers’ Hardware Co. 
has been chartered. 





Ellsworth T. Burgiss has 


CHANGES. 


Benson, N. C.—E. L. Hull has discontinued business. 

Waynesville, N. C-—Haywood Hardware Co. has made 
an assignment. 

Guthrie, Ky.—Hamill & Worthington succeeded by the 
Guthrie Hardware Co. 
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Renton, Tenn.—Holmes & Wade succeed C. R. Wade in 
Bearden, Ark.—The Bearden Hardware & Furniture Co. 
has sold out. 
Augusta, Ark.—Berry & Garland succeed W. M. Ells 
bury, a hardware dealer. 
Trezevant, Tenn.—Harris & Yancy succeeded by W. L. 
Yancy. 
Hinton, W. Va.—Graham Hardware Co. succeeded by 
Hinton Hardware Co. 
Newport, Tenn.—McSween & Seahorn have dissolved. 
Wickliff, Ky.—Geo. B. Wilds & Co. are succeeded by 
B. Wilds. 
Louisville, Ky.—Nieder Bros. & Co. succeed Nieder 
Bros. in the hardware business. 
Waxahachie, Tex.—The Malone Hardware Co. has 
changed its name to the Waxahachie Hardware Co. 
Waco, Tex.—Central Texas Hardware Co, are about ‘to 
succeed Woody, Quicksall Co. 
Tifton, Ga——The Greer Hardware Co. are succeeded by 
the Golden Hardware Co. 
West Union, W. Va.—Kane & Keyser Hardware Co. 
are successors to Kane & Reyser. 
Heron Lake, Minn.—H. J. Rader succeeds Rader Bros. 
in the hardware business. 
Adrain, Minn.—Carl Plath has purchased the hardwate 
and implement business of Mark Graves. 
Little Falls, Minn.—H. F. Schleusner is succeeded by 
W. H. Ryan. 
Albany, Minn.—A. J. Swinghamer succeeds Bruing & 
Thiesen. 
Sleepy Eye, Minn.—Hose & Bekke succeed Goettsche & 
Frank, hardware dealers. 
Fosston, Minn.—D. E. Gorton has sold his interest in 
the firm of Larsen, Carpenter & Co. 
Hawley, Minn.—C. G. Thysell, hardware and furniture 
dealer, will be succeeded Feb. 1, by Nels J. Thysell & Son. 
Atwater, Minn.—Feig & Teensing, hardware and imple- 
ment dealers, have disposed of their stock of hardware. 
Bellingham, Minn.—Nels A. Rudning has succeeded A, 
Schoenleben, hardware dealer at this place. 
Morton, Minn.—Watschke & Mathes, hardware dealers, 
have changed their name to Watsche, Mathes & Co. 
Montgomery, Minn.—John Gannon has purchased the 
entire interest in the firm of Gannon & Krautkremer. 
Litchfield, Minn.—The Litchfield Hardware Co. has ar- 
ranged to extend their store facilities by leasing the adjoin- 
ing building. 
Buffalo Lake, Minn.—Soderquist & Fisher succeed Soder- 
quist Bros. in the hardware and implement business. 
Moorhead, Minn.—Rushfeldt, Southwell & Co. have 
moved to the store of Rushfeldt & Co. 
Hope, N. D.—H. J. Standley is succeeded by King & 
Smith. 
Lennox, N. D.—Miller Bros. succeeds J. Johnson & Co. 
Parkston, N. D.—O. P. Schwartz has taken an interest 
in the store of Frank Wiedman. 
Baldwin, Wis.—Stronks & La Page have dissolved, and 
J. W. La Page will continue the business. 
Kalamazoo, Mich.—The hardware business of Geo. Sperry 
has incorporated under the name of the Sperry Hardware Co. 
Marysville, Cal_—J. E. Boorman Hardware Co. has in- 
corporated and succeeds James E. Boorman. 
Arlington, Tex.—Ditto & McKnight are succeeded by 
Mike Ditto. 
St. Jo, Tex.—Davis & Blevins succeeded by A. M. Davis. 
the hardware business. 
Chilhowie, Va.—Vance & Umberger are reported dis- 
solved. 
Lebanon, Tenn.—R. A. Cato has retired from the firm 
of P. Y. Hill & Co. 
MISCELLANEOUS. 
Alton, Ill—Cole Hardware Co.; fire; loss, $13,000. 
Fayette, Mo—L. C. Toalson; fire; loss, $5,700. 
Louisville, Ky.—Krieger & Miller; fire; loss, $25,000; 
insured, 
Newark, N. J.—Anton F. Mueller & Co. 5 fire; loss, 
$2,000. 
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eating and Ventilating. 


Harry L. Cram is president and Wm. F. Gilling 
Jr. is treasurer of the Adams & Jones Co., Boston, 
Mass., capitalized at $25,000, for the manufacture of 





heating apparatus. 

Four apartment houses in Kingston avenue, Brook- 
lyn, New York, were destroyed Feb. 20 by a fire caused 
by the explosion of a steam heating boiler. All the oc- 
cupants escaped. The loss is estimated at $30,000. 


W. P. Millar, Brockville, Ont., for the past three 
years in charge of the stove and furnace business of the 


James Smart Mfg. Co., at that point, had his home 
invaded on Feb. 13 prior to his departure for Chicago 
by the employes in that department, who assembled to 
wish him bon voyage. 

The L. J. Mueller Furnace Co., Milwaukee, Wis., 
are erecting a new warehouse for the storage of boilers 
and radiators. This building is to be 60x80 feet, two 
stories and basement, of solid brick, timber construc- 
tion, with side tracks from the Chicago, Milwaukee & 
St. Paul and also the Chicago & Northwestern Rail- 


way, direct to the building. 
. — 


ADDITIONAL MOISTURE IS UNNECESSARY. 


WHY IS ADDITIONAL MOISTURE NECESSARY? 
To THE AMERICAN ARTISAN. 

In regard to the question of Bert Hollo- 
way, Washington, Kas., as to whether it was nec- 
essary to have a water pan in a furnace, and what 
would be the difference in effect, whether one was in 
or not, we reply that from our standpoint the effect 
would be much better without it than with it from the 
fact that it is our firm belief from all the data that 
we can find on the subject that with a fair supply of 
cold air to a hot air furnace it is absolutely impossible, 
from the heat generated thereby, to any way destroy 
the natural moisture that may be passing over the sur- 
face of that furnace, into the house. If this be true, 
why is it necessary to have additional moisture to that 
already placed there by Nature, simply from the fact 
that it is warmed by passing over this heated surface ? 


ANOTHER LIGHT. 


Let us look at it for a moment in another light. 
Supposing you had a stove of fair size, sitting in any 
room in the house, and from the heat of that stove you 
are heating the air in that house over and over again, 
and you do not think it necessary, nor do people gen- 
erally think it so, that they should evaporate a gallon 
or two of water on that stove, in order to moisten the 
air. Now, take this same stove and drop it into your 
cellar, encase it with galvanized iron casing, Connect 
your hot air pipes to that casing, and your air supply 
from outdoors to the bottom of that casing, and you 
have a hot air furnace in principle. Therefore, if you 
did not need to evaporate water with this furnace or 
stove placed in the room in heating that air over and 
over again in that room, then why does it need it when 


you are bringing a fresh supply of air from outdoors, 
and passing it over this stove or furnace, and sending 
it into the same room? 

AIR IS MORE HEALTHY WITHOUT THE PAN, 

If any one will contend that because the air is 
brought from outdoors and warmed, and passed into 
the house that it needs moisture to make it healthy, then 
for Heavens sake, let us advocate the placing of a water 
pan on each and every parlor stove that is in any home. 

We contend that the air is much more healthy 
without the pan than with it, as we could cite to you 
numerous cases where hot air furnaces have been used, 
and large water pans placed in them, evaporating from 
one to three gallons of water in 24 hours, and the same 
has caused throat and bronchial difficulties. When the 
water pan was removed, and the furnace used without 
it, this difficulty of bronchial trouble was removed. 

PAN IS DETRIMENTAL RATHER THAN BENEFICIAL. 

Then again, we contend and claim that a water pan 
is detrimental, rather than beneficial, in any hot air 
furnace, and the writer goes so far as to advise all his 
friends that if they have such an attachment to their 
furnace to take it out, and break it up, so that it cannot 
be used again. 

The writer has used furnaces for twenty odd years, 
and has not allowed a drop of water to be evaporated 
by water pan or other device in his home in all that time. 

WATER PANS BECOME COATED AND CORRODED. 

If it could be demonstrated that it was absolutely 
necessary and essential, which we claim cannot be dem- 
onstrated, then we would advise the placing in one or 
more register boxes a small earthen vessel with a little 
water in same, where it could be seen and taken care 
of every day, and kept clean. It is a well-known fact 
that in 99 out of 100 cases, where water pans are used, 
they become so coated and corroded with vegetable mat- 
ter after using for a short time that if you let them 
dry the odor arising from the pan would make you 
think that something had crawled into the furnace and 
died. It is a well-known fact that the water pans at- 
tached to a furnace as they usually are receive no care 
whatever in regard to cleanliness. 


WATER PANS SHOULD BE SOLD TO JUNE DEALERS. 


We could go further in our claims in this matter, 
but we think the above is sufficient to lead any thinking 
person to believe that it is not a good thing to have 
water pans in furnace. 

However, we would state that we manufacture a 
large line of hot air furnaces, and with every furnace 
we ship, we send a water pan, but would advise our 
friends that if they should have one of our furnaces, or 
any other, placed in their house, to take the water pan 
and sell it to the first junk dealer. 


WHAT PHYSICIANS SAY. 

We wish also to state that we have a number of 
physicians in our city who have given this subject con- 
siderable attention, and their advice is that in placing 
a hot air furnace in your house for heating your home, 
have the apparatus large enough, and your cold air 
supply liberal, so that you would create in your home 
a sort of Colorado air and they would then not have 
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to prescribe so many times for the people living in 
them, and would not have to advise them to seek the 
climate of Colorado or some other high altitude, in 
order to overcome and counteract the throat and bron- 
chial difficulties that are caused by the use of water 
pans in hot air furnaces. 

SHOULD DESTROY THE WATER PAN. 

We would therefore advise our friend in Wash- 
ington, Kansas, who ‘asks the question we have en- 
deavored to answer, if he is using a water pan in his 
furnace, to destroy it as soon as possible, and run his 
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THE UNITED STATES WIRE MAT. 





The United States Wire Mat Co., Decatur, IIl., 
are manufacturers of the United States wire mat, 
whose weave is shown in the accompanying cut. It 
has no enclosed space to hold the dirt. It is a one- 
sided mat—has a right and wrong side. Every particle 
of dirt falls through to the floor because there’s no place 
for it to lodge. 

The weave is patented and so is the machinery 
that makes it. 

















Illustration-of Weave of United States Wire Mat. 


furnace without it for one season, and let us know if 
we are not correct in the matter. 

Hoping this communication will enable him to 
determine the matter in his mind, as well as others, 
and thanking you for calling our attention to the mat- 
ter, we remain, 

Utica, N. Y., Feb. 15, 1902. 


JOHN B. JONEs. 


es 


WATER PAN IS NOT A NECESSITY. 





To THE AMERICAN ARTISAN. 

Answering the inquiry of your Kansas correspond- 
ent as to whether a “water pan” is necessary in a warm 
air furnace, will say that it is not a necessity, but in 
house heating its use is almost universal. When air 
is heated it expands and in doing so its ability to absorb 
moisture increases. ‘The water pan furnishes moisture 
and to a certain extent robs the expanded air of its power 
to draw upon the walls, furniture and occupants of the 
building. 

[t is the same principle as that one long in vogue 
of placing a small kettle on the back of a heating stove 
and allow it to simmer and discharge moisture into 
the room. 

Would say that a water pan is a distinct advantage 
if attended to regularly and kept clean and filled with 
pure water. Monroe Founpry & FurNAceE Co. 

Monroe, Mich., Feb. 14, 1902. 


——e@o—____ 


WATER PAN IS NOT ESSENTIAL. 


To THE AMERICAN ARTISAN. 

It is not essential to keep water in water pan, yet 
I think it adds very much to the comfort of the house- 
hold. It softens the air and saves the furniture. 
Utica, N. Y., Feb. 14, 1902. C. F. PALMER. 


Dealers can furnish their customers with any size 
United States wire mat they desire in five minutes. It 
is made in all widths and is so woven that it can be cut 
down to any length by simply cutting one wire in two 
places. ‘The mat thus made will not curl up and is 
as good as any wire mat that could be made to order, 
and looks as well finished in every way. 

These mats are made of the very best galvanized 
steel wire. They are made any length, any width and 
any shape. They are handsome and ornamental as 
well as useful. They are used in private houses, hotels, 
restaurants, drug stores, bars, street cars, schools, 
churches, public halls, office buildings and hundreds 


of other places, 
<< —___—_ 


MERGER OF AXE AND EDGE TOOL CONCERNS. 


It is said that Alexander and Green, New York 
attorneys, have successfully promoted a $15,000,000 
axe and edge tool combination which will take in the 
following concerns: 

The American Axe & Tool Co., the largest concern 
of its kind in the country, itself a consolidation of 10 
or 12 plants, with headquarters in the Postal Telegraph 
Building, New York, and factories in Pittsburg, Beaver 
Falls and Lewiston, Pa., and Jamestown, N. Y.; the 
Kelly Axe Manufacturing Co., the second largest fac- 
tory, at Alexandria, Ind.; the Warren Axle & Tool 
Co., Warren, Pa.; the United States Edged Tool Co., 
Cattaraugus, N. Y.; The Standard Axe Co., Pa.; the 
Mann Edged Tool Co., Lewiston, Pa.; James H. Mann 
& Co., New York; Romer Axe Co., Dunkirk, N. Y. 

It is said the consolidation will also take in the 
principal edge tool concerns, and will make a bond 
issue, representing 25 per cent of its capitalization, 
a preferred stock issue of 25 per cent, and a common 
stock issue of 25 per cent, and 25 per cent will be paid 


in cash. 
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Tinshop. 


A SHELL TO CRACK. 





To THE AMERICAN ARTISAN. 
Which of your bright readers will prove able to 











ELEVATION 








crack this shell ? “EMBRYO.” 
—, Ill., Feb. 20, 1902. 
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WASH BOILERS. 


To THE AMERICAN ARTISAN. 

To make a No. 9 copper boiler from a copper sheet 
5 feet long and 14 inches wide, proceed as follows: With 
sheet laid on bench, trimmed side up, cut off from 
length 114 inches, and from each side of center of sheet 
lay off 914 inches; also from each end, 914 inches, which 
(See I|- 
Notch corners of sheet for boiler rod and 


leaves 10 inches on each side “approximate.” 
lustration. ) 
bottom seam, next turn lock on ends, same as you would 


\ 
* “v 94. '9A 9h 
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for ordinary tinware. Turn down 5¢ inch on bench for 
14 inch boiler rod, and wire same with wireing machine. 

To form “Perfect boiler”: First, cut out bottom 
2234 inches long, 121% inches wide, and burr up; now 
cut a piece of wagon box iron % inch wide, in length to 
correspond with the distance from A. to B; form in 
rollers, turning bevel sides of iron inside, shape to fit 
inside of burr of boiler bottom, forming one-half of 
one end. Cut another piece, and form in same manner 
from C to D, forming entire end. Now adjust rollers 


and start boiler sheet and form, placing form on top 
of sheet, care being taken not to set roller so tight as to 
cut copper, and roll both from F to E; remove form 
and slide sheet through rollers to D, and on line D place 
next form and roll to C; then finish with first form 
from B to A. 


with mallet before rolling. 


It is a good plan to start ends of sheet 


With a little practice you will be able to form a per- 
fect boiler, and in less time than any other method I 
know of. This plan can be used on any size of boilers, 
tin or copper. 

Swedge with O. G. swedge, but not too deep, and 
finish to suit your taste. This size boiler will take the 
pressed covers O K. 

I should be pleased to hear from any one else who 

W. R. WILLIAMs. 
1902. 


has a better method. 
Antioch, Ill., Feb. 19, 


—————. —_____.- @-o- — — 


OLD AND NEW. 


The St. Louis plant of the Berger Mfg. Co. is 
located at 19-21 South Main street, that city, and the 
manager, S. Y. Buckman, is showing the southwestern 
trade the latest and most up-to-date designs in metal 
ceilings, corrugated sheets, tin plate and other metal 
goods on the very site of the first government of the 
Louisiana Purchase. 

The tablet produced herewith occupies a place of 
honor on the entrance to this establishment, and serves 





————————— —— 











as a tie between the crude methods of pioneer days and 
the up-to-date merchandising which characterizes all 
lines of St. Louis business activity to-day. 

The St. Louis store of this company is 50x150 
feet in dimensions; three stories and basement high, 
and contains an unusually large stock of goods ready 
for prompt shipment. 
eave 
troughs, corrugated pipes, and similar goods which take 
up considerable room. This firm’s heavy goods, such 
as galvanized iron, tin plate, etc., are to be found on 


The basement shows a complete line of 
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the first floor. The second floor is devoted to corrugated 
goods, lanterns, imitation rock face stone, ete. The 
cozy offices of this firm in the part of the second story 
are equipped with all modern improvements, such as 
house telephones, electric lights, ete., and have an 
abundance of light. The third floor contains this firm’s 
cut-offs, elbows, wire hangers and other small goods. 
It is here that their handsome ceiling department is 
located. The office of this department is fitted up with 
the latest Romanesque, Greek and Rococo designs of 
metal ceilings. 
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TIN ROOFING. 





L. S. BONBRAKE, 
BEST METHODS OF LAYING TIN ROOFING. 
Although tin ‘roofing has been laid in centuries 
past, yet there are communities where so little atten- 


Portico Hip Roof. Fig | 


ee ee ae Sa as, a 


Sec A. 





Valley D 


tion has been given, and so small an amount of it used, 











that practically very little is known of the better meth- 
ods in use. We know of instances, where to more 
easily (7) solder the seams on porticos and flat roofs, 
the roof has been started at the top and laid downwards 


aie Eave Strip. (Finish ) —_ 
a 
mame mnt 

















Fig 2 
to the eave, with a result that proved disastrous to the 
plastering ; and this, too, on a surface of such pitch that 
the cross seams really would not have leaked had they 
not been soldered at all, if laid in the proper way, by 
starting the roof at the eave. An attempt had been 
made to cover one of these roofs by using solid strips 


—e Fig 7 
Fig 3 Double LocK Cross Seam 
Bead Eave Strip 
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Edges Jomed up 
Fie 5 


of tin twenty inches wide, and reaching over all the 
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Seamed 
Cleat Fig 6 











hips from one side to the other; to make it fit the hips, 
the slack was bent under and battered down, resulting 
in a horrible looking piece of work. 
ROOFS MUST BE LAID IN SECTIONS. 
All roofs, either house or portico, as Fig. 1, having 
hips or valleys must be laid in sections to secure good 
results. These sections are united at the hip line by 


THE AMERICAN ARTISAN AND HARDWARE RECORD. 








either a flat or standing seam, as best suits the humor 
of the roofer, however seams of a kind are usually used 
on the same roof. 
ROOF FOUNDATION AND CAVE. 
We have been frequently asked, What is the best 


foundation for a metal roof? and have invariably an- 





Fig 8 





AUO®Steel Spring 
Roof Bucket 


swered, Surfaced pine boards cov red with resin sized 
sheeting. The tin or metal should be given a thorough 


coat of good graphite paint on the side to go under, and 
































2 10 Rod & Staples 


same let dry hard before used. After the roof has been 
fully completed and all other work necessitating walking 


over it has been finished, it should receive a coat of 


18 Size of Sheet 20X26 





10X18 10 


rig ih X 


A— ---------1<e—A 





10x 18 














graphite or “Iron Clad Paint,” the latter being made 
bv using seven pounds of oxide of iron to one gallon of 
boiled linseed oil, and one-half pint turpentine dryer. 
Six months after the first coat it should be given 
a second, and one year later the third, after which 
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Brace 
Bracket Hanger 


painting every four or five years will give the metal 











sufficient protection to guarantee its lasting indefinitely. 
Painting with paint too thick, or too often, is liable 
to give it a coat, or coats so heavy that they will crack, 
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blister and peel off, doing more harm than if not 
painted. All these places will soon fill with dirt and 
damp, creating rust. 
STARTING THE ROOF. 
Having a valley, as shown by Fig. 1, the valley 
“T)” is laid first; with the tin at the back of it and 


Fie 13 


Wood 
Screw? 











higher than at the front or eave, and having an edge 
folded forward into which to engage the roof sheets; 
the sections are then taken up, and covered separately, 
by first covering Sec. “A,” then working back right and 
left until the roof is finished by flashing against the 
wall E. 

In covering a plain portico, having no valley, a 
neat and practical finish can be made at the eave by 


Fig 14 





Blank for Slip Joint 
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using eave strips, which may be made in any desired 
width or the full twenty inch width of the sheet may be 
utilized. In forming the finish as shown by Fig. 2 the 
one and one-half inch tongs are used to fold that width 
of the sheet back upon itself; after which the one 
inch tongs are used to form up an inch at right angles 
to the fold just made; the two provide the projection 
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225 
Slip Blank. 14 Fold ‘ 


‘B 4 
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“C” of 1% inch and the one inch nailing edge B, al- 


lowing it to project an eighth of an inch below the edge 
of the cornice board nailed to and preventing the drip 
from following around the corner, marring it with black 





Fig 16 - 
Slip Blank 2% Fold Slip + 
alCroove ; 
Left Hand Trough 








Bead Edge 


streaks and discolorations. The back edge of the strip 
is edged as shown at “A” and nailed to receive the 
roof sheets. 

A more elaborate finish may be had by using en- 
richment as shown in THe AMERICAN ARTISAN, Feb. 8, 





page 52, Fig. 9. A beaded strip is secured over the en- 
richment, the back edge of which is formed and nailed, 
as shown by end view, Fig. 3. 
A CHEAP STANDING SEAM 

for roofing can be made by first forming or tonging up 
an edge one inch, as at A, Fig. 5. This edge is secured 
to the sheeting or lath by using cleats at intervals of 
about two feet, and by reason of the slit “A” in cleat 


Fig 18 
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Fig 17 Nb 


Fig. 4, passing over the edge of fold A, it is held firmly 
in position. The opposite side is tonged up an inch 
and a half, and the end of the cleat folded down over 
its edge, after which a seamer is used to form the high 


edge B down and over the lower edge A, making the 


B. Roof lron 
5/9 


completed standing seam A, Fig. 6. While this seam is 
practical and can be used to advantage in saving work 








22... 
|| 


on a roof with a good pitch, as it is single fold instead 
of double seamed, yet where the pitch is no more than 
from two to three inches, the old style double seam is 
advised as being the most reliable. 

CROSS SEAMS 
may be made to use on steep roofs without using solder, 
by making them with a double lock, as shown in Fig. 7. 


SL 
Y Fig 2| 


Fig 22 


The ends of the sheets are first notched to a depth 
to accord with the height of the seam to be made, after 
which an edge 3-16 inch is turned on each end with the 


Fig 23 








Valley Guar 
folding machine, when each end is again folded back 
14 inch. This can be more easily accomplished by using 
the stove pipe brake. 
The folds will easily slide into the other when they 
are pressed or malleted down, making a rigid, tight 
joint that no amount of rough usage will affect. 
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A ROOF BUCKET 

convenient for painting a roof of steep pitch will be 
found in one made after the style of Fig. 8. The | 
tom may be cut to adjust itself to a roof of one-fourth 
pitch which will meet all requirements. The bucket 
can be made any size to meet the fancy of the painter; 
however, it should be of good width, and a steel spring 
strip, slightly rounded at the bottom, should be riveted 
to each side, and of course should lay snug and tight 
against the bucket at the bottom. 

When in use the spring engages the standing seam. 
Griping the seam tightly, it prevents slipping and the 
shape of the bucket keeps it at all times in an upright 
position on the roof. 

(To be continued.) 


0T- 


——-=-4- — 


NOTES AND QUERIES. 


STAND PIPES. 
From Bradberry Bros., Hurley, S. D.: 
Where can we buy stand pipes for city water 
works ? 

Ans.—You can buy stand pipes from Birmingham 
Boiler Works, Birmingham, Ala.; Carroll-Porter Boil- 
er & Tank Co.. Pittsburg, Pa. : Chsey & Hedges Mfg. 
Co., Chattanooga, Tenn.; Clonbrock Steam Boiler Co., 
564 Smith street, Brooklyn, N. Y.; S. Freeman & Sons 
Mfg. Co., Racine, Wis.; Gillette & Herzog Mfg. Co., 
Minneapolis, Minn.; E. Hodge & Co., 160 Liverpool 
street, East Boston, Mass.; Lombard Iron Works and 
Supply Co., Augusta, Ga.; Marshall Bros., Pittsburg, 
Pa.; R. Munroe & Son, Pittsburg, Pa.; A. K. Rarig, 
Engineering & Equipment Co., Columbus, Ohio; Riter- 
Conley Co., Pittsburg, Pa.; Ryan McDonald Mfg. Co., 
44 South street, Baltimore, Md.; Seannell & Wholey, 
Lowell, Mass.; Sharon Boiler Works, Ltd., Sharon, 
Pa.; Shickle, Harrison & Howard Iron Co., St. Louis, 
Mo.; Struthers, Wells & Co., Warren, Pa.; York Mfg. 
Co., York, Pa. . 

CLINE IMPROVED STEAM WASHER. 
From Jacob Schlosser, Hamilton, O.: 
Where can I buy the Cline improved steam washer ? 
Ans.—Cline Mfg. Co., 1239 Wabash avenue’, Chi- 
cago. 
WATER HEATERS FOR FURNACES. 
From Eastwood & Chase, Monticello, Ia.: 
Where can we get water heaters for heating remote 
rooms ? 
Ans.—Chas. Smith Co., 122 Lake street, Chicago. 
GAS FIRE POT. 
From F. J. Smid, Cedar Rapids, Iowa: 
Where can I buy a gas fire pot for tin shop, which 
can be connected to a city gas meter? 
Ans.—Clark Novelty Co., Rochester, N. Y. 
MALLEABLE RANGE, 
From W. L. Peckham, Marshalltown, Iowa: 
Where can I buy a malleable range ? 
Ans.—The Faultless Mfg. Co., Chicago, and the 
Malleable Iron Range Co., Beaver Dam, Wis. 


EASY LOCK STOVE PIPE. 


From the Harry Unna Co., San Francisco, Cal.: 
Where can we buy an easy lock stove pipe ? 
Ans.—The Triumph Adjustable Stove Pipe Mfg. 


Co., Joliet, Ill. 
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NAILING JACKS. 
From Mann & Co., Pierson, Ia.: 


Where can we buy nailing jacks? 


Ans.—Buffalo Last Works, Buffalo, N. Y.. and J. 


K. Krieg & Co., 39 Warren street, New York. 


ELLIOTT MFG. CO. 
From O. R. Gates, Independence, Ia. 
What is the address of the Elliott Mfg. Co. ? 
Ans.—Warren, Ill. 


. Aa 





ITEMS, 


It is said that tin deposits have been discovered 
in the Cape Nome, Alaska, district. 

The management of the Columbian Stamping & 
Enameling Co., Terre Haute, Ind., announce that their 
plant is nearly completed and they will begin manu- 


facturing operations early next month. 


The stock holders of the Wheeling Steel & Iron Co., 
Wheeling, W. Va., have elected the following directors 
for the ensuing year: C. R. Hubbard, W. F. Stifel, 
A. J. Clark, H. H. Hornbrook, Geo. Wise, Geo. K. 
Wheat, W. Aisett, J. D. Dubois, Ed. Hazlett. 


Samuel Lewis, F. M. Strong, Wm. H. Richards, 
H. M. Strong and J. H. Siebeling are interested in the 
Juniata Tin Plate Co., recently incorporated with a 
capital stock of $250,000, to build a tin plate plant at 
Greencastle, Pa. 

The United States Review of Feb. 13 contains an 
interesting article on the litigation between the inter- 
national Sprinkler Co. and the General Fire Extin- 
euisher Co. Clarke Merchant, who is well known to 
the trade on account of his presidency of Merchant & 
Co., Inc., Philadelphia, is a majority stockholder in 
the International Sprinkler Co., which is located in 
Philadelphia, and has issued a card to the trade in 
which he states that the alleged infringement on the 
dry pipe valve does not hold water, as the patent on 
this controlled by the General Fire Extinguisher Co. 
has absolutely expired and the design has for more than 
a year belonged to the public. He further guarantees 
any customers of the International Sprinkler Co. against 
any costs on damages arising from the patent suit in 
question. 


_ >. - 


TO EQUIP RAILWAY TRAINS WITH TELE. 
PHONES. 


As a result of recent successful experiments it 1s 
intended to furnish all Illinois Central trains with tele- 
phonic equipment, the instruments to be placed in 
baggage cars of express trains and in engines or ca- 
booses of freight trains. The company is elated with its 
experiments of telephoning over telegraph wires from 
a railroad engine on the southwestern branch of the 
road between Kankakee and Hempton, a distance of 26 
miles. A number of stops were made between the two 
towns. A wire was strung from the engine to the tele- 
graph line and telephone communication was estab- 
lished with the train dispatcher’s office at Kankakee 
without interfering with the regular business in the 
least.—Popular Mechanics. 
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Patents. 








693,438.—Heating Stove. Charles C. Pfeiffer, 
Louisville, Ky. 

693,423.—Heat Radiating 
Drum for Stoves. Josiah R. McCoy, Marshalltown, 
Towa. 7 

693,502.—Oil Burner. Benjamin G. Devoe and 
Charles W. Dailey, Lima, Ohio. 

693,418.—Coffee or Tea Pot Attachment. Walter 
R. Montgomery, Shreveport, La. 

693,389.—Door Spring. William Hargrove, Mont- 
real, Canada. 

693,461.—Device for Preventing Theft or Tamper- 
ing with Milk Cans, Bottles, or the Like. Charles F. 
Tillberg, Waterloo, Lowa. 

693,492.—Eaves Trough Hanger. Cornell E. 
Brown, Point Pleasant, N. J. 

693,403.—Vapor Burning Stove. Simon B. 


and Tempering Screen 


Keffer, Des Moines, Iowa. 
693,493.—Rain Water Strainer and Filter. Jacob 
Burger and Christian C. Kemp, Randall, Kansas, 
693,500.—Soldering Device. William E. Crane 
and Edward T. Holton, Binghamton, N. Y. 


—— +e 
HEAT. 


The effect of heat on air is similar to its effect on 
all other gases, and indeed on all the other forms of 




















693,438. 


matter, the principal one being expansion. 

Matter, whether existing as a solid, a liquid, or a 
gas, is composed (says a writer in “The Science and Art 
of Mining”) of an infinite number of extremely small 
particles. So small are they that even with the aid of 
the most powerful microscope one cannot see them, yet 
they exist separately, and each particle is individually 
affected when heat is applied to the whole mass. 

In the case of a solid there is a strong force of co- 
hesion among these particles which holds them together, 
and while the effect of heat is to put then in motion, 
each particle vibrates quickly according to the tempera- 
ture, but it does not move far out of its original rela- 
tive position amongst the other particles. 

In the case of a liquid the arrangement of the par- 
ticles is quite as close as in the case of a solid, and some- 
times it may be closer, but the molecules themselves are 
not so bound together by any cohesive force, and hence, 
when the mass is heated, they travel to and fro, gliding 
past one another, not with greater speed, but for a 
greater distance than in the case of a solid, so that they 
entirely change their relative positions in the whole. 

In the case of gas such as air, the arrangement of 
the particles differs from that in both solid and liquid, 
inasmuch as there is practically no cohesion, while the 
molecules are much further apart from one another, 
When heated they commence to move past one another, 
and being arranged less closely and with cohesion prac- 
tically nil, each particle meets with little resistance, and 
may travel far and occupy an infinite number of differ- 
ent positions so long as heat is being applied.—Ex. 
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pot I eine scnieisinn eae nnenne 82 
NL T, . . cnawncenenees 90-81 : 
POM. 5. Be HE DOscccccccesceee OF 
SE OP Gc csavescconsasace: ON : . 
Peters Cartridge Co............... 101 
Blacklock Foundry... ............100 : , 
Philadelphia Lawn Mower Co..... 9v 
Boynton Furnace Co.............. 2 , . 
. “4 Philadelphia Hardware & Malle- 
Bradner, Smith & Co............. 86 , 
able lron Works.........0+++ 2.0. 14 
Brammer, H. F. Mig. Co.......... 95 so ‘ 
Phillips, The A. J. Co.............100 
ET eee 15 ° > 
Phoenix Iron Works .............. 19 
PN Ms Minndad ccncdereninentanas 93 + 
: Plume & Atwood Mfg. Co......... 2 
Bridgeport Crucible Co........... 92 ° “ 
‘ iis ti cthian eg Sateen -107 
SN BIE, cnn akiise censceme 100 ‘ a! 
Quincy Stove Works.............. 14 
Milind antedideiielaatimancne 98 esiimen t Sam 95 
Buckeye Paint & Varnish Co... .. 92 oo meaner anaes 
: Remington Typewriter Co........ 86 
Burgess Soldering Furnace Co.. 89],,. 
4 Richmond Stove Co .............. 12 
INS Wie Be ME Ri ccsnc 0deecces 14 Ringen Stove C 3 
Caldwell Mfg. Co..........c.00.00. ee 
: Robeson Cutlery Co.............. 103 
Canton Steel Roofing Co.......... 89 : > . 

: Robinson Furnace Co. ....... inne 

Champion Steel Range Co........ 14 " 
P Rogers, S. L. &G. H...... 20.000 106 
Chicago House Wreckiug Co... . 96). , 
Ye - Samson Cordage Works........... 1 
Cimeh Gow. 86 B Coe. oes ccc cccccs , 
= 8 ke 87 
SNe SN inc ce es ocescccnccce Sle s: : 
Eo a nee 13 
Clark, Quien & Morse............. 95)a P . 
Schneider & Trenkamp Co....... 6 
Clayton, Lambert Mfg. Co........ 87 . - . 
Schreiber & Conchar Mfg. Co..... 94 
Cleveland Stamping & Tool Co... 98)~ 
: Schwab, R. & J. Sons Co.......... 18 
Clipper Lawn Mower Co.......... Oe} 
Ss Bie Ureees cceacodaes sees s«ss 12 
Columbus Bolt Works.......... .. 1 Signal Mail Box Co.. 100 
EE i eT 1 “ee “4 Ch ogg oe Sa 1 
Cooney-Geiger.. . SS a & ie on sesso NLR no 
Cope, Geo. W. Pattern ‘Works... 93 ce D lemenway - ee sen 
Cortright Metal Roofing Co....... "107 nae it a eigenen , 
he Standard Chain Co..... .ccccccccce 089 
Cullen, Orland Clyde.............. 93 ee 
Standard Lighting Co............ 4 
Depinet Foundry Co.............. 93 . 

‘ Stanley Rule & Level Co ......... 97 
Disston’s Henry Sons............ 97 St A & ToolC 108 
Dixon, Jos. Crucible Company.... 90 S se ea ern rne _ 12 
Double Truss Cornice Brake Co,.. 88|~" 0° hye naeencelpenmanimmaalaal 

. Supplee Hardware Co.............108 
Ne IR ion ci cu ion ctenenan 102 Sshes Stesl Reser C 89 
Dreis, Andrews & Krump........ — Teo 
Tanner & Sullivan......./........ 91 
I, Wc Bia Meliivosccenccdes ceens 93 
. Tinnerman Steel Range Co. uae ne 15 
BN ie We. WP Ecce dceee scciccce 89 
Tower Mfg. Co . eseccecceces SF 
Enterprise Mig. Co......00.ccccces $7 
Townley, H. P.. 98 
Enterprise Stove Co.............. 15 
: Triumph Adjustable Stove Pipe Co 96 
Eureka Refrigerator Co...........102 Twin Burner Vapor Stove Co ~ 
Excelsior Stove Mfg. Co...... .... 11 on pe ot tg arg 


SN TE MaDe ccnwncccs cosvccces 12 
Farwell, Ozmun, Kirk & Co...... 98 
re 15 
3 
Pam Cattery Ce..ccccccccececsccee OF 
Friedley & Voshardt.............. 90 
Galesburg Cornice Works........ 105 
Garry Iron and Steel Co .......... 87 
I is  iiciccicecnncne bees 12 
Globe Ventilator Co............... 108 
Gobeille Pattern Works........... 93 
Harlev Burglar Proof Ventilating 
RE Ei nantnintadsine cies 98 
Beary & Schelblle .... ccccccccccce 14 
a 19 
GMINA, Wines cncveccnnscue "2 
a ere 95 
Illinois Roofing & Supply Co..... 90 
Imperial Gas Lamp Co........... 87 
Inderendent Register Co........... 1 
a ee jnennias 04 
Wes Be OP Gi wk ccneeaneses 88 
Joliet Stove Works................ 10 
Jones, J. H......... iicinne: 
Kewanee Boiler Co................. 2 
Kimball Bros. Elevator Co........ 107 
Kruse & Dewenter.. 19 


La Crosse Steel Reofing & Cor. Co. 89 





Twin City Fence & Wire Works..100 
Union Horse Nail Co............. 94 
United States Wire Mat Co.......101 
Utica Drop Forge and Tool Co... 97 


Van Leyen & Henmsler............. 04 
Warren, J. BD. Big. Co... 2.0. 0000 101 
Weller Pattern Co. ..... ......... 98 
Wels Wie. Ceccccce cccccccccecs 107 
White, Thos. Stove Co............ 8 
 § tare 15 
Williams Stove Lining Co........ 938 
I, CR ak cemetbiensinei 89 
SE, AG ME eiAteiiia dai eneaebaaaee 89 
Wynn, Lewis D. jieaeais ae 
Yawman & Erbe Mig. Co... .. 98 
CLASSIFIED LIST. 
Architectural Sheet Metal 
Work. 
Berger Mig. Co.....--+0+.ceeeee 90-91 
Canton Steel Roofing Co.......... 89 
Friedley & Voshardt.............. 90 
Michigan Hardware Mfg. Co...... 87 





Bolt Cases. 

American Bolt & Screw Case Co.. 99 
Building Paper. 
Bradner, Smith & Co.............. 80 
Card System. 

Yawman & Erbe Mig. Co......... 98 
Catalogue Cabinets. 

Miller Catalogue Cabinet Co...... 99 
Ceilings-Steel. 

Berger Mig. Co...... ...... «--- 90-91 
a rer 14 
Canton Steel Roofing Co ..... .... 89) 
ee 89 
Friedley & Voshardt..... ........ 90 
Garry Iron Roofing Co............ 7 
Illinois Roofing & Supply Co.... . 90 
La Crosse Steel Roof & Cor. Co.. 89 
Michigan Hardware Mfg. Co...... 87 

Cement. 
Cem, Wilincsece 0080s cccecce cess J 
Chains. 
Standard Chain Co..........ceeee. 99 
Chimney Tops. 
iat TER, Civace ccs ccc nc cose 90-91 
La Crosse Steel R.& C. Co........ 89 
eer ee 107 
 § * ee 
Cornices. 
Borer Bibs. CO. .00e cece ccccces 90-91 
Burton, W. J. & Co. ..0ce ccccccce 14 
Canton Stee! Roofing Co.......... 89 
Garry Iron & Steel Roofing Co.... 87 
La Crosse Roofing Co............. 89 
Milwaukee Corrugating Co.,...... 89 
Cornice Ornaments and 
Statuary. 
Friedley & Voshardt.............. 90 
Wille BEbe, Cec csc cccccccvcsscesee B® 
Cream Separators. 
Galesburg Cornice Works.........107 
Lawrence Mig. Co. ..cce cvcccccces 107 
Cutlery. 
eee Cte Gis os cvcenacae cccces 96 
Robeson Cutlery Co...........-.-108 
Smith & Hemenway Co........... 97 
Drills. 
North Bros. Mfg. Co...... ....... 98 
Eave Troughs. 
Beamer Bras Co.cccce secsce voces SOF 
Berger Mig. Co...... cesses woes 90-91 
Canton Steel Roofing Co.......... 89 
Clark, Quien & Morse.........+++. 04 


Garry Iron & Steel Roofing Co.... 87 
Illinois Roofing & Supply Co...., 90 


La Crosse Steel Roof. & Cor. Co., 89 
Welling Mig. C0...0. voce cc cece ccce 107 
Elevators. 

Kimball Bros.. one re 
Enamel—Tints, 

Adams & Elting Co...........++.- 100 


Enamel Ware. 
Cleveland Stamping & Tool Co.,, 98 


Nat. Enameling & Stamping Co... 94 
Faucets 

Clark Novelty Co........... ean 2 
Fencing. 

Twin City Fence & Wire Works.100 

Files. 

Basnett. G. BT, Cocccosccccccncece B 

Disston’s, Henry Sons............ 97 

Nicholson File Co.............0++- 1 


Flue a 
Welling Mfig.Co  -.........+.2++..107 


ED ee eee 87 
Foundry Supplies. 
Obermayer, S. Mfg. Co.......... 18 
Furnace Cement. 


Cpe, Wave nc cs 0006 cccecccoccces 1 


Furnaces—Tinners. 
Burgess Soldering Furnace Co.... 89 
Clark Novelty Co.... ..cccccccecccces 2 


ee 89 [Clayton, Lambert & Co.......... 87 





Furnaces Warm Air. 
Bergstrom Bros. & Co............ 
Boynton Furmace Co...... ....++- 
Brand Stove Co.............. 
Clark, Geo. M. eer ere 
Hess-Snyder iii ist caddie earestion 
Lennox Machine Co.,....... ete 
Beyer Purmace Ce.... cccsc< ccos ce 
Monroe Furnace & Foundry Co... 
Mueller, L. J. Furnace Co......... 
Phoenix Iron Works...........++. 
Robinson Furnace Co ; 
Ls epee 
hs SNR, Gian iv secncsscccncces 


Gasoline Stoves. 
Ceeem, Gee. Be. Ot Ci ccccccesse 
Catent, B. BER, CO isies. os cncccvnees 


National Vapor Stove & Mfg. Co. 


Be SOD Ginn k.n0e cccane cotece 
Schneider & Trenkamp Co........ 
Standard Lighting Co............. 


Hardware Specialties. 


Atkins, B.C @ Co. .cccccccees cece 
Atlas Mfg. Co.. ieee 
Atlas Bolt & Screw Co.. ee 
Blacklock Foundry Co............ 
NEE GE Eccxe cn0s e0es cesses 
ER TNA sc anus eins menesdenbhe 
Lansberry Mfg. Co........ ... 
Lee Glass Andreesen Co..... ..... 
a TER nec tct0sce cecsccess 
Morehouse & Wells Cc 

Nat. Ao ap i Co... 
North Bros. Mfg. Co.............. 
Plume & Atwood Mfg. Co.. rbeeaniae 
Schreiber & Conchar Co....... .., 
Smith & Hemenway........ ..... 
Re shins 
ET BR, Ginn 5000 ceseescscccces 


Heaters—Hot Water and Steam 


American Radiator Co............. 
Kewanee Boiler Co.........+.+ 55. 


Horse-Shoes. 
Old Dominion Iron & Nail Works 
House-Furnishing Goods. 
Blacklock Foundry ........ .++++++ 
Cleveland Stamping & Tool Co... 
Enterprise Mfg. Co.... ......++..: 
National Enameling & Stamping 


Robeson Cutlery Co............+0+ 
Sperry, D. R. & Co......++ eee wees 
Knives. 
Robeson Cutlery Co.......++++ +++ 
Smith & Hemenway Co........... 
Lawn Mowers. 
Clipper Lawn Mower Co........ . 
Philadelphia Lawn Mower Co..... 
Supplee Hardware Co.....++ 2... 
Lawn Sprinklers 
Smith & Hemenway.............- 
Lamps 
Acorn Brass Works.......++++. 18 
Imperial Gas Lamp Co...........- 
Mail Boxes. 
Briscoe Mfg. Co............+++ 
Signal Mail Box Co....... «--+ +++» 
Metal Shingles. 
Burton, W. J. & Co.ceces oes sees 


Cortright Metal Roofing Co..... . 
Garry Iron & Steel Roofing Co.... 


99 


99 


La Crosse Steel Roof & Cor Co... 89 


Metals-Perforated. 
Aitchison, The Robt Perf’d Meta 


Metallic Shutters. 
Berger Mfg. Co.... 2.5 eseeee eee: 90 
Burton & W J. Co........-+ sees 
Canton Steel Koofing Co.... ..... 
Garry Iron & Stee! Roofing Co.... 
La Crosse Steel Roof & Cor Co.. 
Mica 
Asheville Mica Co.........+++.05> 


Mitre Boxes. 
Smith & Hemenway Co........ 


93 


97 


: 
: 
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Nails. La Crosse Steel Roofing Co....... 89 Stove Casters. E Tacks. 
; y | _ 
= Dominica Iron & Nail Works 99| Osborn, The J. M. & L. A. Co....108 Independent Register Co........... 1 | Tower Mfg. Co........ceeeeece cee 98 
Union Horse Nail Co............. 99| Perkins, J. L. & Co .......... 1-88 Fanner Mfg Co 8 
Nail Pullers Sykes Steel Range Co............ a en, Te Tape Measures. 
Smith & Hemenway Co........... 97 Sad Irons. Stove Lining. Lukfin Rule Co...... ccceeeeeeee ces 107 
Oil Stoves. Blacklock Foundry.......-.+++.... 100] Commors, Win........cooc cococccecs ,| Tinners’ Tools and Supplies. 
yee Ww. ra a ha oe * saa & Conchar Mfg, Co.... 94 Bridgeport Crucible Co..... ...... 92 we lap Gi dks ccnnnecseeests 4 
al Vapor Stove & g. Co. ai ee ertsc PPvicndencscneseeceasecs 
La a... i Sash and Spot Cord. Williams Stove Lining Co......... 93 tee anes Gaaanen nin, ae 
ew & Trenkamp Co........ 6 | Samson Cordage Works..........- 1 Stove Patterns. Dreis, Andrews & Krump........ 86 
tandard Lighting Co............. 4 ‘ Batiste Bale Ces occ cc ce cescescscd OV 
Sun Stove Co.. poaeereca ae Sash Locks. Cope, Geo. W. Pattern Works.... 93 Perkins, J. L... 1-88 
; 9 
Paints. Harlev Burglar Proof Ventilating a ee a ~ Stanley Rule & Level Co.......++. 97 
i . ‘ REPEC ee : ae ee CR Racuntecse secon 91 
ae vs arnish Co..... 92] Sash Lock Co... : 98! Weller Pattern Co................ 98 Tanner & Sullives 
: eel Roofing Co..... ..... 89 Saws. Tinplate. 
Dixon, Jos. Crucible Co........... 86 Stove Pipes : ' ‘ 89 
La Crosse Steel Roofing & Cor.Co. 89| Atkins, E. C. & Co........ .......108 pes. American Tin Plate Co.... ...... 8 
Disston’s Henry Sons.... ......... 97| Triumph AdjustableStove Pipe Co 96 Illinois Roofing & Supply. - 90 
Paper. McClure & Co.. 108 
Bradner-Smith & Co.............. 86 Saw Sets M& L — sven 108 
: Stove Polish. Osborn, J. aves 
Patents. Disstcn’s, Henry Sons............. 97! aiuminine Paint & Polish C 92 Tinware. 
Cullen, Orlan Clyde. ............4. 93 | Morrill, Chas..........-+++eeeeeees — - 
Peok, Hubert...................... 65 | Smith & Hemeaway Co 97 NN 65 dic neces patios iene 92| Cooney & Geiger.. ..... . 90 
Plyers and Nippers iain a ahah oot Dixon, Jos. Crucibie Co........... 86/ National Enameling & Stamping 
Nickel P| Stov lish Co. .... 92 ere caetiau On 
Smith & tlemenway Co........... 97 Screens. ee eo <insza 92 = , 
Polish Phillips, The A. J. Co.............100 er Teoh ney srr ‘ian. 
Aluminine Paint & Polish Co..... 92 Screw Drivers. Stove Pipe Radiators. Remington Typewriter Co........ 86 
i . ‘ pe retire cake se’ code eeenes 9 
oa sang Varnish Co..... a North Bros. Mfg. Co...........+-- 98 Selleck, A.C Vapor Stoves. 
<fcay-~-Ae abt ef neraaaas 8 een ; BM. & Co......0000 000: 5 
Nickel Plate Stove Polish Ge... © Can & aay SS..... " Stove Repairs. om res fo.. 2 i 12 
Radiators. Sealing Wax Strings. Brauer, A.G....+0++..e0eeeeeerees 93] National Vapor Stove & Mig.Co. 7 
American Radiator Co.... . ......, g| Fouts, C.C..........00sseeceeceee. 94| Depinet Foundry Co.............. 93) Ringen Stove Co..........0..0+++ 3 
NN As iiss cnks cence 9 Dust, Wm. L. Stove Repairing Co 93) schneider & Trenkamp Co........ 6 
ee — Shelves and Counters. Standard Lighting Co ............ 4 
Fox Cutlery Co A Warren, J. D. Ge. Ce... .csccesese 101 Stoves and Ranges. Sun Stove Co.........eceeeeeeceees 12 
: eee een ee eee eee 96 ' a Twin Burner Vapor Stove Co..... 7 
Robeson Cutlery Co...............108 Sporting Goods. Beckwith, Estate of P.D.... ...... 20 
Smith & Hemenway Co........... 97 Peters Cartridge Co............++. 101 | Brand Stove Co...........0+s00 eco 15 Ventilators. 
Utica Drop Forge & Tool Co .... 97 Stevens, J., Arms & Tool Co...... 108 | Champion Steel Range Co ........ 14/ Berger Bros. Co........++++++++++ 107 
Registers. Enterprise Stove Co..... nnn 15 | Berger Mig. Co......-+e0ee sees: 90-91 
Auer Register oe Soeadd catare. 14 Skylights. Excelsior Stove & Mfg.Co........ 11 | Burton, W. J. & CO...e ee eee eee - 14 
. : ‘ sid ait Basten, W. J. B Ce..c0ce eoccscces 14] Joliat Shove Works... cece cece cess 10| Garry Iron & Steel Roofing Co.... 87 
Canton Steel Roofing Cu.......... 89 ; ‘ : y : 
Damen Mile. Co. wee Canton Steel Roofing Co..... .-.-. 89/M. & D. Range Co................ 9 | Globe Ventilating Co..........-+. 108 
H ne eee Friedley & Voshardt.............. 90} Quincy Stove Works.............. 14] La Crosse Steel Roof. & Cor. Co.. 89 
enry & Scheible_ Co. 14 s . * 
Renae ones Garry Iron & Steel Co............. 87] Richmond Stove Co...... ......+. 12) Pow NB sarin wah eee gnce deenns 107 
Independent Register Co 1 owers 
Philadelphia Hard ao Jones, J.H.. cus SURE BIBNS Gi wisi cc cadets cccces 3 A ; 
shite na Ww ardware & Malle- La Crosse Steel Roof & Cor. Co.. ee 13 Washing Machines. 
ron Works..........ss.+0. 14 . Schneider & Trenkamp Co........ 6| Brammer, H. F. Mfg. Co....... «.- 95 
Roofing. : ' Silverplated Ware. Tinnerman Steel Range Co........ 15/ Clark, Quien & Morse........++++- 95 
Auld & Conger................ 000. 89 Benedict, M.S. & Co..............104| White, Thos. Stove Co.......-...0. 8| Huenefeld, E. H...... .....------. 95 
Berger Mig. Co... ..........0.. 90-91 | Rowers. S.L. & G. H............-.106 | Willard, Wm. G.........eeeeeee ees 15| Randleman & Sons .............+. 95 
Canton Steel Roofing Co 89 St i 
Me wees NOOUNE UO...000000. ove Boards. Tri : Wire Fences. 
a wate Roofing Co....... 107 Michigan Hardware Mfg. Co.... 87) Stove ngs. Twin City Fence & Wire Works..100 
PS BONE OE WP tocsias sevsecunce Bu | Atlas Bolt & Screw Co..... .....+.. 1 : 
Garry Iron & Steel Co............ 87 Stove Bolts. | Columbus Bolt Wks.......-..+-... 1 Wire Mats. 
Johnson, E. J. & Co....... ........ 88|Atlas Bolt & Screw Co............-- 1] Fanner Mfg. Co.......... ....... » 8| United States Wire Mat Co.......101 
IRON ORE IN JAPAN. the profit is not very considerable, observes Herr Lede- 
ane! bur in Stahl und Eisen. 
The iron most yan? met with in Japan is a —_____-+e-+  —____ 
sandy magnetite, that is got by pick and shovel; but 
: IRON [INES IN SIBERIA. 


as it is very poor, containing only one per cent. of iron 
on an average, a great many washings, either at the 
mine or at the smelting works, are required before it 
is sufficiently concentrated, when the iron content is 
increased to about 60. The blowing machine consists 
essentially of a large box, communicating on one side 
with the furnace and on the other with the outer air 





Of the numerous iron ore mines in the Urals the 
largest are the Komaroff mine, containing 1,600,000,- 
000 tons of 50 per cent brown hematite, and the Mag- 
nithaya Gora mine, claimed. to be the largest mass of 
magnetite in Russia, if not in the world. The Baikal 
by a valve opening inwards. The box is closed by a mines = believed to contain 5,000,000 tons of — in 
wooden cover, oscillating round a horizontal axis, but the portions belonging “" the oe 
making a tight fit with the sides of the box; and work- Soe Sane that owned by the Simsky works; an oe 
men standing on the ends of the cover cause it to oscil- the Elnitchi mines, near Baikal, about ges tons 
Jate after the manner of a swing. The melting furnace of ove have been Giecovered. It is claimed that the iat- 
is from 1.2 to 2 m. (mean 5 ft. 2 in.) high, 3 m. (10 ter group of mines, lying to the south of the Tehelia- 
ft.) long, and from 80 to 120 cm (mean 3 ft. 3 in.) binsk-Ufa branch of the Siberian Railway, will yield 

‘de: a cite elite: oft ta ft ae Fal ae 2,400,000,000 tons or iron ore. ‘The Vyoskaya Gora, 
wide; and on each side of the furnace, communicating § fount Blagodat and Sindrsky mines are to the north 
with it by eighteen to twenty tuyeres, 1s cne of the of the same railway. Engineers say the first contains 
primitive blowing machines. The fuel is either wood 600.000 tons: the ore in the second was estimated 
or charcoal, and from 60 to 80 casts are made in the 4; "6,400,000 fone ehen fost examined. but upon re- 
24 hours. One hundred kilos. (2 ewt.) of ore serve ON examination was found to amount to 13,000,000 tons. 
an average for producing 12.6 kilos. (27 Ibs.) of raw No definite estimate was made concerning the last mine, 
iron and 9.4 kilos. (20 lbs.) of steel, or 8.2 kilos. (18 as it abounds in pockets which sometimes come to an 
Ibs.) of puddled iron; and for every 100 kilos. (2 ewt.) abrupt termination. It is said that the Ural mines are 
of metal obtained, about 360 kilos. (say, 7 cwt.) of capable of producing 24,000,000 tons of ore, or about 
charcoal are required. A ton of raw iron is made for 10,000,000 tons of pig iron, per annum for the next 
65s. 6d., and sold in the country for about 70s., so that century. ~ 


4 
if 
5 


el 


ae aa 


TE 


en ae 
RSE 














a a i ee ee | 6 





THE AMERICAN ARTISAN 


Trade 


WIRE NAILS. 
Single carloads of wire nails are quoted at $2.20; 


small lots, $2.25 to $2.30. 


CUT NAILS. 
Cut nails are quoted at $2.20 in small lots, which 
causes a somewhat larger demand. 


BARB WIRE. 
Single carloads of barb wire are $2.80 for painted, 
and $3.10 for galvanized, with 5 cents extra for small 
lots. 


PLAIN WIRE. 

Plain wire in small lots from stock is quoted at 
$2.20, base. 

CORDAGE. 

Sisal rope has been advanced to 934¢ to 10c per 
lb., on the basis of 7-16 inch and larger, by some man- 
ufacturers. Others, who have a stock of fiber on hand, 
quote 9c per lb. Manila rope is quoted at 13c per lb. 
on the same basis. The demand for rope is only 
moderate. 

Manila rope, on a basis of 7-16 inch and larger is 
quoted at 13 cents per pound; sisal rope, on the same 
basis, from 9 to 914 cents; with a rebate of 14 cent 
allowed on large quantities, 





BUILDING PAPERS. 

There are no changes in the market for building 
papers noted, prices remaining practically unchanged 
at previously published figures for tarred roofing, 
sheathing, slaters’ felt and deadening materials. The 
demand for building papers remains good and of satis- 
factory volume. 


WHITE LEAD IN OIL. 
White lead in oil in lots of 500 pounds or over is 
quoted at 6c per pound; in lots of less than 500 pounds, 
614c per pound. 


LINSEED OIL. 
City raw linseed oil is quoted at 63 to 64 cents, 
according to quantity. 


BARS. 

Business this week remains at about the same basis 
as last week. The reports from the mills show an active 
demand, with buyers specifying heavily on contracts. 
Local mills are sold ahead for three or four months, 
and deliveries on new business are not promised before 
the latter part of the year. We quote iron bars at 1.75c 
to 1.85c, Chicago; steel, 1.65c to 1.75c, Chicago; out of 


store, 2c. —— 
SHteETS. 


The independent mills are making strenuous ef- 
foris to secure business in this territory, and are cutting 
prices to secure it. The mills are still weeks behind 


AND HARDWARE RECORD. 








Report. 


in deliveries. We quote No. 27 black, from store, 3.30e 
to 3.40¢e, and calvanized, 70 per cent to 70 and 5 per 
ct ee ee 
STRUCTURAL STEEL. 

On account of all the mills being overcrowded with 
orders and from sixty days to six months behind in 
deliveries, there is but little new business reported. The 
scarcity of material continues, and even handsome 
prices offered cannot purchase it at the present moment. 
The available stock on hand in warehouses and yards 
amounts to practically nothing. We quote mill ship- 
ments, carload lots, as follows: Beams, 15 inches and 
under, 1.75c; 18 inches and over, 1.85c; angles, 6x6 
and under, 1.75c; over, 6x6, 1.85c; plates, 1.75c; base, 
tees, 1.80c; zees, 1.75c; lots from store, angles, 2.10c, 
minimum ; tees, 2.15¢ minimum; beams and channels, 


2144c per pound, minimum. 


RAIL AND TRACK SUPPLIES. 

The demand for standard weight rails is fair, but 
not up to expectations, owing to the inability of the 
mills to furnish material before three or four months. 
We quote as follows: Standard rails, $28; light sec- 
tions, $34 to $36, according to size; out of store, $40 
to $44; splice bars, 1.70c to 1.80c; spikes, 2.10c; track 
bolts and hexagon nuts, 2.80c to 2.90c; out of store, 
2.90c to 3c; square nuts, base, 2.65c to 2.75c; out of 


store, 2.75¢ to 2.85c. 


MERCHANT STEEL. 

The contracts closed during the past week were 
nearly all for fall deliveries. Prices continue firm. 
We quote mill shipments, Chicago delivery, as follows: 
Smooth finished tire steel, 1.95 to 2c, with light shad- 
ing on carload lots; open hearth spring steel, 2.25c to 
2.50c ; sleigh shoe, 1.65c¢ to 1.80c, flat sizes ; concave and 
convex, 2c; cutter shoe, 2.40c to 2.60c; machinery steel, 
2.15¢c to 2.25c, base: plow steel, 2.50ce and upwards, 
according to quality; toe calk, 2.25c to 2.35c; out 
of stock, 2.40c to 2.60c; ordinary tool steel, 6c to 7c; 
specials, 13c and upwards; less than carload lots, 5 per 
cent to 10 per cent higher; cold rolled shafting, carload 
lots, 55¢ off, Chicago; less than carload lots, 50 per 
cent off, Chicago. 

CAST IRON PIPE. 

The local interest reports that orders are being 
booked daily, mostly for small lots. Municipalities, 
however, do not begin to place contracts for pipe unutil 
the advent of spring, and an active market is not ex- 
pected for several weeks. Prices are firm. We quote 
as follows: 4-inch water pipe, $29; carload lots, f. o. b. 
Chicago ; 6-inch water pipe, $28 ; 8-inch and larger sizes, 
$27; gas pipe, $1 per ton higher than above prices. 


BILLETS. 
There is an undiminished, steady demand for bil- 
lets, which is found to be hard to suyply. Bessemer 
billets remain at $31 to $33 ; open hearth, $33 to $35. 
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Q otations HARDWARE. SHOT DOOR AND SHUTTER. 
U l + Drow! shot, — eter than B, Bees? Patent Teer. «<< c0cceseseeeses 60s 
a b bags, $l 45| Wrought Barrel, eStandard list..70&10« 
Dee Ss. “and faiger sizes, —_ wrowent a. ‘i171 = 
OBS, POT DAG. occcecccccces 7 rought Square, tandard list.. 
—" QUOTATIONS. ance shat Wb bags pecbags 1) 
ille ot s, i 
(The quotations given below rep- —— PI Ss ae Cae, a1 
FIRST QUALITY BRIGHT | regent the current hardware prices. ANVILS. FRO as onnn opens scsee +++ NERS 
PLATES. They are not given as manufactur- ey: Betton, ze  e.-- -10c per » aac 
50 er’s prices, and manufacturers ae we 8....88 por! TIRE 
should net be held responsible for AUGERS AND BITS. Eagle Philade iphia = 28, '09...... bee 
them, Manufacturers sometimes | sne!!’s Boring Mach. Augers.60&10&54| Nosy ATeIPBIA «0+ voen en sees e 
name higher figures than those Jenin eg Ae _— Sow cee adi 
quoted for goods; they are not al-|/¢D0ings fattern Auger Bits . 
ways selling at the price quoted, but| ‘Bits on™ ne® Augersand wien 
goods are being sold at the figures Ship Augers, SWenmanes Bite. -15%| Com:non Carriage Bolts.. “G08 10K 
printed below by manufacturers nd . -50% | Machine Bolts, with H. P. or C. P. 
jobbers.) Cmax Bits . -- 608105 wean Nuts th ae Ce’ “ai pt 
achine Bolts, wit ; . Nuts 
ee =—_——‘(CiCiéCé#C§# ATS Siete asin ase dlc ain gal 1 
ews Brad, handled.... ...... oz.$ 35| Machine Bolts, without Nuts...... 
ADZES—cARPENTERS’. Brad, shouldered, assorted i tos 2 00| Machine Bolts, Bianks..... ne beers 
gr. RT ee ( 
COKE PLATES Brad, shouldered, “assorted 110 to 6 — ae ot H. P. or Sa10s 
. er gr. 
Cokes, 180 Ibs........IC 20x28 10 50 t| Peg, Pat.. CUI per gr. . 60] Bolt Ends, with C.& T. Nuts. ..654 
Cokes, 200 Ibs........IC 20x28 10 75 eg, shouldered........... per gr. 1 00/@ P- Coach PABUED.--- voscve setae L 
Cokes, 216 Ibs.......-1© 20x28 11 00| Ship—Barton’s.. --.13%6%| No. 1, Scratch, iad -per gt. & 80| Seat Noma aachuleunteeapeanogee: hen, 
Cokes, 216 Ibs........ IX 20x28 13 50 White's... ee 4 o. 5, Scratch, socket..... per doz. EF orge Set Screws and Top ‘Belts. 60g 
Rrapiadadsdhetedabacnqaudense ts.. A 
_ AXES. Washer Head Coach nnoraga 70@54 
AMMUNITION ijopincett.... seseee ees per doz 4-4 ve 
aa aie: BORING MACHINES. 
semnagee CAPS, PERCUSSION—per 1000— Beveled yn te . 20 Jenning upright without Augers..92 00 
= ek Fay Novi. a ; 61 00 4 J, Wetenpecet, 1-10s.. 50c | p aioe “ 98 50 
a e Fdy No i .- eerless can REE. cove 
Local Coke Fdy No. 2.. DE ME Mises sets cccnsencccce seence seoes iw..." a 30 BOXWOOD RULES. 
Lecal Coke Fdy No. 8 17 00| Eley’s ones .58c| White's...02200020000. as 12% 
Local Scotch Fdy Ne. i 19 00 Hand— BIR. Grencceccocecccccsscees $11 00 per dos 
Local Scotch Fdy No. 2. 18 50 Hunt’s.. - 400 WF Tiiccecoenceccoonecceses 0 * 
Southern Coke No. 1.... D 16 65 CARTRIDGES. a “ Ge Fe Tihenccccnonscessceessas | Aedes 
geuthora Coke Ho. 3... 4 4 ° Peters Rim Fire Ct 50&34 weet , " Léentecssioncessens mee * 
Southern Coke No.4... 14 68 14 90| Peters Cent Fire, Pistol & Rifle a5aeaq| VMtC’S--- ------++-++- ne re 
Southern No. 1 Soft..... B 16 40 so a. — Military and AXLES. © Barccceccecrccereeoeees 
Southern No. 2 Soft..... ® 15 90 ttag Cog» soees be ——— ° 
Southern Gray Forge... 2 14 90 Peters Blank Ctgs, except Commoniron, long arm, sq. bed.. 5% | ** 67...0.0..seeee 
Southern Silveries....... 17 65| 22 and 82, an additional 10s Concord iron. long arm, sq. bed... 6% | Boxwood, new lis 
ackson Co. Silveries.. @ 17 50| _ from above discount, Concord express, long arm, steel, VOY rcccccccccece 
Ohio Strong Softeners. 18 00] Peters Blank Ctgs. 22 cal....... 10&10%| square bed... 6%| Lufkin’s Steel. 
Alabama Car Wheel.. ® 21 00| Peters Blank Ctgs. 82 cal.,.... .108&10| Coach shape on above, ex. per. ib. % 
Malleable Bessemer..... D 18 50 Peters H 5 Kaos. Eafe bali: ‘<< HY wnt ty ese. extra per tb a BRACES 
fe eters aps, Conical ba e axles on above, ex. per. 
Coke Bessemer.......-.. 18 0G 30 @ U.M. C. Rim Fire Half Patent, steel, Nos. 7 ry ee, en eee 50& 198 
U.M.C. Cent. Fire, Pisb& Rifie 25&8«| Half Patent, steel, Nos. 19 to 22... 70| Common Bail, Awerican...... $1 50 
Winchester Cent. Fire, Military Extra, coach shape, 1% & smalier Fray’s Genuine S$ pers’ .... 008 
BLACK SHEET STEEL. 1. SCN CORB. 00cccsccccce 15 -perset 15/ Fray’s No. 807 to cece 
U.M.C. Blank Ctgs. 22& 82cal.. 10K Extra, coach shape, i 1%, per.set 30) Fray’s No. 508 to es 
in. $-16in. Nos. 8 and 10. per Ib. $3 80/U.M.C. Blank Ctgs. 38 cal..50-10-10s| Extra, coach shape, |’g’r, per. set $1 00 
DT nia do-enes Guidhaeaneee perlb. 3 85)U. M.C. B B Caps, Round Ball National mrenent Steel Tubu- 
(Je | Seer 7] Sy eee ers $1 75..25&10¢/ lar, Self-Oiliug BRACKETS. 
No. 16.....+..+++0++++++..-perlb, 8 40)U .MC. B B Caps, Con. Ball. $2 00 net | Standard ty a to 5) and Spe- 
SR iwcéecesactanereal per lb. 8 50/U. M.C. Rim Fire Shot Ctgs 50&15&3% cial Farm (Al to A5) less than Cast Iron Plain........+++s+0+ 30&10 
BUO, BBOE.... cccccc cece cece perib :60|/U.M.C. Cent. “ BE OI, oo avs c0se ccaccnccccansud Wrought Steel .......... ,70&10 @ 75 
No. 25-26 bikieabedacaeGeaal per Ib. $0 Overten sets...... .cccccceceeceee 25} Bradley’s.....-+-...0 eee 1% @ WH&106 
NG be0s0 saneconsseoemall per lb. 
eee perlb. 8 90 PRIMERS. BEAMS—SCALE. BROILERS. 
a aa $1 00 Seve Pomme, Lint jen. 28, 12, “.. ooo ool Wire Goods Co........0.+ 200. + 70&5% 
Peters Primers. . aoe “i i sy > mee anes 80x 
= oa. Tere eewe ee FO] PLS. Weeeeeee cece neeeeeee ooenes 
Wood's Smooth Steel, aad Winchester Primers.............. 1 08 BELLOWS BUTTS. 
10 . Bright Butts, Nos. 800, 803, 804, 
o Blacksmiths.. ete .70K8| 806, 808, 810, 814, $16, 818, 820, 
a Hand, 6% in............ "per ii ee ae - 
. SHELLS. Molders’, 10 in.......... per doz. 9 00 Bright Butta — A = = 
“ ters Empty P hells, "$48, 848... ae 70% 
Pena i2 ange. Loag’ Ay momener BELLS Bright Butts, Nos 2%, Gi, | 
PATENT PLANISHED SHEET Peters mpty Paper Shells, 16 COW, — | BBB, BES ccc cc ccccerccesccseccecers 
gauge. League................ Ordinary Goode. SAREE Serine: 70& 10s ———_ oe Hee. bam 701, 
STEL. Peters New V Ector Nitro shells.....154| High Grad Seize 608 702, 703, 794, 705, 706, 707, 708, 
Ideal. 83 Ox tig! hn e. voce on oo Rae 709, 711, 726, 727, 728, 729, 
“eee: Ne esd.<.dan:, Weldihacnea parece 
Patent Fieatenee sheet a ote 39 90 Peters Loaded Sheils. ‘League a iin... Se ee 50& 10x p TELeccccccccecee eecccccccccece - 10% 
Peters New Victor Loaded Shells, Doo 
with Hing 0 Smcteiets. - OCDE! anbe’s Gong... . ie ee 406 
GALVANIZED IRON. a pennpebeibeer eee Barton Gong Viig. Gari bbe? | BIA8s 1200 series. siemens 
° ome, °°. s acess 
Galvanized Iron.......... 70 & 236@70s v: Me. C How Liab, 6 queae ee er and Pull, Sargent’ 3. ak 
ects 8354 & 54 CASTERS. 
U. "Me c: New are 83K &5s HAND. TE. cneminideensimp een 60&10 
SOLDER. UJ. Bh. ©. eRe 00c cccccccccccs cose ce 1 “| Hand Bells, Polished ...... 60&10<| Plate Casters...,..........+. 60&1 
aut 18 | Ue M. C. High BAS0.....0000000000 lb | White Metal............... 55&10¢| Martin’s Patent (Phoenix)...... 50 
+ ais Perrerererirerire ete) et Peer ee 83% &10&74¢ Nickel Plated . x 508105 
Winchester Blue Rivals....... , Sittin supenetsensageeniil 60x 
Commercial ....000 ccc. cccses cocccces 17c| Winchester Yellow Rivals a $38 CHAIN. 
Siiver Chime.. . 384 @33% &105 
Winchester papgeer eeccescscecess 19% American Coil Chain, Less than Cask 
Winchester Le &10&75 MISCELLANEOUS. lots: ‘ 
SHEET ZINC €: Loaded Sheiis. iiac ) $16 % 516 % 716 % OM 
4.33 AON ean et SPCR ONS, 40854 Farm Bells ..............+.+s+++ Ib. 23%c 840 630 525 485 4.20 410 
600 Ib. Casks, base......... 6%c per Ib. Winchester ders Shells, Steel Alloys.Church and att HM Biol 
MC." "")'Sinckeless | Wilmot & Hobbs Mig. CoGong. 70g we re ee. 
Winchester.......... 40&10&10&54 German ° 
COPPER. Serveee, ff cocssssca oe ro denansinrontire oa 
GUN WADS—per 1000, Stenloy's s Rosewood Handled, T., German Halter Chain, jist July 
Copper.. ote teeeeeteees . -- base, 18¢ TOW LISE 2.06 ce cee e cee ee cee cecece 33% , Western Standard: 100 . 
Peters Gun Wads.. woe eee DORE 61563, Straight, with Ring... 8 
‘TIN PIGS AND BARS. U. M. C. Gun Wads............. W&5s BLOCKS. Hey Straight, with Ring.....80.00 
Common Wooden...........ss+s++: 10% 6%—8-2. Straight, with ring ... 84.00 
~ ce. pigs, per +: ie ieeniaie Yc POWDER, Eddy Steel Tackle Blocks. .66 2-345% 6410.2, Stra’ ent, wits ring.. 87.50 
bo per c d 2c per pair for Hooks 
straits 7. per ’b.: ee wi egs 5 Guictahet ‘kegs 8 Kegs $6 a BOLTS. Twist races 2c. a4 pair higher 
King’ 3 Lad Le ty .. 05a CARRIAGE, MACHINE, BTC. than Straight L 
King’s Smokeless.......... , 28, 0 & 10| Common, list Jan. 30, 95........ 60&5¢ Tepes, — eaene Fancy Ohains 
LEAD. a 2 “~~ y sre, Norway Tron, $3.00, hy Oct. 7,84 |_ Eastern list.............. - .O&108 
skews ee ee 758105 | Jack e Chain, is uly 10 “0 
Anaten ~-. maebee 77° pipent t= 4y - Bolt Ends, list Jan. 30, '95...... 50&10s| Iron. . -- eee 
Dnsdacdeveseensessaeseuee . 20 & 10c.| Machine, list Sept. 20,’99.......... 654 PeiRcccase ase 200 eecccccee 
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ie. ccsncnasiiniiinein 70% EGG BEATERS. ce a ee mE 30&10 HAMMERS, 

Gal, Pump Chain........ lb. 4% @4c | Standard Co.: Ballast or Stone Forks.........- 40&54| «+4 rtisan’s Choice,” A. E. Nail. .40&54 

Covert Sad. Works: No. 5 Steel Handle Dover Lear Tanners’ Forks.........0essse00. 40&54| Engineer’s and B. S. Hand.. . 608 
Breast, Hitching and Rein gross.. . --$ 6 50/ Shaving Forks...........0+0 00+ 40&54 | Machinist’s mgmmess. 508 108 5at 0808 

SE nn cack nekiedunnn ween 7 No. 10 Cast Handle Dover; pr gt 8 00) Potato Scoop Forks.............++- 40% pet we A. It. o seen eeees one 

Covert Mig, Co.: iis No. 10 Steel H’ndle Dov’ “Steel 8 00) Oyster Forks..........++:+.s00es — wpe aoe ” 
Sis ca eaiebincmaelen 2%; No. 15 Extra Heavy Stee Sluice Forks... .-<- ccccce ces. AMES 
— inks Sintebeeeseseseseneed = Boer e eee een rename 0 a Heav Mill, Manure or Street = SA em, wnewene ” 

ee ee — | cca ~~, lipped alliatnaindaladaiaiatadiaa einsn.00:0060 coenesaesenveneqoust . 
ea # £4 ~ a iis C Steel Tar or Asphalt Rakes,....... B54 
RRR RRSP: 85824 b0 Small Family size pr gr 6 50 Asphalt Hoes...........s0+sssseee. 854 1 
No. 100 Regular Fam size prgr 8 00 : . ; 

Oneida Community: to, 2p center Heailie dee Two Tine Hay Forks, Std. Size.. .65¢ N : : 
Eureka Coil & Halter40&10s new list | _N0;102, Regniar Bam vane 9 50|3 Tine Hay Forks, Std. Size... ... 70858] No 150) 8 
Niagara Coil and Halters40@10s “ No. 150 Large Fam size prgr.. 15 00 Four Tine Hay Fork, Std. Size..66%%| Bronze agen Greg sah. , per oun net $i 10 
Niagara Cow Ties..45&5@45&10&54| wo. 152 Large Family size Socket Four Tine Hay Forks. 66% &5¢ sepemnes cheese Hee pene tno 7 : 2 
Am, Coil and Halters. .50&10&5@60s SAI il nc tccesacswnes 17 00| Socket Four Tine Manure Forks...70%| Chest and lift......-.. oe 
Bn, Cart TBs 60e cccccs 858&5@40&5« | Lyon’s Standard size per doz.. 1 75| Socket Four Tine Speding Pes Forks Wood— 

Wire Goods Co.: Weader (3. S. & Co.) per gr... TED] coco sree sess esos cocceses &5&2%44| Saw and plane................. “ 6 
Dog Chain . ..608&108 Three Tine Meg Header ad Hammer, hatchet, axe,etc.... “ 45 
Universal DbI- Jointed Chain . -- 50% Four Sana H cciguaead Heke firmer chisel. —— ” 

ENAMELED STEEL WARE. |* Forks”. fay Header and Baler 4| Apple firmer chisel 2... roca 
CHALK Royal (N. E. & S. Co.)....70 to 70&10¢ Onin or Barley Forks..... 70&10& 10 Socket on ——.. JS ahegn 

od i eons 60c | Peerless (L. & G, Mfg. Co.).. .70&10s | Four Tine Manure Forks.. .70&10&54| File..............s0000005 per gro. $2 80 

Bice s occ cccccceseseees : 50c Agate Nickel Steel Ware....... 50&20«| Five & Six Tine Manure Forks70,10&54 qnars. governed. mses geonen sens ase 5 = 

MA iesedendeeeeunean ‘ 45¢ Pearl Agate OS ES: 50& 204 Spading Se 10&10&54 so Cus a Gccccccccoce 

Blue and White Ware.......... 60&10x | Potato Digging Forks.............. 655 Nn 
halk sora ee $2 50 All White Ware (with blue bor- Stone Picking Forks............... 65% ates Ro... per pats = 
ial area = , GET... ce eee cece neeeeee « OOKIOKSS| Garden Hoes................75&10&5¢|_ ‘ No.6.. aa 12 
Regal Steel Ware.............. 60&10%| Meadow and R. I. Hoes... 75&5&2%% | en ' tetteeeeeeee 12 
CHISELS. Sunbeam Meadow Hoes..... 75&5&%s| oP OO. eosseseteeees = 
ssn nseeeeanetenss sree sessetns 10% Mortar and Street Hoes.... 75&10&54 

Witherby:. ilar cael alae ins j FASTENERS, BLIND. Planter Hoes, Regular Pattern. 70&30s HANGERS. 

CLAMPS. Eee 50&10%| Tobacco Hoes......----...se0- TWEBOK| Hangers..........00cc0-++aeceeoeee 60% 

No. 25 Adjustable......... 50&10 to 60x aa gg WRRRS AR 

= ieteene @0s ough Fin. Shank Cot. Hoes 75&12% 
Carriag seen ee eeeeeecens cess FAUCETS. Cotton Chopper Hoes....75&10&7%¢ HATCHETS. 
Ladies’ Cotten Hoes...... 75& 10&73¢s 
CLEANERS. Standard — BGG ccc veccencesece 25%! Malleable Rakes ; a Agerican Axe and) 
UD ecncsscinsennnins eevneil .o.3e. ##é@te tev’ oa OO] CO....+++++ e000 
per doz $1.10 5 BO. Wood Faucets. ty Ladies’ and Boys MOOR Bocce. c0ccerces 
CLEAVERS. Red Cedar .....-.. OCB... ee * Oe to TO&10&ES Hunt’s. 
egal sla tliat ton eT e 
@ ccccee eoecsecees eececes ---@is 15| Cork Lined........ Maer BS. .o.00 000s 
ate Bl etal a cao Hop Hooks......... ..60&10&2%4| C. Hammond & Son.. 
Self Measuring Steel Garden Rakes................ 754| Fayette R. Plumb.... 
i: a ee me is uterpeiee, 6 per doz. $86 00....... 40 | Steel Garden Rakes Stamped blank 70s 
otchkiss Horse Clippers Cork Lined 10&5@70&10&54 | Turf Edgers.............2...00: 60& 54 
No. 10.. eee eee ewer 

No. 80 ‘per doz $18 00| Metallic Key, Leather Lined Steel Road Rakes.. ..658] HAY AND STRAW KNIVES. 

— m0... euintaieee e BB OT ones ccccccsececece.-csoesee 70@70& 105 | Special Mortar Hoes.. * 408&108&2%45 Lightning : $5 50 

=. » ee en ee ee . = Red Cedar . SO@50& 54 Harpers’ No. 7 Siacion ray eer care eases eoencens 

; “ ruc oes. &10& 25 
No. B. & L. B. Co.: - 
lin lite alanis West? k, 0 Sh t > RpRanaan es 
“a. ington Toilet nba ae ieee Ce ee ee MARR M Net Tett....0...0.-.. 75&10& 24 —— 
eee rdoz 
No. 101... pe ae John Sommer’ . Seeatean ae Key. .40s Hoe Down Hooks........... 75 &10&28 BLIND AND SHUTTER. 
No, 21.22... 10.80 Vico Hinal 5" Gitos| raid Stoel Bdge flsee os saae| (Victor: Natiousl-is680 P- Niagara 
ecseceese “ i epee ; H oS 08 ara; 
Me. m.. : “ 920] Duplex Metal | ey....60% neta * Clark's O. P.; Clark's Tip; Buffalo.) 
Me tticacascthcoanean “ 1500; “ " amond Lock.......-408) 00 ND ae ee cree eee e es 
‘ “ IXL Cork Lined . a oy | eee $0.75 145 2.90 
‘ Reliable ws 508 GAUGES Mortise Shutter: 
COFFEE MILLS. - 2 eS ow coset fe ; L. & P., 0. S., Dixie, &c.) 
Enter. Mig. Co., list Jan. 17,°08....26| « © OK 117.120g| Marking, Mortise, etc... -......... ad Ee 7 8% 
BI Cccs ccnc cs cine sesecceees 50&105| “ Perfection Cedar......40%| Stanley R. & L. Co.’s Butt & Doz. pair..... $i.00 5 52 6% 
[ee 60&10< | Star.. , B0@QB0&5% Rabbet Gauge..c. cccccceses coce Net| Mortise Reversible Shutter, (Buffalo, 
~ Star, Metal Plug new list... 40@e0e&5g| 5: & H. Cos.....- +2220 eeeees vvee (a 1 1% 2 
CORKSCREWS Lockport, Metal Plug, redpced 2 we pair...... $0.65 60 aime 
. REE. cccccccere coccee cece qe cece arker ° 
— =... ee McKenna, Brows: i 2 - GIMLETS. Nowths Automatic Blind Fixtures 
umason & Beck! sececced urgiar Proof, N. P........++++++ o o o ; No. 8, for 
BAM ITe ...-....ccccccececessesees  40%| Improved, % and % inch......... 95%! Gimlets..........2. +++ idbeiaiuatete CRs] Betek SIDS... 0000 cccccccccceees 108 
Walker's .........ccccccscceceeee met | Delf Measuring: Reading’s Gravity...........++. 758108 
Williamson’s Regular.......... 40% | Enterprise, per doz $36.00........ 40% Sargent’s, No. 1, 8,5.......... 6635 & 108 
Williamson's Forged Worm... 40%| Lane’s, per doz. $36.00.. . - 40&10% GLASS CUTTERS Sargent’s, Nos. 11 & 18......... 70& 109 
National Measuring, per oz. Wrightsvile H’dware Co.: 
DOG COLLARS. iba cons: dccsan eeueneeced sag, >to gpaabeaabaaabbat 83% &108) O83" "Lull & Porter......... 80823 
Pope & Stevens’ List: se Ee C easnen noses ae Acme, Lull & Porter......... 75&10 
Brass (full Assortment)...... net price FILES AND RASPS oe ee 7 — a par ai ~ ne 
Great Western...........2+00+ TSR Be nnn crnce noes oneetFOK10&S6 
Chien DOOR CHECKS a —" oceecccececesecceecese pon GLUE POTS. Shepard’s Noiseless, Nos. 60, Ss. 
aialasiiceleaalchisni-iintaneibisine Aensnddcnasial B06 | Arcade... ....00 cece sreeeeseeees 
IN iit seid gs ice se a tied 906 | K. & Fi... cee ceee cece eeee cere es IEE soi ssen cash sctnnccnccecsenes 805 Nis are, Gravity Locking, Hea. 1, ae 
eae A RN eos fo 158546 | Emameled........sccse. cee eeceeecs BEB) FD. nee were ceeecerecee cece 
a a Nee 8, ong bree ag = 
Beste ‘ 70, 10&54 Tip Pat’n, Nos. 1,3 & 5..... 75& 748 
DRILLS AND DRILL STOCK. | wNicholson....... WANA see) GLUE Buff. Gravity Lock., 1, 8, 5..75&7%s 
© BPM eSISER cccccccccccccecese cess 70& 10% ‘ 
ommon Blacksmith’s Drill Royal 80@80& 10% Shepard’s Double Locking, Nos. 
<i hin eet naman aie: TT) negated aad Martin’s Liquid. List....88%% off List Seidctsenienedssscessacctee 
Bench Drills, Stearns’ ...., 5 50& 6 00 Black Diamond.............--708&108) viartin’s Liquid List....88%%off List} Champion Gravity Locking, Be 75 
Di A 75& 5s 
Blacksmith’s Self-teeding, each BELOR'S..002 000+ cree ee eoneees Martin’s Liquid, List. ...88%% off List &7MS 
- $5 00& $7 00 Steamboat Gravity Locking, oo 10 
Breast, Millers Poks., 5&7H68 
ctnsenna seed each, $2.25 net for No. 12 FILE HANDLES. Pioneer, Nos 060, 45 & 5%. .75&7%4 
Godell Automatic Drills,$12 00to$15 00 Nicholson File Co.’s “Simplici- GREASE, AXLE. Empire, Nos 101 & 108...... 0&7%s 
ty” File Handles, per gross oe cia nieennh Ne | W.H.Co’s Mortise Gravity lok. 
DRILLS—BIT STOCK. — were cert tttteneeeeee sees B 85 to $1.50| Baum’s Castorine Net fing NO. B...... ccce cccccccccecs & 108 
ae Se ete rat ere eS oe ee ee ee Stanley’s Steel GravityBlind jiiee es 
Standard List.....0000ccvced 60&10@70« per doz. sets $1.30... hanntesad & 10 
oS GRINDSTONE FIXTURES. GATE. 
DRILLS—TWIST. Coke and Cottonseed Forks.. ..40&5% . . 
. a s or Shepard’s—Doe. sets: 
Standard List....<...0- es: 60&10@65« | Coal Peicesanteessanse anced 40&10¢ | Stowell’s oe pau oe 1 
Straightened taper shanks to 1% in. | Barn or Ice Forks...... .... 40&5¢| Reading Hasdwese Co. benannues Net inacs with Latches$1.90 2.50 
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Hinges only cies baci 


Latches only 
New England: 
With Latch.... 


Without Latch........ 
Reversible Self-Closing: 
Wee EMBER. occ cccece 
Without Latch........ 


doz. $1.40@1.75 
doz. $0.95@1.30 


Western: 


With Latch.......... 


Wrightsville H’dware Co.: 
Shepard’s or Clark’s Nos. 1 & 2.. 


Shepard’s or Clark’s, No,3.. 


SPRING 


Holdback, Cast Iron, 


Non-Holdback, Cast Iron, gros... $8.00 
J. Bardsley: 
Bardsley’s Patent Checking...... 154 


Bommer Bros. 


Bommer Spring ae 
Bommer Bal! Bear. Floor Hinges. ios 


Chicago Spring B Butt dene 
Chicago ..... aoe —— 
Floor Hinge. Oe 
Garden City Engine House........ 20% 
Keene’s Saloon Door .....-+++++++. 204 
Triple End. .. 40c 


Hoffman Hinge & ‘Foundry Co.; . 
No. 70 & 80 Holdback a. 


Lawson Mtg. Co.: 
Matchless 


Matchles Pivot....... 


Payson aw. Co 


Oblique....... .: Sexdices 


Stover ite. Cc 


Ideal, No. 16, “Detachable, per gr. 
$12.50 


Ideal, No. 4.... 
New idea No 1. 


New Idea, Double Acting adeaeeee 


WROUGHT IRON 


Strapand T Hinges, list Mar. 15, 1901: 
Light Strap Hinges.........-.... 7 
Heavy Strap Hinges 
Light T Hinges....... 
Heavy T Hinges...... 
Extra Heavy Tliages 


Hinge Hasps...... bab Sneak 

Cor, Heavy Stra 

Cor. Ex. Heavy * 7158108 
Screw Hook and Strap: | 

] to 1B im... ccc ccceccccnscces ] b. 8%c 

see = veneuae Ib 8%c 

OR Oe Wivicccicgcccess cacecees lb.3 c 
Screw Hook and Eye: 

% tolinch.. eee 

M-inch.. ee ee 

M-inch.......... AED 

MISCELLANEOUS— 


Hoffman’s Stee! Spring Butt iaape 
Hoffman’s Oteeticiigeeres If 
40& 108 


HOLLOWWARE. 


Stove Hcllowware Ground......... 508 
en re 


HOOKS. 


Picture, No. 299 . 


BUSH HOOK, ee, - eens iebinecenene-atad 
ale ‘ 
No 1, Underhill .....-. pI cine nekneenne mnagacei ikaw 
PIED wnc0senncackebaneemneieiel 40% Eureka, Eagle Lock Co ........ 40% 
COREE TURD 0.00< 0.000:0000 ccc eee PIII, onc cccoccces coscececead 83% & 10s 
Grapling Be ied ace ee 
SR ciaccwnccoacns ainawoukeunall BO0& 54 
Coat and ome é - 60&5« MALLETS. 
Harness . peeseene 60&108&10« 
owed Head Sterns............. 30&10% 
ic cetas 
TOUGHT mace. Lignumvite . oon ges 1 MOS AOEION 
SE ee re 254} 4imners ckory an Pp 
Tassel and picture............. 005+ 50| plewood, per doz. ........ T5c@$1 50 
Wire, Coat and Hat, Gem......... net 
aneanenpecopenamegea MATTOCKS. 
Hooks and eyes, bright wire... 80&10# 
Rani ae ie a te SRRRREP SIE A *80&10&5 | Regular list.... 
Fish hooks, American...........++. 50s 


HOSE—RUBBER. 


Competition............ 


Standard 
“ue 


Os Rubter | Co." 's std. 


Baoner.. 
f&xtra.. 


IRONS—SAD AND POLISHING 


Mrs. Potts’ No. 50..... paveasmeniaell 70c 
Vrs. Potts’ No. GB. ...cccccccccccecs 70c 
Mrs Potts’ No. 60.........+00 soceee 
sg |S or ee . 85c 


ececeegeeceena 804 
Sececoboons 70% 


TOPO Re ERE meee ee ee ween ee 


1.30 1.90 2.90 
65 «65 95 


..doz.... @$1.55 
doz....@$1.25| W 
doz....@$1.80 
doz ...@$1.45 


658244 
. 55&5¢ 


ee $9.00 


.. per gr. $9.00 
.per gr. $9.00 
454 


— 

No.0, Berger s Dash Board, Jap- 
ull’s Eye, per doz. 

| as 40&1 
No 2, “_ s Dash Board, Jap- 
S17 00 lain Globe, per -,, 

No. 2, “_ =" 3 Dash Board, ie 

ull’s Eye, per oe 

og 


anned 
oueee 


anned 


Yale flat key 


CHEBP. 2000 coves 
Boek .covseccsess all sizes, $2 50@$2 75 
10 12 14 


708) HighGrade....4.25 4.50 4.75 
Pennsylvania and Continental 
Net price 
Genuine Philadelphia ‘Mowers: 
Stvles M.S.,C., ; 
Style A, (all 'steel) nepenecogwe 60&10%) R 
Low Wh 60& 105 
Style E., High Wheei..... T0&10& 54 
Drexel .... joes waeeea i 
Gold Coins. 
BI Oicccecocee 
All Day 


Style E, 





KN 


Standard List.. nice Glia what 
Adjustable Handle.........  sa8etbe@ tos 


atrous. 


THE AMERICAN ARTISAN 


AND BARDWARS 





IVES. 


Cantelo’s Folding.. 
Improved Crown 


KNOBS. 


#? sf 65c 


LANTERNS—TUBULAR. 
No. 0 Berger’s —— Lift,” per 


—_ 2%in. Birch Rubber tip # $1 


ness, BGO .ccnccceeesees 

Door, Por. ; eee 8 doz. Tic 
LADLES. 

ct cbinpiednenes anneal 

ae 


S| 
No, 0, Berger s “Bail Lift,” 
Galvanized, per doz. $10 50...40&10« 
No.2 aes s “Bail Lis,” 7, 
CCT «.. . avcewnivensese 
a Berger’s “Cold Blast,” pene 
“fet 


No. 0 Berger’s Dash Board, — 
Plain Globe, per doz. 


BULL’S EYE POLICE. 


LEMON SQUEEZERS. 


Wood, Common, per > No. 0 $5 00; 


No. 1 $6 50; No. 2 $1 


Wood, Porcelain lined, No. 
Dacheksaippnaauote’ per doz. $3 “ee = 
Tinned Iron..... 
Iron, Porcelain Lined, per 


L. & C, round key. 


Reading Hardin 


2%-in. flash light, per doz.$3 
8-in. flash light, per doz. ..4 
4%-in. regular, per doz........... 
34 | 3-in. reguiar, per doz 


er doz. 


chinth nnnincendcbeanenwen 
nning’s Star...per doz. 1 85 
Pil ockeseceeewsd per doz 
LOCKS 
TN. cu tnnbdenaghhetseoetdeukbhe 
Slaymaker-Barry Co........... 390& 
0s | Sargent & Co.......-....0 40, 40& 104 


flat key le 


Stearns’ sliding door.. net 


CABINET. 


PADLOCKS. 


Wileeck’s ada asia .. 108 
We BOW cceccceccesecsecvces 


i eval & Irwin. oenens 
Slaymaker Barry Co.. nae 


++ -e O5&5¢ 


MOWERS, LAWN. 


” a] 


Ser 


.+-..-Net prices 
osehenoul Ne prices 
a ei nnn a wOK Cali Net prices 
XX 12-in. wheel...., 
Clippers 


Boiler tubes.......... 
PLANES. 
25 | Stanley Planes, new list........ 2N@25« 
50 | Standard Bailey Planes......... 20@254 


40% | Buffalo Steam Egg No. 1, per doz. 
$7 20. 


NUT CRACKERS. 


Sargent Dog Collar ................ 70% 
Sargent Wrought Steel and Brass. 805 | 


PINCHERS. 


Carpenters’, wrt. iron, pol. 
EEE RI. 
Blacksmiths’ . eed Gesbahia ise exbinataiiad 


PIPE. 
WROUGHT. 


List February, 1898. 
1% and under, plain.. 
1% and under, gal.. 
1% and over, p ain.. 
1% and over, gal...... 





PLIERS AND NIPPERS. 


POCKET LEVELS. 
Stanley’s Common, new list........ 40 


POACHERS. 


POLISH. 
POLISH—METAL. 


POST HOLE AUGERS AND DIG- 
GERS. 

lwan’s Patent Post Hole Auger....40% 
Eureka Perfection om ole 
Digger, per doz.. ee 
SE WeNineasinenadnee done 
POWDER. 


IN CANISTERS. 


Duck, 3 W GRR. ccc cococccccece cose 
Phy ne Sporting, 1 1 lb each............ 75c 
PP NS866 Sink “evens o0sa $1 00 
IN KEGS. 
ee, Ge ck. datccncescee $2 
Rifle, 634 lb kegs........ --0+--++ 1 





aie bbhad 50&10& 10s | Rifle, lb kegs .........ece.ee+- 





es 
Plain ‘Round ¥ — Gavan, 


$1 
Imperial 8-ply Tarred Rostst. 





50 
25 
4 00 








RECORD. 





NAIL SETS. [res SSES — FRUIT AND JELLY 
Octagon....... per gross, $8 @ $9 00| Enterprise Manufacturing Co...... 255 
oa eee per gross, 8 00@ 9 
Cannon’s Diamond Point, per " 

BD ht cies ech ncka pinned $9 00 Net | PULLEYS. 


| Hay Fork, Svl, Sd Eye, doz $1 75@$2 75 


| Hot House, Awning, et ices ncnael 50s 
in 


apanned Clothes . 50K 
Be BIR caviccncncnccceoss $1 50| Japanned Screw..............++ -50& 108 
| Japanned Side.. 000 ccce co MOREAU 
ash (Auger Mortise): 
OILERS. Common Sense, 1% in .. per doz. 19c 
Tin or Stee! 0s scomanen Sense, 2in... per doz. 20c 
Zinc. v pisseeassg eee Dies masvce ees 17c.; 2 in., 2c 
alleable Hammers .......... 354 . 
Malleable Hammers, old pat., | SAGE CULES. 
GENIE $990 daiusancainransen sons Net| Fox No. 8 or No. 7, 2% wheel, 
aS ee ovnned a as Gos 
. ox No wheel...... per doz 
PADLOCKS. Extra for plated Finish... 25c per doz 


|Extra for Anti-Friction Bronze 


SE: cns-uncacneadanmed 10c per doz 
RAZORS. 
| Fox Razors No. S.- - per doz, $20 
24 00 
” - - "Platina “ 24 00 


ana 408 


eae 


REGISTERS. 
List Sept. 1, 1901. 


Black Japanned Registers, Venti- 
lators, Faces and Borders, 


White Japanned Registers, Vent- 
ilatyrs and Faces. ‘ 

Bronzed Finishes in Imitation of 
Gold, Silver, Copper or Bronze 
ET a ee 408108 
Nickelplated ............. O&108 

Electro-Plated in Brass, Bronze, 
Copper or Oxidized Silver 408108 

White Porcelain.. : 40&108 

ons Sense = Bronze Metal 

as sneioae . 40& 108 } 


38] ~ant m0 [IV 





Swedish Se aCutting a eee 40% RIVETS AND BURRS 

= “ T ntenanil 40% . 

1. Diag ronal - neat wees 40% | Coppered Iron one BO&B 
Halls Compound ite Ri iinaciunate a eee oo % 
U.D. F. & T. Co., Medes. Net Tinners Rivets... ceeeeeseee- CO&5S 

ROOFING SUPPLIES. 
PLUMBS AND LEVELS. RAVE TROUGH. 
* 7 
Stanley's \ Wooden, new list. ora “Teeten” Galvanized Sore 
Disston’s. RR: ». 70K Trough &10¢& 108 


-— Clipse “Galvanized | = 


PON 605 cenneneunené 81048108 
Double’ Bead Galvanized Slip 
Joint Eave Trough...... 75&108& 108 
Double Bead Galvanized Lap 
Joint Eave Trough...... 7581068108 


GUTTERS, 


Roof Gutters, Galvanized .75&10¢&10¢ 


PIPE. 


Plain Round Pipe, Galvanized, 


RE ree 70-5-108 


U. S. Metal Polish Paste, 8 os. Unnest 0-2%4-10-8 
pena, co. = si ; per 
xes, per doz. $1. 
ftir bones, | pte: 's 2 25 —- 
vu Ss. oy oz. Cans, per doz. Valleys, in Rolls, IC and IX Terne.70s 
SE OP. dieinencageanes 00| Valleys, in Sheets, IC and IX 
Boshoaers’ F riend Meta! Pol- Pe sdinnecaonstadeds t60eccunwees 708 
a. ae! $e $1. -¥ ber gr eeede . a 
niversa! Paste, oz. boxes...... 
Burnishine Liquid 5 lb....-..... i6 00 — 
Rs TROIS, 605 ven0<<0cenc0seus 104 
POLISH—STOVE. Wrought Conductor Hooks........608 
ee per gross, $5 75 
Dixon’s Plumbago........ per Ib 644éc CUT-OFFS. 
eee 
POPPERS, CORN. NS EEO: 10& 108 
eee 60& 105 
Round or Square, 1 qt..... per doz., 65} Centennial! Tin, new list............ 
Square, 1% qt.......... per doz., $1 00 
Square, 2 QE cccccccccce per doz., 1 00 EAVE TROUGH HANGERS. 


Eave prough Hangers, Same 


and Double Bead, Imperial... ....15¢ 


Eave ou Hangers, Single 


and Double Bead, Wire.......... 208 


ELBOWS. 


50;}One Piece Conductor Elbows, 


Galvanized, Corrugated.......... 608 


Adjustable Elbows, Tin, .........50% 


PREPARED ROOFINGS. 


Imperial 2-ply Tarred Rectang 


complete 75 per sq. 


Complete. .osee cccccces per sq. 


ROPE 
Perl 


— 7-16 inch diameter and 


. 


2% @13c 
Sisal’ er 18 in. and larger 9@9% “* 












$2 75 
- 508 


x 
& 108 


. 19¢ 
, 22c 
doz 
doz 


doz 


33 


38] Mou wo lv 
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SASH CORD. eee 854 SQUARES of 72.. .. $4.25 doz. 
Round and Ova! Head Brass..... 82548 No. 4, Mi 50; 
Braided, Drab.. .. lb 25c| Flat Head Japanned.............. 8234%| Steel and iron...... .......... 70& 104 case of louse, “per ¢ es. wrk doz 
Braided, White. common. . lb 19 Nickel " 
Cable Laid ickel plated.. +s. .-+e70&108} No. 5, Mouse, ver doz. $2.75, 
xs e Laid Italian ....lb, A 18c, B 16c Try squares and bevels........ 60& 10 case of 72 $2.25 doz. 
ee ee Ib Sc@O%4c SCYTHES. |, SAE oS a ena 70%|Schuyler’s Rat Killer, No. 1, per 
a = Cord, twisted.. l6c Bemis and Call, pocket............. 304 ro. $30.00; No. 2, pergro. $30.00; 
Fatent Russia... e090 sees Ib iby 4 Blood’s Rs A eed eee $5 50 Se mnerpottonn’ s try & mitre....... -~ ouse, No. 3, $18 abo ceevenee soceee 50% 
pia, e000 OVET....ceeeeeee cece sees coseee 5 SO] DEAITORE’S. 0... 2.020 ee cee eee, oe SOM 
iacie one’ soted apne Ib abc Grain Clipper, a Sierte sores 10 80 Stanley’ 's Rosewood Ha Handled, , di Soneee FLY. 
eines. =, See ew iS . sess cancel 

bear beelded cone et rebise | Silver Clip oe. 5 50 wot 1s@125; gro i $10.50@ 11.00 
Massachusetts, yrhite epee i aac Honest Dutchman cece cocecees -- 550 STAPLES Harper, Champion or Paragon.. 

assachusetts, drab........ ee c 7 oz. $1.25@1.40; gro... .$12 12.50 
Eddystone Braided, cotton ....1b 18c SHEAR Barbed Blind .............. per lb., 10c a 
pormeny Coble Laid Italian... lb 18¢ S. Poultry Netting............ per lb., 5c TROWELS 

Crown, Solid Braided, white ..!b 18c 7 8 9 in. yore 

ape Giant, white.. ......lb17c| Best...... $16.00 $18.00 $20.00 gro. STAPLE PULLERS Disston Brick and Pointlng 308 

ceriess: — : Disston Plastering................. . 254 

eens paid pain... sete ee cees os ana “S rr ‘ = Russell Staple Pullers..per doz., $9 00| Disston ‘Standard Brand” and Ga- 

Cable Laid India... 12c | Straight hy &c.: mo, Break Sicel i Garden T: 

Braided India......... 1.18c| Best Quality 70&10% STOVE PUTTY eak Steel Garden Trow. 
shaate ain 19¢ 60&10% STOVE PUTTY, petes oo --gro. $7.00 

; Rican chone seanaaees tate tcc 
sipeaide eee Cm sonte Fair qual. Jap 0 eT to | 1,10 & 25 pound Cans....... per Ib., 5c| Rose Brick and Plastering... . 258&5¢ 

Braided Italian Heme “jee $2i%c | Tailors’ Shears............. 40& 10% 500 pound Kegs............ per lb., 44¥ec| Woodrough & McParlin P!I’st’ring. 

Brai , Linen. : 1b 49c | Acme Cast Shears........... @40&5% 

Braided, White Cotton, Spot. ‘lb .28%c | Heinisch’s Tailors’ Shears. 40&54 STROPS pete 
oiver Lake: wae s ued SD ane. sone sane: 508 . WASHERS. 

quality, Drab, 40c........ ..... 15¢| Wilkinson’s Sheep........ 1 ist, 50% RAZOR. ; — 

A quality, White, 85c...... ...... ee 00 co cones anata — 

B quality: Winker ieee imitation. baila dees eect woe one 20, 10854 ues | Solid oped 6200 sesene eoes re = 

oe S, METALLIC. orrey’s : : atent. SRE 

italian Hemp, 40c...........++ t ic Tower & Lamont.. ..per doz $4 3 Coil: ‘% 1 1% 1% inch. 

linen, icsdébseensnebeaeeees 154 w~ "4 I. C. Tin Shingles, “ 04 Combination.......... perdoz 375 18c 19c We 28c per 100 

ain eee 4 ’ : 
SASH LOCKS Eastlake i c. Tis Shingies, gal- " TACKS Es OS ClnES. 
: ——— " r square eee 00 . Size bolt 516 % Wy Sy % 0 
luted > — we ; ’ Washers $5.20 $4.30 $3.00 $2.80 g2. 
tves, Patent.............+2:+ BOGOR Ogagon g! List Jan. 15, '99. 
Harlew's Burglar-Proof Wentilat- oa Paiated. aap ca $5 50 Carpet Tacks, American....... 90& 10" ee eT at ane ic aa 

a Pca nina peokemabin ae Net] Shingles, an on A prsq....$7 25| American Cut Tacks........... 908108 2 snees 

Dapeon’s Porlect.oc..... 220 cecces Net : Swedes Iron Tacks.. - -90& 208 CAST WASHERS. 
Payson’s Signal nook eas Net Swedes Uphoisterers’ “Tacks... 
SIFTERS on ‘_s +o oon RE Over % inch, Genes lots oer a e@IK 
, imp naam 90&2 SOORee eeee ceee ee seeeee c 
SAWS. rere gessens pergr $15 00| Lace Tacks ................ 000: 90& 208 
: Hunter’s Genuine........ per gr $16 00| Trimmers’ Tacks............... poy ae 
Atkins Giecular onccee cs scccesecces Net Looking Glass Tacks .......... & 10% WELL WHEELS 
arate & R and.. ae: cons oe sedat Bill Posters’ and Railroad Tackgo&l0e 
An Cres ate nd Diag. NS| SKATE SHARPENERS. Common sad Petsat Brads... s6ki06| inleae ii 27 ia BS 
Ateine, wecuen = = oapeges ..Net Skate Sharp., Eureka, per doz $2 O0net Trunk and Ciout Nails.........75&10" 

Sk cic scant cocnese 50s| Washer Cutters, Woodard’s, IRE AND WIRE G ; 
Atkins’ Bands over 2 in. wide...... 605 per Mass dnesccdssreecnnte $250 net TRAPS. WIRE AND WIRE GOODS. 
hans pana rnder nd Dr wide. ag. ie Gan. pet. ond in. Ste 9, ere Oats 

ns ulay an ee . rt. and Ann., 10 to 18, 7244@72% &10« 

Atkins’ Cross Cuts.. cotaagial SLATE. Oneida Pattern ...... S&5@75&1085¢ Brt. and Ann., 19 to 28, 7587 4@ 758105 
Atkins’ SE Bn acne 000604 od 40& 105 GENUINE NO. 1 BANGOR. Newhouse a @504 Brit. and Ann., 27 to 36,.......... 
Atkins’ Narrow Cross Cuts.. . 405 Hawley & Norton.. “bes &704 . eS ae 
Atkins’ Wood Saws and Blades .40&10s | 24x14 20x10 Victor (Oncide Pattern) ... 75@75&10% Cop’ d and Galv., 6 to, .... 70@70& 108 
yd Compass Saws. RE A = —_ $3 50 pr sq. ae $4 50 pr sq| Star (Blake Pattern) ....65&10@70&5« | Cop’d and Galv., 10 +0 a ap todk ons 
Atkins’ Butcher Saws.......... - 408105 | 22x11 16x 8 MOUSE AND RAT. Cop'd and Galv., 19 to 26.. 

—— oe = Solid =e > 50x] 18x - ‘ext Mouse, Wood, Choker, doz. holes c apts Gaiv ‘j; BETHOTEI05 
2 er le oe | ce on... ae nm POA DH wr OG |. o-oo ce sce cces cece coccce tesccseccee oO Vv. . re 

Disston Cross Cuts. . Net texi2 }$3 75 per sq. 16x 9 rite % Pred) mouse, Round or Square Wire, -- T5&10@ 75 & 10854 

Preston ercow Cross Cuts... vat ; ima OR eee ae 0.85@1.00 Tinned, to ce Bore ts 58 

sston, Mulay, an e-- . A i Patt F 9 Rat d| Tinne DUE nase asae 7 108 
Disston Framed Woodsaws.. ......35¢| 14x 7 tax 6¢$8 25 prsq| American Traps— | Tinned. 19 to 28...... ..... ., 70@ 70854 
Disston Woodsaw Blades.. .. 408 No. 1, Detroit Marty Pattern, Tinned, 27 to 36.. '65& 10@708 
Disston Woodsaw Rods... 254 GENUINE NO. 1 BANGOR RIBBON. per doz. $4.50; in 2 gro. lots, Annealed Wire on Spools “ipl 








Dicore ae ee Nos. 12, 99, 


" Z; Saeeie 254 | 24x14 $3 00 prs 20x10 
Diteton Hand Saws, Nos.7,3...... 80x | 24x12 Prsqd- 18x10 
Disston Compass. Keyhole, etc... .254| 22x11 18x 9 > $3 50 preg 
Disston Butcher Saws and Blades. 854 | 20x12 $3 25 prs 16x10 
14x 8 PF Sd: 16x 8 
14x 7 
SAW FILERS SMAPS 
Silegt saw... # allibhinsdasanndatacaanenm ia. asiicinnniiniiy inti 40@40& 105 
Sergent henseeeu neue séieindeneta 60&30« | Covert Mfg. Co 
DtbieGdetbeuss 60csncannecel 87s rby... . 35 & 2 
PA TTED «con cs00tees cescees P 
ie key... - 0&24 
SCALES. ntsii eéhs deve exuneeoiad 45&24 
, EEE 
Family, Turnbull’s ........ 30@30&10s| Yankee, eee aia. 30&24 
Hatch, Counter: Covert’s Saddlery Works: 
Platform, 4 lb. by % oz..doz...$5.75| Bammer.............e+eeeeeees 60&10« 
2 Platforms, 8 lb. by % oz. doz $16 00 | SEE AE OTITIS 
Union Platform, Plain..... $1.75@$2.00 —— a haan: -eeiinehe anes 60& 105 
Union Platform, piriped.. $1.55092.15) Triumph .... ......cccccce cove 60& 10 
Chatillon’s Eureka................. 254 w. & | E. P iFitch Co.: 
Chattilon’s Favorite. . oot) §=Beistal ...ccccce ..- 408104 
Chatillon’s Grocers’ Trip Scaies.. CO rr 50&5« 
Pelouze Scales, Household Coun- as ie sche cil le @ paises eae 
ter, Confect. Postal, Ice, &c...... eee 5O&5« 
“The Standard” Portables......... SRE Sere 45% 
The Standard” R. R. and Wagon 50%| Clipper... ........ 000. e201 000 HORS 
SNOT. ne 600s 60st cece vorecesd 40% 
EE itigiekcuninnesenes tttied 408 
SCREWS. Nn tied webedeumened sent BO&5« 
Oneida Community: 
BENCH AND HAND. snd gue. pneane sei0ane moos 
oli _ ——— 10&10« 
peach. iva Beech. -per pes “ga Sargent’s Patent Guarded. . .66% &10« 
Hand, Wood.. cendenne 


COACH, LAG AND HAND RAIL. 


SOLDERING FURNACES. 


Coach and . Gimlet Point, Gems tin reservoir......... $6 00 
list Sept. 20, ince 75@75&10% No Gems copper reservoir. .... 8 50 
Hand Rail, list Jan. 1, 1871,..... ..75¢| Gem Gas Pots............ 0.2.0.0. 3 25 


ACK SCREWS. 

Re i indh akandiaedees oven deine 
WwoobD. 

MANUFACTURERS’ CIRCULAR PRICE 


New List. 
Fist Head iron. ooscee WOSE 
Round and Ovalliead Iron... ane 


Clayton & Cambou No.1 Fire-Pot 6 00 
Cigytee, & a 8 | ae 
Fire-Pot.. . 450 


SPRINGS, DOOR. 
Star (Coil) list Oct, ’95............ net 


Torrey’s Rod 89 in. Per doz. 
s wes! 25 





Warner's No, 1............ ..net 75 





per doz. : 
No. 2, Detroit Marty "Pattern, 
per doz, $3.25; in % gro. lots, 
|, ah eee $3 
Detroit Marty Pattern Mouse, 
per doz. $2.00; in % Bro. — 
per doz -$1.75 
Diamond leo “Mouse. Traps, per 
niemand Joe Rat Traps, per doz.$1.00 
Marty French Rat and Mouse Traps. 
(Genuine:) 


TWINE. 
Flax Twine— 
} B 
No. 9, % afid % Ib. Balls.. 24c 
No, 12, % and % Ib. Balls. Te 20c 
No, 18, 4% and % lb. Balls. ..|de 1c 
No. 24, % and % lb. Balls....14c 17c 
No. 36, % and % lb. Balls...18c 16c 
Chalk Line, Cotton, % lb. Balls18@20c 






00 Beene, list Feb. 26, '96.. 


. 0&5 70& 108 
Brass and “Copper “Wire on 
Spools. ms 


Copper, list Feb. 26, 96. . 





Cast Steel Wire........ 50s 
Stubs’ Steel Wire, $6.00 to £.......408 
BRIGHT WIRE GOODS. 

List April 1, 1901.............. 80& 206 
WIRE CLOTH AND NETTING. 
Galvanized Wire Netting. . 80&208 
Ptd Screen Cloth per 100 ft....... $1.10 


Light Hardware Grade: 
Mesh, Plain (8c list) sq ft....1%c 
2-8 Mesh, Galv (8c list) sq ft....2%c 


WRENCHES, 


Cotton Wrap. 6 + Balls to lb 16 to 20c Agricultural 
2-Ply seem, 8 lb. Balls OO Tr 
(Spring Pinas Seda ae a = 15c Acme Coan 
3-Ply Hemp, 1 Ib. Balls........ as... +20 OREO 
8-Ply Hemp, 1% Ib. Balls ............. Bull es eeatndlagereasipae On 
2, 8, 4 and 5-Ply Jute, % Ib. Balls....8c Coe’s Geruine.......... 40&1 0&0« 
Mason Line Linen, % lb. Balls .. . 4c Coe’s ffechaaics aiden 
No. 264 Mattress, % and % lb. Alligator.. : «+ »- 608108106 
wei POR ERE eee ee ttt ewes a Bemis & Call’: s: 
OOl ccc se ccccccccccce c9 cece cece 4%@ Adjustable .. : wees cee BO&BS 
Adjustable S Pipe. sedeus anes hanenl 408 
VISES 4 ees 30&108 
- Combination Black..... ......40&54 
Solid Dox€S.....+00+ eeeceeeeeeeeee 40%; Combination Bright.... .... ....40 
Parker’s... pbebenesedsnvesan 204; Cylinder or Gas Pipe...... ...... 55s 
Howard’s.. Rheims eee: anecienn See - MN CERN .c0cccnces cave cacdes 454 
Bonney’s.. evceee- S| Merrick’s Pattern............000. 505 
Trenton, ... 2... ++eeee cecece cece cees 40%; No.8 Pipe, ~~ epheoe occ coc 
Stearns’... ..-50%| Bindley Automatic............. +s. 
Cheney’s.. 12%%| Boardman’s.... Te | 
Massey’s.. ...20%| Donohue’s Engineer. biciebitin-esciccie sonibe 
Parallel.... - 80&54 | Eagle. ao cece ose ee SOS1OS 
Holland’s. scincieecentEcinrsccsecsaecidemantl 305 
Stevens’. scales aren tiabeelcataacaeedl EE Re «+e 108 
Miller’s Falls.. © Pee cceeeees 404) Knife Handle, Machinists’ W) 
Prentiss.. & B.): 
No.1, Rat. each $1. 12%; ‘per ‘doz. CAG BRR nn0000 0000s 
LengetanivanedncnweesneRiekes weed ( Less than case lots.. 
No. 8, Rat, per doz. $6.00; case mproved Pipe (W. & B.).. 
of 50.. . $5.25 doz. re ~~ “e & WwW 


No. 3%, Rat, ‘per ‘doz* $4.75; case 











Soveenson.. . eee 
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Wants and Sales. 





For Rent—Corner store; in a small, growing, 
live town; 22x70 with no exclusive hardware store 
in town; good future fora German. C. Benecke, 
Cochrane, Wisconsin. 6 





For yearly subscribers to THE 
AMERICAN ARTISAN will be inserted 
@nder this head advertisements of six 
lines WITHOUT CHARGE, for em- 
ployers wishing to secure employes, 
persons seeking situations, parties 
desiring to purchase a business, busi- 
nesses for sale, partners wanted, to 
exchange, etc. Those who respond to 
these announcements will please men- 
tion that they read the advertisement 
in THE AMERICAN ARTISAN. 


BUSINESS CHANCES. 
HUBERT BEB. PECK, 623 F 
St., N. W. Washington, D. C. 
Consulting Expert in Patent 
Causes, U.S. and Foreign Patents. Send for leaflet 
on ‘Rejected Patent Applications.” Honest work 
but no “Somethjng for Nothing”’ offers. 














For Sale—In one of the most promising villages 
of Michigan; stock of general hardware, inventory- 
ing about $4000; tin and plumbing shop (tools 
and stock), $500; established business and only 
Gambing shop in the town of 2000 population. 

Vill sell either or both, for cash only; good reason 
forselling. Address, Lock Box 158, East Jordan. 
Michigan. 8 





For Sale—My stock of hardware, stoves, tin- 
ners’ tools and tinshop stock, harness and sad- 
dlery, hardware, robes, blankets and whips, farm- 
ing implements, buggies and wagons. Whole 
stock will invoice about $5,000.00. In a good, 
rich, dairy and farming country in north central 
Illinois The only implements in town. Will 
sell either line or all and good building. Will 
rent reasonably. Would consider a trade on farm 
land for part if I could sell building with stock. 
Address “A Bargain,’ care of THE AMERICAN 
ARTISAN, 69 Dearborn St., Chicago, III. 


For Sale—Set of tinners’ tools and machines. 
P. S. and W. make, in first-class condition; 50 per 
cent list. Address ** P.G.,’’ care of THE AMERI- 
CAN ARTISAN, 69 Dearborn St., Chicago, Ill. 8 








For Sale—Hardware and general merchandise 
store in a good farming country. Good business. 
Stock from $600.00 to $700.00. Address, ‘*Box 
F.,”’ care of THE AMERICAN ARTISAN, 69 Dear- 
born St., Chicago, Ill. 5 


Partner Wanted—To join me in purchasing 
established manufacturing business. Articles 
made from tin and sheet steel and sold to farmers. 
Good profit and investment secure. Can use 
either silent or active partner. Have had 15 
ears’ experience. Address ‘* P. A.S.,” care of 
HE AMERICAN ARTISAN, 69 Dearborn Street, 
Chicago, Ill. 7 


For Sale—$6,000 stock of stoves, tinware, roof- 
ing, spouting and plumbing, paints, oils, etc.; 
No. 1 stock, no dead stock, old stand, good loca- 
tion, Central Ohio city of 10,000 and good country 
trade; sales 1901 over $17,000; for further partic- 
ulars. Address ‘'C.O. D.,” care of THz AMERI- 
CAN ARTISAN, 69 Dearborn St., Chicago, Ill. 7 











For Sale—My hardware and harness business; 
small town and small expenses; stock invoiced 
$2,000 in Jan.,and building and lots must go with 
it at $1,100. Business highly profitable for its 
size; careful investigation invited; expect to go to 
eae Notrades. C. F. Troeller, Larrabee, 

owa. 7 


For Sale—A clean stock of hardware, fixtures, 
and tinners’ tools; all told invoicing about $3,000; 
in a live town surrounded by the best farming 
country in North Central Iowa; town has good 
schools, churches, etc., water works, gas lights; 
best reasons for selling. Address, A. Glines & 
Son, Rockwell, Iowa. 7 


For Sale - Well established hardware, tin and 
stove business, Sagemes with a well paying tin- 
shop; also in good location for selling farming 
implements; with or without property; good reason 
for selling. Address, Chas. Cammerer, 38 Valley 
Street, Dayton, Ohio. 7 











For Sale—We have the nieest, cleanest stock of 
hardware, stoves and plumbing goods in the 
county; the best building, in the best location in 
the town; and in every way an ideal layout for busi- 
ness; stock invoiced$5,000 January Ist; mene | a 
splendid business. Best of reasons for wantin; 
to sell, Will sell stock and rent building or will 
sell building too; in the best farming country in 
foremost owa. Address, Lock Box 11, i, 

owa. 





Wanted—A partner who is atinner and plumber 
with $200; in good Pe egy and tin shop, doing 
ood business. Address ‘*O. K.,” care of THE 
MERICAN ARTISAN, 69 Dearborn Street, 
Chicago, Ill. 6 


Wanted—To wag helt interest in a good paying 
hardware or tin s op: I am experienced in bot 
lines; will furnish bankable reference; do not 
answer this, if have not a paying business. Ad- 
dress “ Wanted,” care of THE AMERICAN ARTI- 
SAN, 69 Dearborn St., Chicago, Ill, 6 








For Sale—A right up-to-date stock of hardware, 
aints and oils; in the liveliest town and best 
arming community in Northern Iowa; willinvoice 

$8,000. Address ‘“ Will Invoice,’ care of THE 
AMERICAN ARTISAN, 69 Dearborn Street, 
Chicago, Ill. 5 


Wanted—A stock of hardware; in Northwest 
lowa or Southeast South Dakota; stock of about 
$2,500. H.J. Ahrend, Marcus, Ia. 5 


For Sale—$12,000 stock of hardware, stoves, 
pugpics andimplements. Best county seat town 
in Indiana: sales 1901 amounted to $70.000. 
Address ‘“ Buy,”’ care of THE AMERICAN ARTI- 
SAN, 69 Dearborn St., Chicago, Ill. 5 











For Sale—A clean stock of hardware and imple- 
ments; in South Central Minn.; stock will invoice 
about $4,000, real estate $3,500; it’s one of the 
best towns for business, in a well settled farming 
country, and the nearest competitive town 14 
miles distant; investigators welcome. Wild & 
Spalding, Westbrrok. Minn, 5 








For Sale—A nice, clean stock of hardware, 
stoves and tinware, and tin shop in connection; 
my stock invoices $4,800; my sales for 1901 were 
$14,000; very little credit;in good Central Illinois 
city of 6,0COinhabitants. Good reason forselling. 
Address *‘ Reasons,” care of THE AMERIGAN 
ARTISAN, 69 Dearborn St., Chicago, IIl. 5 


Wanted t .Sell—A stock of hardware situated 
in the northern part of Wisconsin, in a town of 
about 900 inhabitants; good farming country, 
good saw mills and lots of lumbering business; 
will invoice about $3,000, and building is worth 
about the same; must sell on account of ill health 
of my wife; $400, and good security for balance. 
Address “Security,” care of ‘THE AMERICAN 
ARTISAN, 69 Dearborn St., Chicago, III. 5 








Partner Wanted—To add new lines for jobbing 
to a hardware, stove and crockery business in one 
of the largest cities in State of Washington. In- 
corporated business established 12 years. Will 
need at least $10,000 to handle; a good chance 
for live man to buy into a profitable business. 
Address *“* Washington,”’ care of THE AMERICAN 
ARTISAN, 69 Dearbern St., Chicago, III. 


TINNERS’ TOOLS. 


For Sale—A 10-foot new Robinson Pattern 
Brake with lot tinners’ tools, machines, roofing 
and slater tools, etc., for $600.00. ‘‘W.H. J., 
- of Illinois Roofing and Supply Co , 23 Lae 

t. 


For Sale—20 in. Peck Stow Bar Folder, 20 in. 
Peck Stow Grover, 30 in. Wright’s Folder. All 
in very good condition for $25.00. R. Z. Tracy, 
Irving Park Station, Chicago, III. & 

















For Sale—Part of a set of tinners’ tools and 
machines; will sell part or all cheap for cash. 
Address, W. A. Brouillet, Conrad, Iowa. 7 


Wanted—Second hand 80-inch squaring shear; 
must be in good condition and cheap. C. G. 
Schlegel, Kenesaw, Neb. 








For Sale—One full set of tinners’ tools (except 
squaring shears) and one pipe cutting and thread- 
ing outnt, % to Zinches:cheapforcash. Address, 
Chas. Keil, Sherburne, Minn. 6 





For Sale—A 3-H. P. Pierce Gasoline Engine, 
Electric Sparker and Batteries, complete; in run- 
ing order, for $35.00 cash. Address, Wm. Matt, 
Fort Dodge, lowa. 7 





Wanted—8 foot Robinson or Keene cornice 
brake. Geo. E. Roesch, Aurura, Ill. 6 


For Sale—A National Cash Register; good as 
new; also a few second hand tinners’ tools; write 
~ list and prices to Edward F. Cords, Elkader, 

owa. 6 








For Sale—Two pair Hulbert’s Roofing Double 
Seamers, good order, for $12.00; one Newtown’s 
Circular Shears. for $8.00; roofing tongs, turning 
machines, etc., for 50 per cent off list; will trade 
for 20-inch square shears or foot power press. 
Graves Sheet Metal Works, Kansas City, Mo. 6 


For Sale—A complete set of furnace patterns 
which I will sell or would like to have the furnace 
manufactured by some firm. ddress ‘'Furnace,”’ 
care of THE AMERICAN ARTISAN, 69 Dearborn 
St., Chicago, Ill. 6 








For Sale—Clean stock of stoves and tinware, 
lumbing and tin shop; in city of 22,000, Central 
ndiana; must have cash; invoice about $6,000; 
can reduce stock; wanttoretire. Address “W.M. 
L.,” care of THE AMERICAN ARTISAN, 69 Dear- 
born St., Chicago, Ill. 6 





ForSale— One of the best hardware and tinshops 
in the state; situated in the dairy district; will 
invofte about $4,000; doing a good business; will 
stand the closest inspection; will rent building, 
which is the bestintown. Address * Will Rent,” 
care of THE AMERICAN ARTISAN, 69 Dearborn 
St., Chicago, Ill. 6 


Wanted—Second hand Wire and Streightin 
Machine with cutter; state best cash price; an 
must be in good condition. Address, The Arras 
Cream Separator Co., Bluffton, O. 5 











Tinners’ Tools Wanted—Must be in good con- 
dition; P.,S. & W. make preferred; anyone having 
same for sale, send list; state how long or have 
been in use, and lowest price forcash. Address, 
P. O. Box 308, Munhall, Pa. 5 


HELP WANTED. 


Wanted—A working foreman to take charge of 
a tin and cornice shop; must be capable of detail- 
ing, cutting and constructing galvanized iron cor- 
nice and skylights, tin roofing, job work and hot 
air heating; slating shop usually runs from six to 
twelve men, State age, nationality, and if protes- 
tant, and what wages wanted. Steady work the 

earround, Must be temperate. Address Geo. 

ome & Co., Carnegie, Pa. 8 














Good Side Line—On commission, sold to hard- 
ware and stoves and tinware trade. Address B. 
J. W. & Co., Mercer, Pa. s 


Wanted—A competent man as foreman and 
inspector in our mounting department. Must 
understand range, stove and furnace mounting. 
The Richmond Stove Company, Norwich, Conn. 8 


Wanted—Good, steady man to follow-board 
stove patterns; also make flasks. Indianapolis 
Stove Co., Indianapolis, Ind. B 


We want a young, tinner who can do a good 
job in any of the ordinary branches of tin work; 
especially roofing and gutter work; he need not be 
an experienced furnace maa, for if he is willing to 
work under instructions we will give him a good 
chance to learn the heating business with a prac- 
tical furnace man; steady job to right man with 
prospect of advancement. J. F. Tate Co., Win- 
terset, Iowa. 8 


Wanted—March Ist, a good tinner; one who can 
repair bikes; a steady job toone whois sober and 
willing towork. O. J. Williams, New Richmond. 
Wisconsin. & 




















Wanted—A first class salesman, who is familiar 
with the jobbing trade, in the middle West, t» 
sell galvanized wareand shipping oil cans. We 
want a sober, honest, energetic man, who can 
give unquestionable references. Fred T. Brosi 
Company, Quincy, Ill s 





Wanted—A tinner at once who is steady, hon- 
est and willing to work and can do inside and 
outside work. Must also give references. State 
wages and igngeeee spoken. Rumsnell Bros.. 
Sioux Falls, S. D. s 


Help Wanted—A good, smart boy to learn the 
hardware and tinners’ business, on or before the 
[st of April. German | gaan y-: or one with about 
a year’s experience. good chance to work up. 
Address, Julius Schroeder, Glidden, Wis. 8 








Wanted—Good, sober, all-around tinner and 
one who can put up windmills. German or Ho!- 
lander preferred Give reference and wages 
Address, Feldman & Siebring, Holland, Minn. 8 





Wanted—A tinner who can do al) kinds in and 
outside job work. Do hot air, furnace work, etc. 
An all-around man. A married man prefered. 
A permanent job guaranteed. Address, Box 
1 000, Wellington, Kans. & 


A good position is open to a sober and steady 
wood attern maker. One who can build patterns 
from the ground up. Must do his own designing, 
carving and drawing. Southern Stove Works. 
Evansville, Ind. & 








Wented— immediately: a tinner and plumber; 
a good, steady, reliable man who understands 
both. Good wages and steady work the year 
around. 8 Manley Bros., Harvard, Ill. ~ 





Wanted—Stove salesman for Nebraska. One 
with established trade and a hustler. Address, 
“Box E. T.,”’ care of THE AMERICAN ARTISAN, 
69 Dearborn St., Chicago, Ill. 8 


Wanted—Good tinners and cornice men. Ad- 
dress “‘Employer,” care of THE AMERICAN ARTI- 
SAN, 69 Dearbern St., Chicago, Ill. s 








Wanted—First class stove pattern fitter. To 
right man good wages and steady. employment. 
Pennsylvania Stove Co,, Ellwood City, Pa; 





Wanted—Salesmen to handle, as a side line a 
new ice cream freezer. Liberal commissions to 
right men. Address, stating references and 
fufl particulars of present employment; to “ Enter- 

rise,’ care of THe AMERICAN ARTISAN, 69 

earborn St., Chicago, Il. 7 





Wanted—A good, sober, industrious tinner to 
work in a reaper factory; young man of g 
habits and a good workman can securea ocenny 

lace. Address, 206 Lagonda Ave , Springfiel 7 

hio. 

Side Lines—Liberal commission; quick sellers 
to hardware and furniture trade. nly experi- 
enced salesmen with established trade need apply. 
State territory covered. B.S. Co.,859 Rose Blidg., 
Cleveland, Ohio. 7 


Wanted—Two or three first class warm air fur- 
nace tinners and installers; must be strictly first 
class, sober men, or applications will not be con- 
sidered. The Stanton Heater Co., Martin’s 
Ferry, Ohio, 7 


Wanted—A good tinner and plumber combined; 
a steady job tothe right one. Address, Chandler 
& Stapleton, Spirit Lake, Iowa. 7 
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Wanted—A good, sober and reliable man to do 
all kinds of plumbing, wind mill and pump work, 
and also hot water heating; a man that is not 
afraid to work; state wages; answer to The Clark 
Supply House, Noblesville, Ind. 7 





Wanted—A good all around tinner and plumber; 
good wages and steady job for many years; if you 
want such a job in a gees town and can fill the 
bill write, Lock Box 22, Sheldon, Iowa. 7 





Wanted—First class furnace man capable of 
selling ond putting up furnaces. Would prefer 
man of middle age, willing to take interest in an 
established business. References required. City 
has 70,000 inhabitants. Good opening for proper 
man. Address, H. G. Roetzel & Co., 518-515 
Sycamore St., Evansville, Ind. 6 





Wanted—A bicycle repair man (no tinker); of 
unimpeachable mora: character; wages $3.50. 
R. M. Greig, Anaconda, Montana. 6 





Wanted—We want a man that can do plumbing 
and tin work, set furnaces, etc.; none but temper- 
ate men need apply; must have recommendation; 
state wages. eiss & Freoess Bros., Nappanee, 
Indiana. 6 





Help Wanted—I want a good, sober plumber 
and tinner; steady work; married man preferred; 
must come well recommended; state wages. Ad- 
dress, Box 228, Tell City, Ind. 6 





Wanted—A good, first class tinner and furnace 
man, by March Ist; one who can do all kinds of 
plumbing, both in lead and iron pipe; one who 
understands clerking in store when not busy in 
shop; must be strictly temperate; steady job; 
good wages tothe right man. Address ‘‘ Other,’ 
careof THE AMERICAN ARTISAN, 69 Dearborn 
St., Chicago, Ill. 6 





Wanted—Good, all around tinner; one that is 
ood at making milk cans. J. W. Chandler, | 
ake, Jl), . 





Wanted—A good tinner; who understands fur 
mace work and can work in store; German or 
Skandinavian preferred; reference must be furn- 
ished. Myran & Olson, Zumbrota, Mina. 


Wanted—A first class man with good references, 
to take charge of our casting department; stead 
~ totheright man. Address, F. & L. Kahn 

ros., Hamilton, Ohio, 6 








Wanted—A good, A 1 tinner, for inside and 
outside work; must be sober and industrious; a 
ges job for right man; write at once. The 

ioneer Hardware Co., Pioneer, O 6 





Wanted—At once, first class tinner; stead 
employment; state wages, references and experi- 
ence. Address, R. H. Suettlinger, Two Rivers. 
Wisconsin. . 





Wanted—Two first class furnace men and tin- 
ners and one good plumber at once. If you want 
a steady position, write me, with references. 
C. J. Stark, Ortonville, Minn. 6 


Wanted—A good, reliable, all around tinner, 
inside and outside tin and metal worker, furnace 
work, etc.;a a steady BS for right man; plenty 
of work at fair wages. J. Fink & Son, Kenton, O 


Wanted—Good ail around tinner; must have 
experience in furnace work and plain plumbing. 
A steady position for acapable workman; pleasant 
shop ard plenty of work. Address, J. E. Fergu- 
son, Kingman, Kan. : 5 








Wanted—Two single men, under 26 years of 

e, to act as state managers in Michigan and 
Illinois; must be able to furnish $600 bond; the 
best chance in the world for advancement if you 
are willing to work for money; state what has been 
your occupation for the past three years; enclose 
reference; address, in your own hend writing. 
Thomas McLaughlin Co., Milwaukee, Wis. 


SITUATIONS WANTED. 


Wanted—By practical iron molder, a situation 
as foreman; has had many years’ experience in 
heater and stove plate work, alsoin bath tubs, 
laboratory and sinks. Alreference. Edward 
H. Green, 618 N. Bond St., Baltimore, Md. 8 

















Situation Wanted—By young man 28 years of 
age, in retail hardware store; sober and good 
habits, and willing todo anything around store and 
shop. Have had 2 years’ experience in store and 
shop; can make stove pipe and do repair work and 
some plumbing; I am studying sanitary plumbing, 
heating and ventilating in The International Cor- 
respondence School, Scranton, Pa.; can give refer- 
ences if required. Address, Lock Box 29, Birm- 
ingham, Mich. 7 


Hardware Clerk—Tinner and furnace manof 15 
years’ experience; wishes job traveling for some 
reliable stove, furnace or wholesale house. Ad- 
dress ‘* XX.,”’ care of THE AMERICAN ARTISAN, 
69 Dearborn St., Chicago, Ill. 7 


Wanted—Anyone who requires the services of an 
experienced stove and furnace man; one who is 
competent to take charge of asales department, 
or manager of a foundry is invited to correspond 
with ‘‘ Experience,”’ care of THE AMERICAN 
ARTISAN, 69 Dearborn St., Chicago, Ill. 











Situation Wanted—By city first class tin and 
sheet iron worker; expert on heating and ventila- 
ting; good hardware clerk and book-keeper; best 
reference, etc. Address ‘* Expert,” care of 
THE AMERICAN ARTISAN, 69 Dearborn Street, 
Chicago, Ill. 


Situation Wanted—By a young man with three 
years’ experience at the tinners’ trade; can do 
slate —y Will work reasonable for a steady 
job; want chance to finish trade, in Indiana if 
possible; have no objections to going out of state; 





lease state wages. Address, Hiatt, 520 
‘enn St., Muncie, Ind. 6 





Situation Wanted—By anal! around young man 
as tinner or clerk; have had several years’ experi- 
enceat spouting, roofing, making assortment ware 
etc., also have some knowledge of pumps and 
pipe work, harvesting machiggry and implements. 
Also a good cornetist; am siigle; German-Ameri- 
can; can give first class reference; Wisconsin or 
Illinois preferred. Address, R. W. Brokoff, 
Columbus, Columbia Co., Wisc. 6 





Situation Wanted—By April Ist; position as 
manager or foreman in the heating, ventilating 
and plumbing business; by an all-around, up-to- 
date engineer, fully competent to draw plans and 
make estimates; or would accept position on road 
with reliable firm; western territory preferred. 
Address, Lock Box 125, Staples, Minn. 6 





Situation Wanted—As tinner in the South, 
about March Ist; 12 years’ experience, inside and 
out; can clerk in store; sober and reliable, good 
reference. Address, E. F. Itjen, 54 Church St., 
Charleston, S, C. 5 


4. 





Wanted—Experienced, hustling stove 
salesman, for city and country. Address * City,” 
care of THE AMERICAN ARTISAN, 69 Dearbora 
St., Chicago, II. 5 


Wanted—A competent hardware salesman and 
book-keeper; German preferred; must be willing 
to do any and all kinds of work; steady opener 
ment; one accustomed to western trade — : 





Situation Wanted—By A 1 tinner, pump, bicycle 
and furnace man, by Feb’y 15; please correspond 
to box 46, Marshall, Minn. 5 





Situation Wanted—By an al) around tinner, at 
in and outside Work; about 11 years’ experience; 
can do furnace work, pump or bicycle repairing, 
also some plumbing and clerk in store; can spea 
Scandinavian; can furnish first class references, 
Box 352, Watertown, S. D. 5 





Casselton Hardware Co., Casselton, N. 
Wanted—Steve salesman with experience; to 
travel in lowa. State age, experience and refer- 
ences, and whether married or single. Address 
** Box 34,” care of THE AMERICAN ARTISAN, 69 
Dearborn St., Chicago, III. 5 





Help Wanted—Traveling salesman; acquainted 
with roofing, sheet metal, roofers’ and tinners’ 
supplies, cornices, steel ceilings and stoves. 
Preferred having personal acquaintance with 
Michigan trade. Best references required. Ad- 
dress “X.Y. Z.,” care of THE AMERICAN ARTI- 
ISAN, 69 Dearborn St., Chicago, Ill. 5 





Wanted—First class tinner at once; one who 
understands plumbing and furnace work thorough- 
iy. A steady job at good wages to the man capa- 
ble of running shop; must be sober and reliable. 
jo Oeten n apply. H.D.A. Grebe, a | 

on, Ill. 





Wanted Position—In furnace and stove houes; 
ora line of hardware of some kind. 1 can jacket 
and set my own furnace; can cut any heating and 
ventilating pattern, or on the road can sell if the 
man will look at my goods at all. Address * Box 

. P.” care of THE AMERICAN ARTISAN, 69 
Dearborn St., Chicago, Ill. 5 


Wanted—I am in need of a good. sober, all 
around tinner and plumber at once; good wages 
and steady work if mutually agreeable. Anyone 
able-to fill the requirements and desiring work, 

ease write me immediately, H. F. Karlowitz, 
rksville, Mo, 5 





Wanted—By a tinner and sheet metal worker; a 
location for tin — in good, live town situated in 
farming district; either Illinois or Indiana pre- 
ferred; anyone knowing of good opening will con- 
fer a favor by addressing, P.O. Box 281, Say- 
brook, Il. 5 


Position Wanted—A No. lall-around tinner and 
job worker wants a steady job at good wages; 
married; good habits, 38 years old; 19 years’ ex- 

erience; good at soldering and putting up cornice, 
urnace, ventilation, mill work, steel ceiling and 
country plumbing; state wages and full particu- 
lars in first letter. Address ‘* Tinner B.,” care of 
THE AMERICAN ARTISAN, 69 Dearborn Street, 
Chicago, Ill 5 


Situation Wanted—As tinner; have had 8 years’ 
experience at in and outside work, furnace, pump 
and pipe work. Address, K.S., Odell, Ill. 5 











SPECIAL NOTICES. _ 


Three Lessons Free 


in Sheet Metal Pattern Cutting. Complete 
course $15. $1 per month Course when com- 
pleted will enable you to cut anything in the sheet 
metal line and includes 100 plates, 13x18 in., 
which alone are worth more than price of course. 
Send for sample plate and full information. 





HOME INDUSTRIAL SCH( OL, 6 
P. 0. BOX 100. Canton, O. 
Sn anEEEReEnEnTn 





WANTED. 
Superintendent for stove concern, w.th knowledge 
of mouldings mounticg, nickel plati igand general 
finishing of stoves, both cast and steel. Must 
have executive ability to manage men and get 
work out to advantage. State e perience, age, 
references and salary expected. Address box 


“ Sim ” 
care of THE AMERICAN ARTISAN, 69 Dearborn 
St.. Chicago, Ill. 8 


| WOULD LIKE 


to sell shop rights ona potentes article in which 
there is good profit and for which there is great de- 
mand. Sells from $1.50 up; made of galvanized 
iron; can be made in any good size tin shop and 
worked intoa good, big business. Good chance to 
buy state rights—but write quick. 6 


“mM,” P.O. Box 744, Milwaukee. 








FOR SALE. 
Hardware business and good will of trade; long estab- 
lished. $9,000 to $10,000; town of 50,000, central southern 
N. ¥. On four trunk line rallroads; is special opening for 
wholesale and retail business. Advantageous terms will 
be made with an immediate buyer. Address “ Hard- 
ware Business,”’ care of THE AMERICAN ARTISAN, 69 
Dearborn Street, Chicago, Lil, 7 





WANTED. 
A competent man to take ry of acornice shop: 
in one of the larger towns in Illinois; must beable 
to take off plans and estimate on work; send pro- 


posals to om” 


care of THE AMERICAN ARTISAN, 69 Dearborn 
St., Chicago, Ill. State age; whether married or 
single, and wages wanted. q 





WANTED. 


T.nners to increase their means 
by soliciting subscriptions for 
THE AMERICAN ARTISAN. Liberal 
commission. Write for particulars 
to THE AMERICAN ARTISAN, 69 
Dearborn St., Chicago, IIl. 23 


MONTAGUE COHEN 


39 PARADISE ST., 
LIVERPOOL, ENGLAND 


Can accept the agency for a 
few lines of American manufact- 
ure in British Isles and Continent- 
aleEurope. Will give prompt 
attention to same. Can furnish 
references, 16 























THE MAN WHO SELLS STOVES 


should lose no time in becoming acquainted with 


DIXON’S GRAPHITE CEMENT 


It is the most effective article in existence for the repairing of firebrick in stoves and furnaces. 
We will send you sample and prices free for the asking. 


JOSEPH DIXON CRUCIBLE COMPANY ©“ Jersey City, N. J. 
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The O K Steel Brake. 


MANUFACTURERS, 


The O K Steel Brake beats them all. 
Stronger, less expensive, more dur- 
able, works 
charges. 


H. Weiss & Co., 20 Cliff St., New York, N.Y, 
RICHARDS & Co., 60 Union St , Boston, Mass. 
JANNEY, SEMPLE, Hitt & Co., Minneapolis, Minn, 
D. H. ALLIson, 816 15th St., Denver, Colo. 

C. SIDNEY SHEPARD & Co., 
HoLBROOK, MERRILL & STETSON, San Francisco 


Less freight 
Sold by 


faster. 
It is up-to-date. 


Kansas City, Mo. 


and Los Angeles, Cal. 


C, J. SULLIVAN, 1112 Union St., Seattle, Wash 
ILLINOIS RooFING & Suppty Co., Chicago, II. 


Dreis:, Andrews & Krump, 
3039 & 3041 S.Halsted St., CHICACO, ILL. 

















for many years, 
under all conditions, 
by countless users, the 


Remington 
Typewriter 


has been tried and 
tested, and its 
superior merits 
proved, 
















Wyckoff, Seamans 
and Benedict 
New York 













CHICAGO. 


THE NEW YORK 
CLIPPER 


Contains a Reliable Record 
of all the Events in the 


THEATRICAL WORLD 
WORLD OF SPORTS. 


PUBLISHED WEEKLY. 
$4.00 A YEAR. SINCLE COPY, !0cts. 
For Saie by all Newsdealers. 
SAMPLE COPY FREE. 
Address NEW YORK CLIPPER, 

_NEW_ YORK. 














144 Madison St., 


| Steam Heat and 


Open Fires. 


French Lick Springs 
In the Indiana Highlands on the 


Monon Route 


Hotels Open all the Year Round. 


Two Trains Daily from Chicago. 
Through Sleeper from Dearborn 
Station, 9 p. m. 

Send for booklet. 
City Ticket Office, 232 Ciark St. 
FRANK J. REED, G. P. A.. Chicago. 





Th e Soyth ern Railway 
T te Mobitesns Ohio R aitroad 


through its Land and Industrial Depast- 
ment invite prospectors, investors, man- 
ufacturers and homeseekers to iavesti- 
gate propositions in all lines, 

Come and see what splendid opportun- 
| ities the South affords, Reading matter, 
maps and detailed information sent free 
upon application to 


M. V. RICHARDS, Land and ‘Industria} Agent, 
Washington, D. C 
W. L. HENDERSON, Agent, Land and Indus 
a trial Dept., St. Louis, Mo. e 
| 1, F. OLSEN, Agent, Land and Industria} De 
225 Dearborn St.. Chicago. 



















© three months. 




















At the end of that time we will remit Two Dollars, 3 


CUT THIS OUT. 
9OOO49HH-HOHHHOHOOHH9HHH9OHHHGHOHOHHH9HH994-HO0HHO0HH-O0OOO 


® $ 
> To th . . $ 
$ Publishers The American Artisan and Hardware Record, 2 
® 69 Dearborn Street, CHICAGO. $ 
$ Please sendus THE AMERICAN ARTISAN each week for $ 


® . ae , ? : 

> for one year's subscription, or 50 cents in case we decide to discontinue. 
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Bradner Smith & Co. 


: Paver [Paners, 


CHICAGO. 


mane 


BUILDING, 


WRAPPING, 
WRITING, 


NEWS, 
BOOK 


Paper 


Send for Catalogue. 





Locations for Industries. 


Manufacturing is rapidly developing 
along the lines of the Chicago, Milwau- 
kee & St. Paul Railway. Industries on 
a large scale now extend to the Missis- 
sippi River with indications of reaching 
the Missouri. Machinery and all the 
higher classes of manufactured goods are 
now being exported from this business 
territory to all parts of the world. 

The Chicago, Milwaukee & St. Paul 
Railway Company’s 6,600 miles of rai'- 
way, exclusive of second track, connect- 
ing track or sidings, traverses eight 
states, namely: 


























NORTH NORTHERN 
DAKOTA MINMESOTA | MICHIGAN 
oth IOWA WISCONSIN 

Trains, Fast 
a - Li MISSOURI ILLINOIS 
Throughout. 


which comprise a territory full of nat- 
ural resources and advantages. This 
railway is geographically well loc-ted 
in relation to the great markets and dis 
tributing centers. Beyond its lines is a 
vast and rapidly developing territory ex- 
tending to the Pacific Coast. 

The Company pee unremitting at- 
tention to the development of local traffic 
along its lines and, with this in view, 
seeks to increase the number of manu- 
facturing plants on its system, either 
through their creation by local enterprise 
or the influx of manufacturers from the 
east. It has all its territory districted in 
relation to resources, adaptability and 
advantages for manufacturing. Specific 
information furnished manufacturers in 
regard to suitable locations. Address, 


LUIS JACKSON, 


Industrial Commissioner C., M. & St. P. R’y. 
660 Old Colony Bidg., Chicago, Ill. 





g@ oe @ Oe 8282808000078 
B. D. WADSWORTH, Eu- 
reka, Wis., writes: “Please discon- 
tinue my ‘ad’ for Tinners’ Tools. This is 
a grand thing forthe boys wanting tools, 
to buy orsell. No one in the Hardware 
or Tin-shop should be without 
The American Artisan."’ ¢ 
=aeoqra 
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) THE NO. 20 FIRE POT 


is another step in advance. [It Is 
fitted with a brass air pump, 




















THE ‘ a which is much more durable than 
“i the old style bulb. With this pump 
WONDERFUL h a better air pressure can be ob, 
th tained, which in’ensifies the heat 

—- > and reduces the amount of gas 
line needed to do a given amount 
of work, and will therefore soon 

save its costin the saving of gaso 
line The No. 20 Fire Pot bears 
the name of Clayton & Lambert 
9 e $3.25 Net. Mfg. Co., which means your 
Don’t Be By Big money back if it does not please. You 
e e . nearest jobber sells them at factory price. Cas} 
Handicapped Light Bills ! must accompany orders sent to the factory. Our 

catalog is fre« It’s worth $$ to you 








Let a ‘‘Doran” Light System solve the light question for you. It guar- 
antees, lamp for lanp,a light more brilliant, more steady, more penetrating 
than the electric arc at just about one-tenth the cost, 

1,200 Candle power. White, soft, diffusive light and absolutely safe. Air 
pressure gasoline tank situated outside the building ; connection with the lamps 
made by seamless wire tubing. As many lamps in a system as desired. Light 
can be turned up or down at will. 

*“‘Doran” Lights are inexpensive to install and cost little to maintain. 
Efficient, economical, satisfactory. Let us send you catalog. 


Acorn Brass Works, 


Dept. H, 15°23 So. Jefferson St., CHICAGO, ILL. 


WE WANT AGENTS for “Doran” Lights, also for the ‘M. & M.” 
Portable Arc Lamps (600 Candle Power). Exclusive territory allowed. 


Clayton & Lambert Mig. Co., 


Detroit, Mich., U. 8. A. 















Sheet Metal Ornaments 
Steel Ceilings and Hose Pliers 
WE MAKE THE FINEST CRYSTALLIZED 


STOVE BOARDS 


ON THEKE MARKET. 


MICHICAN HARDWARE MFC. CO. 
Grand Rapids, Mich. 



























The Imperial Lighting System 


PATENTS PENDING. THE ROBT-AITCHISON PERFORATED METAL CO. 


“17: : . im |303-30S DEARBORN STREET. CHICAGO,ILL. 
Economical, brilliant, durable, reliable and simple to oper- 


ate. A light equal to an electric arc at a very low cost. 
The Imperial Lighting System is far 
superior to the Electric Arc, being 
softer, whiter and absolutely steady. 
From a tank the gasoline is con- 
veyed throughout an entire build- 
ing through a flexible copper tube 
that can be put through crevices, 
around corners and concealed the 
same as electric wires, and as 
many lights as may be desired can 
be supplied from the same 

















Steel Steel Roofing Zo. 








Roll Roofing. 
Corrugated Iron. 














| tank. The Imperial System Metal Shingles. 
burns common stove gaso- Clap-boards. 
line, gives a 1,200 candle Siding. 
power light, and one gallon Steel Bricks. W 
of gasoline burns 16 hours. Window Casings. 
All lamps are fully guaranteed, and are trimmed complete with full | Fire-Proof Shutters. 
instruction as to installing and operating the system. Eave Trough. | 
We also manufacture a complete line of Gravity and Air Pressure | Conductor Pipe. 
Lamps. Write for illustrated catalogue. a 
| ornice. 
THEIMPERIAL GAS LAMP CO., Sole Manufacturers, | Skylights. 
122-124 E. LAKE ST.. CHICAGO. ILL.. U. S. A. Finials. 











Zor. Coe and Lake Streets, 


Co mmon ens e A ___ Cleveland, Odio 
Flue Stop 


Jos. W. Young, 


Alta, Towa, writes: 








Excels in every point for Simplicity, Dur- 
ability and Ease of Adjustment. Abso=- 
lutely soot-proof. A perfect flue stop. 


J. K. Schick, Fairbury, 5 


GEO. E. SCHILLER, MONTROSE, Mo. writen “Please discon- 
tinue my ad. in The American eae for. it has done its work.” ” 





ad. out of your paper! I can’t 
answer half the letters. Have a 
good job. Many thanks. I wish 
you great success,”’ 


“For goodness sake take my : 
Ww 











rESSee 
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THE ELECTRIC | QTY GUTTER 








New in Principle. Mechanical in its Operation 

Price 50 per cent. less than other machines 
of equal capacity. See our ‘“‘Mechanical Forc- 
ing Bar” before placing your order. Best de- 
vice ever invented for forming long length 
gutters. Will pay for itself in averyshort time- . 

We guarantee them to be exactly as repre- 
sented in every way. Send for booklets illus- 
trating and describing our Gutter Formers, and 
improved Cornice Brakes, with double edge 
on Front leaf. 


J. L. PERKINS & CO., 
241 Lake St., CH1caco, Western Agents 


THE DOUBLE TRUSS CORNICE 
BRAKE CO., = = BUFFALO, N.Y. 


Patented July 30, 1901. 


Don’t Overlook Us| © 2.i21son s,c0- 


Producers of 


Calvanized cron ng Fl Caps, Finials, etc. ROOFING SL ATE 


Metallic Awnings, Skylights (that are water proof), Dairy atend 
Supplies, Tanks, etc. Slate Blackboards, '}'§,'eF04 prices 


Best Bottom Milk Can Hoop Made. 
Special attention given to work 
on all kinds of Sheet Metal. 
Write for catalogue and prices. 


B. T.Wood, exrin wis” 


autoss Auuprovea 


CAP SQUARING SHEARS 


+ (Treadle or lever combined) or Belt Power 
sua Hight or heavy work, all sizes for squaring, 
trimming and slitting, also cutting triangular 
or square holes, 8 different styles. 


Improved Combined 


PUNCH AND SHEARS 
12 sizes, 10 to 18in, blades (also arranged 
for aed triangular or square holes). Im- 
proved Rolls, Crimpers, puxches, etc. 
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SOLDERING 
FURNACE 


ND YOU WILL 
MAKE NO MISTAKE 





Always —- 
No Smoke. 

No Odor. Chirty 

No Noise. Vears 


LB celled. 
 Unequaled. Experience. 


Unrivaled. 
Safe, Sure. 
Durable. 


Burgess % Soldering % Furnace « (o., 
COLUMBUS, OHIO, U. S. A. 








SEND TO THE 


Willis He ernee —w7 Ul, 
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For a copy of their NEW CATALOGUE (Just Issued) of CORNICE ORNA- 
MENTS AND STATUARY. 
Also send in Architects’ Details for Estimates. 
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We may live without poetry, music and art; 

We may live without conscience, and live without heart; 

We may live without friends, we may live without fads; 

But business today cannot live without ads. —American Advertiser. 
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my . | A HOT PROPOSITION. 


ets illus- . . : 
sere, and Quality considered, we are prepared to name very low prices on 
our Steel Registers and Ventilators. - Made from smooth steel sheets, 
Agents Japanned and Electroplated in Bronze, Copper, Brass, etc. Superior 
> N.Y. to all others for strength and air capacity. Write for catalog and 
[pn prices. 
, .e 

The Canton Steel Roofing Company, 

TE New York Agency, CANTON, OHIO. 


157 W. 23rd Street. 


prices 





269-P, 





EAVE TROUGH 





CONDUCTOR PIP 


Send us your Orders. We can save you money. Prompt shipments guaranteed. 


La Crosse Steel Roofing and Corrugating Co., = - La Crosse, Wis. 


Elbows 

Eave Trough 
Hangers 

Mitres 

Cut Offs 

















afta hae Ge Sa : “Canton, Qhio- 


M06 E-, FIFTH ae 











Write us for Catalogue and Low Prices on BEST 


Steel Roofing, Corrugated [ ron, Etc. 


We are large manufacturers of these goods 
and can save you money. 





SHEES STEEL ROOF ut CO. .Srstes Shi | 


Manufactured and Sold by 


AULD & CONGER, 


CLEVELAND, O. 





Roofers’ Supplies, Tools, 
Lightning Slate Dresser. 








We [line Our Own Slate. 





| 


, eee o]eo2] eae 


| JOS. J. SUCHANERK, 


ST. OLAFP, I14., WRITES: 
**T would not be without The 
: American Artisan at any price.””. 
BzarvHeaqee 








| American Tin Plate 





Rae WEBB se 


LS SEBRERRERRES 


Company | 





MANUFACTURERS ..... 
Tin Plate 
Re Terne Plate 2 
eee and eee 
Black Plate 
GENERAL OFFICES: Battery Park Bldg. New York. 
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BREEER® PRC eRERRRASH ABS 
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Hold off 
Wait 


till’ you see our 1902 
line of Tubular !an- 
terns, lamps, torches, 
etc. Before you buy 
a $’s worth. 


They will 
surprise you. 


To give you the 
best goods and best 
service is our policy 
and on this basis your 
orders are solicited. 
Our prices will be 








found satisfactorily 
low at all times. 

Before placing your 
order write us for 
prices. 


2 The 
, Berger 
Mfg.Co. 


Canton, O. 





BERGER \e 











Coke Plates Charcoal Bright Plates 
Terne Plates Galvanized Iron 


The “Centennial” 
Rain-Water Cut-Off 


The strongest, most durable 
and cheapest CUT-OFF on 
the market. 

The only single 
Cut-Off made to fit 
CORRUGATED and 
Plain Pipe and 
which can be used 


Eaves Trough, Conductor, Roofing, Siding without extra pipe 


We have a large stook and can make immediate shipment 


ILLINOIS ROOFING & SUPPLY CO. 


23 Lake Street, CHICAGO 


or elbows. For sale 
by all leading job- 
ers. 
Patent applied for. 
Manufactured 
only by 
~ COONEY & GEIGER, ~ 
19 & 21 EB. South St., INDIANAPOLIS, IND. 























RI METAL CEILINGS 


XE) 
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Art Metal 
Ceilings 


For Interior Decorations. 
Write for Catalogue and Prices. 


We have 40 different designs to select from. 
Our Stamped Ceilings are the most perfectly 
embossed ceilings on the market. 


Estimates Furnished on Special Work. 


SPECIALTIES: 

Steel Ceiling, Zinc and Copper Ornaments, Statu- 
ary in Bronze, Zinc and Copper, Crestings, Finials, 
Capitals, Galvanized Steel Horses for Merry-Go- 
oe Copper Plated Ceilings in Antique Finish, 
etc., etc. 


Friedley & Voshardt 


194-202 Mather St., CHICAGO, ILL. 
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Better Every Way 


A keen observer has remarked: 





“When we seek the cause of great success we find that 
everything has been done which was necessary to insure success.” 






This is impressively true of the Berger Manufac- 
turing Co., to whom belongs exclusively the honor of 







originating and placing upon the market complete 
Classified Designs of Metal Ceilings. Each design 
follows a definite and established form of architectural 








or decorative art; and each individual detail, whether 






of field plate, border, cove, filler, sidewall, dado or 
wainscot, is fully in accord with the artistic motive 
selected, hence 







it) 






BSERGER'S @ 












insure success. You can share the benefit of success 


by handling “Berger's.” 





May we have your inquiries and estimates *° Y 


The Berger Mfg. Co., 
Canton, Ohio. 


NEW YORK OFFICE: 210 E. 23rd St., New York, N. Y. 
PHILADELPHIA OFFICE: F218 Filbert St., Philadelphia, Pa. 
NEW ENGLAND BRANCH: 176 Federal St., Boston, Mass. 







Showing one of the field combinations in Gothic design. 













SPECIALTIES: Roofing and Siding, Spanish Tile, Eave Trough, Con- t 
ductor Pipe, Hangers, Etc. WESTERN BRANCH: 19-21 South Main St., St. Louis, Mo. 
WHOLESALE 











Tin Plate, Sheet Iron, 
Metals, 
Tinners’ Supplies. 


MANUFACTURERS OF 


Tinware. 


216-218 South Meridian Street, - - INDIANAPOLIS. 


+ - 











The X-Ray 


may enable one to see through the human body and tell what is inside 
the stomach, but the Stygian blackness of a can of BLACK SILK STOVE 
POLISH is black enough to defy the powerful rays of this latest scientific 
wonder. It is the blackest ever and invariably gives satisfaction. 
The price is right. 


Lewis D. Wynn, Sterling, 
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Ww E M A K E IT ' Durability & Economy 


The BEST Air Drying ee. 


CEI py == al 


BE 











PEERLESS 
RON wel Iron Enamei Made. 
or NeT 


Try a 1-Dozen Case 
from Your Jobber. 


Nickel Plate Stove Polish Co. 


Large !0-oz. Can CHICACO 


A NM o LE © 7. e N T e e iE E are the high cards that make our paints 
winners, 


TO STOVE DEALERS | Buckeye Paint & Varnish Co. 


This New Patent Prepared Dry Stove 
Polish—it Mixes Quicker—Shines Quick TOLEDO, O. 
and Easy—Black and Brilliant Water- 
proof and Rustproof—Keeps any length 
of time—Never Spoils—Cheapest Polish 
in the Market—1 Box will do as much 
work as 15 Ibs. of paste—Size of Box, 
10%Lx8 Deep, 6 in. Wide. 























a>) | Ayling Brothers, 


AN eS 
STOVE Pous J Address Department A. 8-14 HADDON AVE., CHICAGO, ILL. 





Aluminine 


The original Aluminum Finish for 
stoves. 

Owing to the largely increased out- 
put we have been able to reduce the 
price materially. 


Handsomely put up in ones 
cartons. Price, $2.00 per 


Write for complete price list and 
Indianapolis, 





full particulars. 


Aluminine Paint — 
uminine Paint (CAO. = 


701 W. Lake....CHICAGO, ILL. . 
AND 


Indianapolis, To 


Champion Stove Clay | ciscns. The East 


Louisville 














The only Stove Lining made of crucible ma- W. P. DEPPE, W. J. LYNCH, 

ate in 2% Ib., 6 Ib 410 A. G. P. & T. A. G. P&T. & 
acked in “ » an . pasteboard 

boxes and also in bulk. CINCINNATI. 

Order it from your jobbe-. § G TUCKER, u. N. A., 234 Clark St., Chicago 


The best and most refractory lining made. - 
We Br . 
vty dca WANTED Tk TIN. 


BRIDGEPORT CRUCIBLE CO. |} #32: 











BRIDGEPORT, CONM. f fms et sit } 














Paints 


Co. 
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REPAIRS <2! STOVES "MICA 











Ay tog Stove Putty, Wm. Le Dust Co., | Sheet, cut or uncut, Powdered and Flake 
Stove Knobs, Etc. 231 Brush St., DETROIT.3 write To 








ASHEVILLE MICA CO. 

















| 
| ASHEVILLE, N.C. 
| 





STOVE REPAIRS. 


DO YOU WANT 
We have the patterns of the CHICAGO & ERIE STOVE COMPANY, and can | 








furnish repairs for said stoves, Ss T 0] we E Ss 
Tue DEPINET FOUNDRY COMPANY. AND 
ERIE, PENNA. | HEATERS 
Mica Stove Rods Stove Lifters ‘that are easily sold and STAY 
Stove Putty Stove Bolts Stove Scrapers |SOLD. We have been very suc- 
Salamander Crates Knobs Stove Polish | cessful in designing patterns for 
Wall Crates’ - Hinge Pins Champion Fireciay | such. 
h e 
Water Fronts Tailor trons T ‘“Gobeille Pattern Co. 





Vi - 3 ru Cc k e r CLEVELAND, OHIO. 


joer «6 Stove and Range Repairs 
Office, Foundry and Warerooms 


325-331 N. Lincoln St., CHICACO, ILL. 


REPAIRS ror at 
sToves «=. | PATTERNS 


naces to Order. 


wy. Tee MERSFELDER, 
R A N C a S 400 East Pearl, CINCINNATI, O. 


316-318 North Third St. B [ THe Geo. W. CoPE 
A. G. Brauer, ST. LOUIS, MO. STOVE PATTERN WORKS, 



























| Randolph and Fitwater Sts. 
||DETROIT, MICH. 















Don Abaris, “TI subscribed for your 


RIED paper one day, and Orlan Clyde Cullen 
obtained a position the COUNSELOR-AT-LAW U. S. SUPREME COURT 


REGISTERED ATTORNEY U. S. PATENT OFFICE 
Mornina Sun la. " ” 

“ . S : : next day. 1|U. S. and Foreign Patents 
WRITES: Trade Marks and Copyrights 


| 700 Seventh St., N. W., WASHINGTON, D. C. 

















Brick Stove 
Linings. 


— 


Incandescent} 
Gas Fuel. 














Prices and Samples 
Free by Mail. 


Prompt Shipment and 
Best Quality Guaranteed. 











Williams Stove Lining Co., "uty 








pe 



































R. R. MILK CANS 
—1{9O02— 


We are ready to hear from you! 

Lines more complete and better than ever before. 

lf you desire full information regarding our up-to-date 
goods, write any of our branch offices at once. 


DO NOT DELAY. 


NATIONAL ENAMELING & STAMPING CO. 


BRANCH OFFICES ———— ——— 
NEW YORK BALTIMORE CHICAGO MILWAUKEE ST. LOUIS 


































Iwan’s 


Patent Improved 


Post Hole and 
Well Auger, 


For Post Holes and Wells, 
For Electrical and Telegraph Pur- 
poses. 

Received Highest Award 
World’s Columbian Exposition 
1893 for convenience and effective- 
ness in operation, excellence of 
material and construction. 

There are other augers on the 
market, claimed to De as good as 


The Everlasting 


Chimney 
Cap 


is the best in the 
world. The trade 
in all sections are 
handling it. Why 












"Ul ST 0} F ‘SozIg FY S1q Uy opeyy 


’ the “Iwan” Auger. THEY ARE 
don’t you? NOT. BEWARE OF THEM. 
H The “Iwan” is the standard 
It is a money of excellence. 
= ¢ . = - : maker. It is the only auger that has 


met with universal satisfac- 
tion under all conditions of 
soil, It is unexcelled for easy 
and quick work. No suction 
when removed from bole. 

It should be in the hands of 
every dealer, er any one who 
needs a good post hole auger. 
Received Highest Award 
at World’s Columbian 
Exposition. 


The reiber & Conchar Mfg. Co.°U8RoU= 
What I § worth Standard Seif-Meiting, 





Pon OLE MAR IEIEEE | Self-Sealing Wax Strings | ,1MPoRTANt—tvery Auger bears our stamp 


We manufacture also Post Hole Diggers, Drain 


bag Alt ats ™ a Is the very best awe Senaes Tops, Conductor Pipe Hangers, Hay 





Sealing Wax made Sold by the jobbing trade. Write for prices and illus- 
forall kinds of fruit | trated circular. Manufactured exclusively by 


aes adhesive i Ww A N B R Oo Ss ay 


and economical. 
For price to the STREATOR, ILL. 

trade, address the} o 

sole manufacturers’ agent, 


Cc. Cc. FOUTS KEELING & CopELaAnD, Volga 


City, Ia., write: ‘‘Please discon- 


DESIGNERS 
PHOTO-ETCHERS 
WOOD ENGRAVERS 
































MIDDLETOWN, OHIO. tinue our advertisement in your 
ee — tinners’ tools column. We have 
4 Writes: ‘Please take my ad. out of your paper. : Sma of the tools all O. K. l 

— pt ge If you don’t | will have to nire aman fo an- THE AMERICAN ARTISAN isa great | 
SSS, Wr eeey swer the letters | am receiving.”’ 3] \ paper to advertise in,” 
wn ews vv ww vw : i 
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IT CAN BE 
OPERATED 
BY EITHER 
HAND 

OR POWER 
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MANUFACTURED BY 


E. H. HUENEFELD © S"onic 





Acknowledged by all to 
be the most... ., 


PERFECT ] 
WASHING MACHINE | 


onthe market. A house- , 
hold necessity; no home 
should be without it. 


Unequaled in Efficiency, 
Capacity and Perfect 
Working Qualities . .. 


Made of Select Quality 
Cypress Wood. 
































Guaranteed Satisfactory. 

















Peoria Washing 


Machines. 


BEST IN THE MARKET. 
MADE WITH BALL-BEARINGS. 


Have a Compound Lever Handle 
# which greatly reduces the work of Ke 
wash days. The motion used in vi- idee 
brating the handle takes the strain ui 
from the back and letsthearmsdothe (aia 
work with agreat reduction in labor, 
Send for Catalogue. 
Secure the Agency. 


CLARK, QUIEN & MORSE, 
PEORIA, ILL. 





PEORIA 
WASHER N°* 


LU) parccrwre® 8 cg in 
Rs 


Quiens” 


4K) “LoiPEomiA tt 
my \ 









WHY IS THE 


OK ccrkty Washing Machine? 


BECAUSE 


1.—It is the only Rotary Washer that has Revolving Steel Ball 


aque running and almost noiseless. 
2.—The 


legs fastened with screws). 
matically, turning the clothes back and for 


4.—This washer is made 
last any other washer on the market. 


MANUFACTURED BY 


H. F. BRAMMER MFG. CO 





ree Gearing, reducing the friction and thus making machine so 


tub is made of Louisiana Red Cypress Lumber, cherry 
finish; the legs are solid with tub, (not removable, breakable 


83.—The wheel turns ~zht or left, pin wheel or dasher reverses auto- 


th through the hot 


soap-suds, and c om my | them without rubbing them to pieces. 
y experienced mechanics, and wi!! out- 


5.—The tub has a wringer box fastened with steel brackets. 
6.—The lid on tub closes tight, mo escape of steam. 


Davenport, 
"9 lowa. 











1Gee Whizz. 


= (Double refiex, and adjustable.) 
= Washes in one minute what it 
™ takes any other machine 10 or 15 
; minutes. 
Noted for 
its easy run- 
ning, ease on 
clothing, and 














Gee Whizz 
Machines are 
lined with gal- 
vanized metal, 
thus insuring 
them not 
to leak, and 
to stand any 
climate. Ab- 
solutely guar- 
anteed to give 
entire satisfac- 
tion, 
» You want the 
exclusive 
agency. 
Manufactured 
by 
Capt. Randieman & Sons, 
DES MOINES, IOWA. 
In the world’s broad field of battle, 
In the struggle for the prize, 
Be not like dumb, driven cattle, 


‘ pe a austier—advertise. 
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POULTRY NETTING 


We purchased at Sale, 7,000 
bales, hexagon Poultry Nete 
ting, Galvanized. It is all put 
up 150 ft. to the bale, and is in 
good CONDITION. 





a 


dp pay nd 


ooLANSBERRY MFG CO.WK 


MANUFACTURE 


SHARDWARE: 
ECIALT] 


TO ORDER 
FOR THE TRADE 
SP RS IND.c 



















l-inch Mesh. 
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eee ee be ce ee eo] Se Oe w eee) De OUT Be AOhe wee el Be OO ee ee nl GDeVObo sees 
eeeeeleeee stow e se] Bei OV. OUE- eee eo] Se BUI Ge OVUin eee 
ee ee a] DBO c eee ef GeO Ve F nw cee alee eet o ree en] VeVOE O.OWl cee elocsve 
eee e el GeV OeUVi ew ee eo] Ve VUL 8 -UVEn wees 


ees eee eee ee ee ee eee ee! Ce es fe es ee! Pe)? ) Pees oe?) 8) eee 
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Sizes without prices mentioned are all sold out. 





Prices are per bale of 150 ft. 


Term s—et Cash F. O. B. Chicago for immediate acceptance only. When 
you are in want of bargains write for our confidential Catalogue No. 70. 


CHICAGO HOUSE WRECKING CO. 


West 35th and Iron Sts., Chicago. 


The Triumph 
Adjustable Stove Pipe 


is the cheapest and most practical 
adjustable pipe now on the market. 








Nests 25 L. 


CLOSED. 


It is the only stove pipe 
made that is safe and 
solid. It is easily put up 


This pipe can be taken 
down in the spring; 
cleaned and nested so 
as not to take up much 
room. 


and taken down. When 
up they are solid and 
tight. 





Write for circular and prices. 


The Triumph 
ma Adjustable Stove 
HN Pipe Mfg. Co. 


PUTTING UP THE JOLIET, ILL. 


Cnasemon Prer. 


















PUTTING UP THE 


TRIUMPH ADJUSTABLE. 








Brand Razors 


Are Known as the Best. 


We makeall widths and Styles. The Fox Trade 
Mark is Registered. Send for Catalogue. 


FOX CUTLERY CO., 


028 Main S*., Dubuque, Ia. 48 Center St., New York, N. Y. Canandaigua, N. Y. 











QOPPP OOOO OOOO OOOO OOOO OOO DOC DQOOQPOCOOLOOOOOOOOOOOO , 4 
$ _ “I do not know as I can say alien that would add © 
> W. J. Bill, to the value of the paper, but Ido know that I look for- 3 
Indianola, Ta., ward to its coming with as much eagerness as I would to % 
$ writes : . the coming of a friend, which indeed it is. It should be $ 
g —_______ im every tinshop in this country.” 2 




















\\ 
FRom Pac tory \\| } 
To 
CARS 











Dividends 


are paid out of the profits of a 
business. Stockholders expect 
dividends. Economic manage- 
ment creates profits. Shippers 
and manufacturers can pay larger 
dividends by being located on 


The Indiana, Illinois 
& lowa R. R. 


WHY? Because if om were on 
its line there would 


No switching charges, 

No teaming expense, 

From one to five days’ time saved in the 
receiving and shipping of your products, 

This is worth looking into, 


Your increased business means more 
earnings for the Railroad Company. 


Your interests and ours become mutual, 


Some desirable manufacturing sites 
can be had free of cost to you. 


Write or call for further particulars. 
The 
Indiana, Illinois & lowa R. R. 


573 The Rookery, 
Chicago, lll., U.S.A. 
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Anything That Crows 
human hair can be shaved with the Borasic Razors the Green 


Book of Hardware Specialties tells of. Every razor guaranteed. 
Made in straight or curved blade. Fancy or plain handle. 


Utica Drop Forge & Tool Co., Smith & Hemenway Co., 


Manufacturers of Nippers and Plyers Thomson Bros. & Co., Manufacturers of 
Manufacturers of the Seavey Mitre Box. Cutlery and Hardware Specialties 


Aak your dealer for these goods. 296 Broadway; NEW YORK CITY. 


Stanley Rule :.« Level Co. 


IMPROVED CARPENTERS’:TOOLS: 801d by All Hardware Dealers 


NEw BRITAIN, CONN. 










































No other “* Just as Good’ as the 


BEE nterprise“@pg food Choppers 


ga TINNED @e Now made in TWO sizes 
No. 100, chops 2 lbs. per minute, $1.50 

WYo. 300, chops 3 lbs. per minute, $2.25 

FOUR KNIVES WITH EACH MACHINE 

Fine Medium Coarse Nut Butter Cutter } 


Order from your Jobber 0 
Catalogue mailed Free he 


The Enterprise Mfg. Co. of Pa. 


New York Branch, 10 Warren Street Philadelphia, U. S. A. San Francisco Branch, 105 Front Street 


[issionsSuverior FINS wensh Punch 


THE MATERIAL USED IN THE 


Disston Files 


IS MADE UNDER OUR PER- 
SONAL SUPERVISION, IN 
OUR OWN STEEL 
WORKS. ALL 


Disston Files AR= 


MADE OF BEST 
QUALITY 
CRUCIBLE 
STEEL. 






































Disston 
Files 


FULLY FORGED See : 
AND HARDENED, ™ Simple, Strong, Interchangeable. 
Three sized dies: 4%"-\4%"-;". Any size 
TEETH OF CORRECT from 4" to %” made special. 
SHAPE. . 
THEY ARE THE most pur. |Chas. Morrill, 


ABLE FILES ON THE MARKET, | 270 B’way, New York City. 


SEND FOR OUR ILLUSTRATED CATALOGUE 
CONTAINING FULL SIZE CUTS. 


Henry Disston & Sons, »<. 











“The trade journal is an adver- 
tising medium distinctly different 
from any other. It is read exclu- 











Keystone Saw, Tool, Steel & File Works, PHILADELPHIA, PENNA. sively, or practically so, by people 
who are interested in the trade 
oa which it represents. The manu- 
= facturer who places an advertise- 
F- k C li 7 ment in a trade journal has the 
W Hy . assurance that every copy is seen 
ran orne 1us, Oshkosh, Is., writes: by peapie Who could use his goods 
P P and who might become custom- 

“I have all of your Manuals up to date, and they make quite a nice encyclope- ers.” 














dia, and I often refer to them. They are certainly a great help, and should be of 
especial use for the younger class that are trying to become good machinists.” ' 
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Endorsed 
By 





Public 
Opinion. 








Queen 


Shears 
Scissors 
Razors 

Pocket Knives 


pENRY SERBS So 


12 DWT. HAND BURNISHED 


a 





Shears 
Scissors 
Razors 

Pocket Knives 


Gilt Edge 
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Pineal 











Utah Solid 
Metal Ware 


Farwell, Ozmun, Kirk & Co., “wit” 
| TIME-TESTED ~ | 1002 


mmmanmnemer 
Silver Plated if nl ives and FORK Ss 


Flat Ware MADE troWEAR 
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TACKS 


Be ah 


TOWER MF6.CO. 


te 
A 


OF Fy Se Se By 


NAAT] ¢)> 
MANUFACTURERS 











THE 


HARLEV - 


BURGLAR - 
PROOF : 








VENTILATING ~ 


SASH LOCK. |~. 

















“Yankee” em 
Drills — spect: assaiaia) 


NO. 40—-AUTOMATIC DRILL, WITH RATCHET MOVEMENT 














No. 41—AUTOMATIC DRILL 


Soild 

by Leading 
Jobbers. 
Send for 
““Yankee’ 
Tool Book. 





NO. 42—AUTOMATIC DRILL 


No. 50—-RECIPROCATING DRILL FOR WOOD OR METALS 


North Bros. Mfg. Co., Philadelphia, Pa. 





“‘Solid-Steel”’ 


polished and tinned 
goods are splendid sellers 
We are also makers of 
the popular “Lava En- 
ameled Ware.” The 
trade should write us for 
catalogue, etc. 


Cleveland Stamping & Tool Co., - - Cleveland, O. 








50 Hardware Ads 50 cts. 


These are reproductions of a firm who have successfully advertised 
their own business for 20 years. Catchy Headlines—Attractive Word- 
ing—will surely increase your sales. Try them. Stamps taken. 


ADDRESS, 


H. P. Townley, - - Terre Haute, Ind. 


Also, 50 Steel Range Ads—50 Bicycle Ads—50 Implement Ads—50 cents each. 








» 


CHICAGO. 





THIS LOCK can neither be forced 

with a jimm nor 
opened from the outside. It is as secure when set 
for ventilation as when closed, and in no instance 
has it failed to successfully resist the attack of 
Burglars, Porch climbers, and sneak thieves; can 
be put on without qptting frame or sash at mod- 
erate cost and is fully endorsed by all people who 
are peetacted by it. Send for booklet of photo- 
graphed testimonials. 


Send for catalogue. 


Harley Burglar Proof 


Ventilating Sash Lock Co. 
92 La Salle St., CHICAGO. 





Ain index at your 
fingers ends 






— teem tan cards (“‘dead” matter) are taken out. 
y ha’ plenty of guides the exact card you want can 
be gotten — ao instantly, No matter what, nor how 
many, records you keep, the Card S will 
them better and quicker. Send for Cat. No. = y 


Yawman & Erbe Mfg. Co., Rochester, I. 
N. o 
mite SA) 
San Francisco Cleveland 
Baltimore 




















E. J. Schultz, “was!" 


*“*T can say that my advertisement in Che 
American Artisan convinces me that T can 








not afford ta be without vour paper.’’ 
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iron 
7 | 
Nails. 


IRON. 


Better than Steel-Cut or Wire Nails. 


Send for Prices, 


ai 





()i4 Pominion Pron 5 Pau (Joris 


Arthur B. Clarke, Prest. 





Ml 


jw (fil 


iit 
mii it 











Richmond, Va. 





Star Horse Nails 


In Ordering 
STAR 
NAILS 

State Whether 

You Want 

Large or Small 
Heads, 

Explicitly in 

Your Order. 


LARGE HEAD 








MANUFACTURED BY 


UNION HORSE NAIL CO. 


585 to 603 Twenty-Second Street, 


THE TOUGHEST AND BEST MADE 


THESE 


NAILS 
ARE MADE 


OF THE 
BEST 


SWEDISH 


IRON, 


SMALL HEAD 








CHICAGO, ILLINOIS. 


















J. p. Wintase & pi Marshall, Minn., 


**You will please take out the want advertisement for 
Tinner you got us one and ‘‘FORTY”’ applicants:’ 









| BOLT AND SEREW CASES 





ALL CASES GUARANTEED. 
For Sale by al! the Leading Jobbers in Hardware. 
Send for Catalogue and Price List. 


Che American Bolt & Screw Case Co. 


DAYTON, OHIO, U. S. A. 





That will Kill all the 
Che Weeds in your Lawas. 
1 \ If you keep the weeds 


cut so they do not go 
to seed, and cut your 





TRI TER 
of roots, the grass will become thick) and 
weeds will fee r. The Clipper will do it. 

Send for catalogue and prices. 


Clipper Lawn Mower Co. 


(INCORPORATED.) Norristown, Pa 





THE PHILADELPHIA LAWN MOWER CO. 

8107, 3109 Chestnut Street, 

PHILADELPHIA, PA. 
U.S. A. 


Send for Illustrated 
Catalogue. 








The Miller Catalogue Cabinet Co. 
ROY MILLER, Pres. H. KELLY, Sec. 
SYSTEMATIC FILING DEVICES 
For Catalogues, Price Lists, Etc. 

Box 49, 39-41 Cortlandt St. 


ALMA CENTER, WIS. NEW YORK. 
SEND FOR CIRCULARS. 





THE merchant who doesn't advertise is 
in a rowboat, pulling and steering and 
making no headway. The advertiser is 
in a steam launch, and has only to steer 
and keep his boat trimmed.—Brattle- 
boro (Vit.) Reformer. 


eran rrr “wns 
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AD-EL-ITE SPECIALTIES ARE LEADERS AND MONEY MAKERS. 
DISTRIBUTING AGENTS FOR 


SS YOR Soe Te ENmars P AD-ELATE FINISHES: 


AD- E L- I T —weather and wear proof— THE BARRON BOYLE CO., Cincinnati, O. 
PERFECT Refinish your iron beds, walls, furniture FORMAN FORD & CU., Minneapolis, Minn. 
DURABLE LUSTROUS and athousand other articles at a trifling PATEK BROS., Milwaukee, Wis _ ’ 
cost. Attractive advertising ma‘ter and signs. A good, live dealer wanted FRANK S. DERONDE CO., New York and Phila. 
in every town. Farther particulars free. THE WORTHINGTON CO., Richmond, Va. 
ADAMS & ELTING CO., Chicago. DENOON 3ROS. PAINT & GLASS CO., Pitts- 
burgh, Pa. 
DEUTHER & BECK, Buffalo, N. Y. 
CLEVELAND WINDOW GLASS CO., Cleveland,O. BONNER & PRESTON CO., Hartford,Conn. BRIDGES MCDOWELL CO., Louisville, Ky. 


RURAL FREE DELIVERY 


‘4 POSTOFFICE 
THE SIGNAL “< A7 YOUR DOOR 


MAIL BOX THE SIGNAL MAIL BOX, Bates-Hawley Patent, IS THE 


BATES-HAWLEY PATENT. 














It is the largest, and the only box fuil government size, 18 in. x 6% in. x 

11% in.,and the only one which meets all the requirements. 71% million dollars 

just appropriated for extension of rural service this year. From 100 to 1,000 boxes 
will probably be put in in your vicinity. You should sell them. Write us for prices. 


SIGNAL MAIL BOX CoO., 113 Benton St., Joliet, Ill. 








| Twin City Fence 
eames. The Century and Wire Works. 


u.s.MAIL. ff Rural Mail Box 
ee? on RURAL FREE DELIVERY. ttt 


Nearly a million boxes have already been sold to 


























































































































farmers. Fifteen to twenty thousand are now being a ae a ere 
ee M fact of all kinds of Ornamental and 
anufacturers a 
GET SOME OF THIS BUSINESS! Architectural Iron and Wire Work, Office 
It should be handled through the hardware dealer. Railings, Window Guards, Etc. 


Write us for instructions for getting a Sample Free. 
Briscoe Manufacturing Co. | ofice ana 220 —— tty 
DETROIT, MICH, alesroom: . . s 


N. B.—We also make the famous ‘*Hecla’’ coperoid 
oil can. If you wish to know why the sales 


English 
Pots 


Made in J, 2, 3, 4, 6 and 8 gallon 
sizes, weighing 5, 9, 13, 34, 23 and 25 
ee. respectively. 

e have the largest and best equi 
age | in the south for the manutfac- 
ture of Sad Irons, Country and Stove 

Hollow Ware. Ground and Unground. 
Sugar Kettles, English Pots, Cast Iron Shoe 
Lasts and Stands, Kitchen and Corner Sinks, 


Grates, &. The A. J. Phillips Co. 
Sou ittsburg, FENTON, MICH. 
Blacklock Foundry, eC 


HOMESEEKER EXCURSIONS 


On First and Third Tuesdays in each month te 


, VIRGINIA, 
Jay Commons, Aurora, Mo., writes:—“Please take out my advertise-]| | Via NORFOLK & WESTERN RAILWAY: 
ment. It has been entirely satisfactory.” Wor Lanm PamEMe=ys ood Gooestptive mnathere 
address ALLEN HULL, D. P. Agt., Columbus, Ohio. 

















BeasesaephepeapaaeepeeeaeeeaSASBARAAA AAA REA RARAA AAR. 
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WARREN’S TIME-SAVING SHELVING — Make Your Goods Sell Themselves wit 
Shelving that Doubles Your Popularity, Value of Clerks and Capital. 


GZ. (7 COMBINATIONS TO SUIT ANY STORE, 
° PERSON OR PURSE 


Expert Designers of 


Hardware Shelving 
and Correct Arrangement 
“AG A of Stock 


Manufacturers 





arren’s Patent Glass Front Drawer Hard- 
ware Sectional Shelving 
Catalogue Cabinets...Bolt and Screw Cases 






Photographic Reproduction — Entire Rentement Made and Other Hardware Fixtures 
Our Company, in Eight-Feet Sections. MASONIC TEMPLe— Fifth Floor CHICAGO, U. S.A 
Retail Room, 225 ft. Deep, 55 Ft. Wide, 19 ft. Ceiling. Offices and Display Rooms , ° ° ° 





U. S. Wire Mats and Matting 
The Only [lat 


That does not curl up. 
That will last longer than any other. 
That was awarded the only medal 
on wire mats at the World’s 
Fair. 






To clean your feet, just walk 
on it. 

To clean the mat, simply pick 
it up. 


Rolls up like carpet Decatu r, iil. 








Lackawanna 











; Our eal Shell iailroad 


as | Purple in color and handsome in ap- The Scenic Line 


ie 
te pearance, is exclusively loaded with 


King’s Semi-Smokeless Powder. New York City 


| Palatial Solid Vestibuled Trains 





Great as it is for Rifle and Pistol Shooting, this Powder is equally good for 








Shotgun purposes; has the good qualities of Nitro Powder at greatly re- Superb Dining Cars 
duced price. Produces little smoke, is very clean, of high velocity, low (Meals a la Carte) 
pressure, quick, strong, safe, even in pattern. Observation Cars Latest Pullmans 
Elegant Day Coaches 
R ded ul ti 
FINE FOR FIELD AND TRAP. the best for the least money: | 4 THROUGH TRAINS 
Handy Book for Shooters and Sportsmen sent free to all applicants. DAILYtfrom CHICAGO 
4 
The Peters Cartridge Co., Leaving Chicago Arriving New York 
EASTERN BRANCH : 10.35 a. m. 3.35 p.m. next day. 
80 Chambers St., NEW YORK. CINCINNATI, OHIO, U. S. A. RT 4-20 p.m. nent day. 
HisBARD, SPENCER, BARTLETT & Co,, F. B. CHAMBERLAIN, Com. Co., Cass, 9. Gee BB, Agent, $18.00 Pirst Class 
, CHICAGQ, ILL. ST. LOUIS, MO. PITTSBURG, PA. Rates Se0.c0 Riest Gace 


CITY TICKET OFFICE: 103 Adams Street 
GEO. A. CULI BN, Gen’l West’n Pass. Agt. 
CHICAGO 











Henry Bidiake, Osnabrock, N. D., 


° ° STPES Hirkansas Firk. Writes: We could bard pease discontinue ad for Tinners’ 


keep “house without Che American Artisan.” | Tools in your paper. it has done its 


work wel.” 
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ASBESTOS ({——,j SAD IRON 


Wrath ag 16 POUNDS. 


/, 


(eee asBE S\os 
Pon. Ss Wo tes ee 





TOURIST IRON = 7--> Ab aee 
WEIGHT 2%LBS. WEIGHT |'2LBS. 


THE word ASBESTOS APPLIED TO SAD IRONS MEANS THE BEST 
THAT CAN BE MADE-- WE STAND BACK OF THIS CLAIM AND GIVE A TWO YEARS 
GUARANTEE WITH EVERY SET WE SELL. THIS MEANS PROTECTION FOR 
YOU AND YOUR CUSTOMER. THE IRONS SELL THEMSELVES AND STAY SOLD. 


LET US SEND CATALOG AND QUOTE PRICES. 


THE DOVER MFG. CO. 


CANAL SOOVER CHIC. 


BURRELL @ FOWLER cieve 


Opal* Refrigerators 











Snow White inside and out (like cut) or 
Oak Cases with Opal Lining. 


Opal is made in large pieces and does 
not have cracks or crevices every few 
inches, nor is it granite made on steel to 
chip off, but a solid material %-in. thick, 
that is a perfect non-conductor and 


will not absorb odors or moisture. 





Opal is as sanitary as the china dishes 
you have on your table and as smooth 


and as easily kept clean. 


Cold, dry air circulation in the pro- 
vision compartment produce a temper- 
ature of 40 degrees, consequently an ice 
saver and a money maker. 


i 
fs 


t 


If you want to handle the best high 
grade refrigerator on the market, write 


. \ 
in 
ee tne 
a: 
Ce 
if 
wl 





at once and secure the local agency for 





x 


our line. 


> ae 











Eureka Refrigerator Company 


N. B.—Write to-day for prices as this advertisement 1304 Temple Avenue, Indianapolis, Ind ’ 
° _—_~ae 


will not appear again this season. 
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or 
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If you have been handling the goods manufactured by 


The Rochester Stamping Company 


AND 


The Robeson Cutlery Company 


you know how satisfactory they are to your customers, how salable and profitable they are for you. 
New goods and new methods are making them even more desirable. 


The Robeson Cutlery Co. The Rochester Stamping Co. 


own and operate four factories. This is one of the }| manufacture SHOWING METHOD OF ATTACHING EAR, | 


four. —~_ RIVET heaps RE-ENFORCED. 
CN ater RUST OUT, 
\ _ f 
















large lines of 
triple nickel 
plated cop- 
per ware, rust 
proof ware 
and heavy 
tin ware, hav- 
ing many 


— 


<\B @ » 

Complete, ; —) — 
one brand, | ' 
high quality 3 
lines of a 
Pocket 
Knives, and = 
Razors, Shears, Scissors, Butcher and Kitchen 
Knives and Carvers. 





points of 





individuality 





and 
superiority. 








To hardware dealers in localities where our goods are not sold, in Chicago, Nor. Illinois,and Indiana 
who want to improve their cutlery business and profit, 
WE WILL SEND A SAMPLE POCKET KNIFE 
and write how we can help them. 
To such as want to increase their sales on house furnishing goods in tea kettles, coffee and tea 
pots, etc., etc., we will send samples of our advertising posters and details of our system. 
Address all inquiries prior to March 1oth to 


nH. W. BEeGLE.~ - © cee St - - Chicago. 


The Pennsylvania 


The Standard 
Lawn Mowers 
of the World. 












THE HICHEST AWARD, 
COLD MEDAL, 

PAN AMZICAN EXPOSITION, i901, 

ON FULL LINE. 


Our factory produces and sells more high 
grade Lawn Mowers, and our capacity is far in 
excess of any other manufacture in the world. 


Our Lawn Mowers are sold everywhere — in 
Europe and America. 


The best testimonial of their merit lies in the 
fact that they have received the highest award at 
every Exposition or Fair where exhibited. 


Supplee Hardware Company, 
PHILADELPHIA, PA. 
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M.S. Benedict Manufacturing 





OFFICERS : 


M. S. Benedict, President. 

E. H. Banker, First Vice-Pres. 

John D. Allan, Second Vice-Pres. 
Harry L. Benedict, Sec’y and Treas. 











Company, 


MAKERS OF 





DIRECTORS : 











Silver-Plated Ware and Metal Goods. 


GENERAL OFFICES: 


ESTABLISHED 1883. 


EAST SYRACUSE, N. Y. 


INCORPORATED 1902. 


INCLUDING 


M. S. BENEDICT MFG.CO., 
HAMILTON MFG. CO., 


M. S. BENEDICT, President of the 
Corporation, will have general super- 
vision of the entire business, and the 
Company will have the benefit of his 
valuable experience, which covers a 
period of nearly a quarter of a cen- 
tury. 

E. H. BANKER, First Vice-President, 
takes charge of the Sales Department, 
and our force of 35 traveling sales- 
men. Mr. Banker was formerly Pres- 
ident of the Hamilton Manufacturing 
Company. 

JOHN D. ALLAN, Second Vice-Presi- 


BENEDICT-CLARKE SILVER CO., 
BENEDICT-DUNN CO. 


branch of this Company, and will 
have the management of the office and 
warehouse in that city. Mr. Allan 
was formerly Secretary of the Ham- 
ilton Manufacturing Company. 

HARRY L. BENEDICT, Secretary 
and Treasurer, will have the manage- 
ment of the general offices and fac- 
tories at East Syracuse, N. Y. 

THOMAS DUNN will have supervision 
of our flat-ware plant, and will give it 
his exclusive attention. 

FRED K. STICKLE will continue the 
management of our novelty plant at 





dent, will be located at the Chicago Ottawa, IIl. 








The officers and directors are men thoroughly versed in the successful working of their various 
departments, which means that the business will be managed on broad and aggressive lines. 

With our increased facilities we will be enabled to manufacture on a larger scale than ever be- 
fore the two well-known brands of ‘‘Benedict”’ and ‘‘Hamilton” Silverware, and each line will be 
represented by its own force of salesmen, as indicated. 





OUR SALESMEN AND THEIR TERRITORY : 
Benedict Line. 


M. Marcuse, England and the Continent. 

W. A. Van Patt _n, Ohio. 

©. a Auchampaugh, New York City. 

E, - Richards, Missouri and Nebraska. 
Brooks, Wisconsin. 

‘< 5 RIOR, West of Denver. 

z. e Vry, California, Arizona and New 
Sto. Gc & 

A. W. Spotts, Chicago. Dakota. 

i B. Renker, jobbing trade, Chicago. C. C. Lake, Colorado, Kansas and Missouri. 

State. _E. Wirt, Kansas. | Albert Marcuse, Texas and Louisiana. 

B. Rockwell, Texas and Louisiana. R. M. Peare, Ohio. 

. C. Kelley, Minnesota and Dakotas. | W.A. Morey, North and West of Denver. 

| iL. Hoffheimer, lowa. 


Hamilton Line. 


O. D. Irwin, New England States. 

G. E. Routh, New York State. 

D.M. Banker, Pennsylvania, New Jersey and 
Delaware. 

J. W. Holloway, Wisconsin, Minnesota, South 
Dakota and Michigan 

C. F. Gottschalk, Illinois and Indiana. 

Hurst, lowa, Nebraska and North 


Benedict Line. 
Geo. J. Fisher, New York Cit 
C. T. Ahlborn, jobbing cone “Indiana, Ohio 
and Michigan. 
Newton Owen, West of 
Chicago. 
John Weinheimer, 


jobbing trade, 


Maine, 


Vermont and New Hampshire. 
C. H. Osmun, Michigan an 
Harry Osmun, Michigan and Indiana. 
John Bailey, West Pennsylvania and W. Va. 


Massachusetts, | 


Indiana. 





3 . C. Graham, New York 
a Simmons, Pennsylvania, New Jersey o 
and Maryland. 

H. L. Roberts, Southern States. 

E. W. Gilmore & Bros., Dominion of Canada. 


Toront» Office: 
50 Bay Street. 


New York Office: 


Novelty Factory: Flatware Factory: Chicago Office and Warehouse: 
409 Broadway. 


Hollow- Ware Factory: 
Ottawa, Ill. East Syracuse, N. Y. 109-111 Wabash Ave. 


East Syracuse, N. Y. 
SO? ASHOKSSN SE SELBESHHSOEOCEHEHSSOCES: = —§§ $OESSEOEOECROS 
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Royal Spring Steel 
Wire Fencing 


THAT KINK. 
Pan —, 
ee 
See That KNOT The 


in the Kink? , 
: 9 _ Knot and the Kink 
P a 


THE KNOTS in the Royal are one 

uncut piece of wire, doubled up and are the 
wound in the kink, leaving no sharp 
points or ends to pull wool are take rust, 
These, with the kink, make the Royal * 

the most visible fence of equal weight Life of the Fence. 
ever made. A visible fence outlasts any 
other, and never injures stock. 
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This cut illustrates a fencing made with stays 12” apart. 


Made in 12 heights: 20, 22, 26, 28, 32, 34, 39, 41, 47, 49, 55, 58, and in both HOG (vertical stays 6” apart) and CATTLE 
pattern (stays 12” apart.) 


Every merchant knows that woven fencing has come to stay; that it is fast driving out all other forms of fencing for field 
and farm. Still the business is in its infancy. There have been some good woven fences placed on the market heretofore, but 
none of them good enough or as good as they ought to be made, for the reason that they were not constructed properly, and, in 
many Cases, not made strong enough. Farm fences receive rougher treatment than any other improvement on a farm: farm 
animals have no respect for them, in fact don’t want them anywhere. The only thing to do is to use the ROYAL SPRING 
STEEL WIRE FENCING and end the trouble. 


Morehouse & Wells Co. 


Jobbers of Hardware, 


Sole Distributors for Illinois, lowa and Missouri. DECATUR, ILLINOIS. 
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'We Are Not In The Trust 


We have no connection with any other “Rogers’ 
> Company, and guarantee our silver ware to strip as : 
> much silver as any “Rogers Brand” on the market. 3 








BEPERPEPES 
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ODOD® 
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Puritan Oyster Fork. 


Send For Our New Catalogue. 


rN As A» Ay A Ar \ 
DODBDDODODODOO@ODODODOKE 


DOOOO 


9OOOOOOOOOOOOOOOH 


Simeon L. and George H. 
Rogers Company, 


¢ P. O. Box 1205. : - HARTFORD, CONN. 


Factories: Hartford and Wallingford, Conn. 


RENEE NET 


DODODODODODOOOOS 
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is the geographical distributing point of the great 
Trans-Mississippi country. We can 

offer the Western hardware 

dealer prompt shipping 

facilities that are 

absolutely 

beyond the 

reach of our 

competi- 


tors, 


Our prices 


are right. 


Our goods 
are made to 
meet West- 
fern require- 


ments. 





X>X<Oxoxo> 
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The Jersey Cream Separator Star Cream Separator 


is a paying spe 





Semc—aees takes less than an hour to separate cream from | [== Seep | (“laity for hare 


ware dealers to 


milk. It is beyond a doubt the most simple, Te a Se 


ready in use by 


: practical and reliable separator made. It is HAHEI 80,000 bitter 


makers, who tes- 


sold only to the trade. Prices will be fur-| & it ee oe eee 


. best and cheap- 
F ‘ ‘ ‘ PERE ee ORL NN est device ever 
“By : nished on application. \ Ba Wy Mi, used for t hecom 
. 2 eal Seer HIN plete separation 
aT he Galesbur Cornice AKS | | of cream from 

a ee a | milk 
; CALESBURC, ILL. j i | Write for 


Catalogue 





” Peerless Flue Stopper = 
p p Lawrence Mfg. Co. ditt 
Steel wire springs instead of sheet iron Please address Dept. C. 
stays. 
Stays where you put it, and is abso- 
lutely soot and smoke proof. LEVATORS 
Made either plain or decorated. Improved, Quick and Easy 


Rising Steam and Han 


Send for miniature sample and prices, Power. = 
P P Kimball Bros. Co. | 


Welling Manufacturing Co., Council Blut, tows 


Omaha Branch, 
108-110-112 North 1ith St. 














Columbus, Oc 








Tinners all like "em. Yes, 
they all like the POWERS 


S ethin B 0 i | e r Ev 0 = ene | C een To P: 

om = e make chimneys an 
g Ke stone ery ne sto ves draw satisfactory. They 
New H dl Guaranteed \ create demand for Gal. Iron 
an S \ smoke — 9 give a ge 

Tis see | ; ment to tinners an 
> a profit to all. Cover is 
Th —— ae yl Pills San | cont anG easiest made and most 
e : =i : My, ) W ° . ra) effective. Wind blow- 
Highest ; i a rite ver, img past cover makes 
1g es Tt * — Nite || \ f 4 ¥ enaee. 4 yy ames 

A LM a | * * oie _¥ . strong up Draft. 

in iH] or ¥ ¢ . , ——_ specify 
. i! \y ] ‘ <a: them. Tinners al! pre- 
Quality , | Price Te fer them. Dealers se!l 


them. Powers se]! Iron 








Mountings, Tinners 
do the rest. 


send tor | Berger Bros. Co. ,2Svies || QEzeeaems Powits gros. 


Free Sample 237 ARCH ST., PHILADELPHIA. Round, Square 























we SCH 


SPERRY’S CALDRONG.... 


Full measure, guaranteed perfect, 
original patterns, with metal distri- 
buted where it is needed. Many 
Caldrons are made from our castings 
as patterns. They are inferior to orig- 
inal, as they have light bottoms and 
heavy sides and hold less. 


DBD. R. SPERRY & CO., 

HOLLOW-WARE FOUNDERS, 

¢ TWELVE SIZES ALWAYS IN STOCK. BATAVIA, ILL. Hi i : 
Bee BO, | 


Mieasu _ at 


Steel, Metallic, Linen, etc. Our Goods are Recognized as 
the Best. inners’ Rules, Magic Pattern Rules, etc. Send 
for Catalogue and Mention The American Artisan. 


Lufkin Rule Co. 


SACINAW,.MICH 


~e a ~~ @ ea «a. «a @2 a =&] 
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Don’t Be Deceived °“* {73's 
NicClure’s Genuine Charcoal 


Iron Redipped Roofing Tin. 


McCLURE & CO., 


Manufacturers of Tin Plate. 


PITTSBURCH, PA., PHILADELPHIA, PA., 
211, 213 & 215 Second Ave. 115 North 7th Street, 





“Co discontinue your ad 
vertisement,’’ says €x- 
Postmaster-General ‘Jobn 


Justa Little Higher 


in price, but s< 
much 












Wanamaker, one of the Higher ip 
largest advertisers in the cartieght 
world—and, naturally majority i 
enough, one of the most suc: “pee 

cessful business men,— is mer 


like taking dewr your sign. Balance: 


Tf you Want to do business, 
you must let the people 
know it. T would as soon 
think of doing business 
Without clerks as without 
advertising.”’ 


They can recommend them with clea 
conscience. Write for catalog. 


Caldwell Mee. Co. 


2 Jones St., Rochester, N. Y. 








COKE PLATES 


14x20-20x28 90-95-100 Ibs. IC-IXL-IX 


GOLDEN STAR COLD 
ROLLED STEEL SHEETS 


(6 to 28 gauge, regular sizes. 


IMMEDIATE SHIPMENT. 
Mills, Pittsburgh District. 


GOLDEN STAR 
AND NEW PROCESS 


CALVANIZED SHEETS 


PROMPT mill lou ae W. Va 
DELIVERY. "S| Niles, O. 


TheJ.M.&L.A.OsbornGo. 


COLUMBUS. CLEVELAND. 














STEVEN 


A BIT OF HISTORY 


Established in 1864. 

Incorporated in 1886. 

Floor space in 1895—17,000 feet. 

Employees in 1895—44 people. 

1895, New Management—New Methods. 

Floor space in 1898—34,000 feet. 

Employees in 1898—150 people. 

Floor space in 1901—271,000 feet. 

Employees in 1901—900 people. 

On December 3rd, 1901—Another factory 
containing 42,000 feet added, whic 
will increase our output of Rifles 5 
per cent. 

To-day the largest producers of Fire Arms 

for sporting purposes in the world. 


NEED WE SAY MORE? 












































Samp: 
Bri 





All Leading Jobbers Carry our ARMS. Send for Catalog. 





J. Stevens Arms & Tool Co 


245 BROADWAY 
CHICOPEE FALLS, MASS. 
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The “Globe” Venti" ™* 
Tn Brass, Zo Galvanized | 

and with Glass Cops for sivliqy E be 

DUrposes. assesses. 


esp cially 


For Perfectly Ventilating Riss. sx 
and Audience Roows of Coery Cranage TONS 
Smoky Chimneys Cured. 


** Globe’’ pentane Ridges. 
for Pamphlet 
tenatectared by 


Globe Ventilator Co.,Troy,N. 


MT =e im 
LU ll 1 Ge LOBE | L 


ANT 





thing 
Saws 


x ane Winners \ 


They are the == 
TAVORITES 


—— Of the Camp. 


UNEEDUM in your business. 




























he Saws that made 
Indianapolis Famous. 


EC. Atkins be Uo 


“Factories: 


Indianapolis, Ind. 








Branch Houses: 
Ken York Wry." lok Reade w%. 
Kem phis: sem, - MWirania Ge. 
Minneopolis- Postland ,Oxe. 

















